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Profit From Studying Your Trade Journal 


BROADER SERVICE HORIZONS — Data Transmission 
The TE&M Editorial — “Time To Extend The Coverage” 
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SFOW DOWN 
With your 





Your Directory problems can come to an end 
very quickly. 


Today, more than 275 Independent and Bell 
Telephone Companies are having L. M. Berry and 
Company handle their Directory work. With 49 
years of experience behind them, straight-shooting 
Berry men hit the heart of any and every Directory 
problem. 


Let L. M. Berry and Company have a showdown 
with the problems that stand in the way of maxi- 
mum Directory revenue for you. : If « 
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why CAROLINA TELEPHONE AND 
TELEGRAPH COMPANY ...along with 
thousands of INDEPENDENTS all over 
America...uses OUTDOOR BOOTHS 
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tion isn’t quite enough; that a booth in color has a lot 





lf ever a spot was made to order for ‘‘impulse’’ phone 





calls, this is it. to do with the volume of patronage. 










The same perception and judgment that Carolina Tele- In short, the colorful attractiveness of Sherron steel 


phone and Telegraph Company exercised in picking 





booths promotes ‘‘impulse”’ calls. And, as complete 





this site is also evident in its choice of colorful booths 





enclosures, they’re protectively inviting even in the 
for this and other outdoor locations. worst weather. REA and UL approved. (Shown here is 


Carolina’s management recognizes that a good loca- Sherron Model 17-S, Type 7 in Flame Red) 
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There's a Sherron booth for every location and budget in either zinc coated, cold rolied or stainless steel. 


SHERRON METALLIC CORP., 1201 FLUSHING AVE., BROOKLYN 37, N.Y. 
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New-and rugged, too... 
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A weather-proof telephone from Stromberg-Carlson 


You’ll find many customers for this new, rugged, 
all-weather telephone instrument and case. 
Police and fire departments, taxicab and bus 
companies are examples. You’ll think of lots more. 
This unit is designed for ease of installation and 
convenience in use. The enclosure is of heavy- 
gauge cast aluminum, with a full-swinging door. 
The telephone inside is Stromberg-Carlson’s 500- 


type “1553-W” with the No. 27-C Handset. 

The enclosure has a screened vent underneath 
... cork gaskets on all fittings .. . a neoprene shield 
to serve as shock-absorber and door seal... easy 
opening door latch. Locking mechanism is avail- 
able for those customers who want it. 

Contact your Stromberg-Carlson representative 
for prices and ordering information, 


STROMBERG-CARLSON A DIVISION OF GENERAL DYNAMICS CORPORATION 


ATLANTA: TRinity 5-7467 ¢ CHICAGO: STate 2-4235 « KANSAS CITY: HArrison 1-6618 » ROCHESTER: HUbbard 2-2200 « SAN FRANCISCO: Oxford 7-3630 
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*Koiled LOVE RETRACTIE 
five the Best Service 


KOILED KORDS have proved over the years that they give the best 


service to subscribers and telephone companies alike. 


KOILED KORDS have reduced cord maintenance and replacement to 


an absolute minimum. 


KOILED KORDS keep their spring-like shape and last indefinitely 


under the toughest conditions. 


KOILED KORDS are smooth, clean and cannot be harmed by moisture, 
grease, acid fumes or sunlight. Be sure your subscribers have the best 


. . » KOILED KORDS 


Available from your independent telephone supplier in black and 


many colors to complement colored telephones. 


LOM INC., BOX K, NEW HAVEN 14, CONN. 


KOILED KORDS, THE ORIGINAL RETRACTILE CORDS, ARE THE 
RESULT OF 17 YEARS OF RESEARCH, DEVELOPMENT AND USE. 
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Members of the Indiana Telephone Association honored HUGH A. 
BARNHART (center), pres. of the U. S. Independent Telephone Assoc. 
and pres., Rochester (Ind.) Tel. Co., at banquet held during the organiza- 
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C. D. EHINGER (right), president, Indiana Telephone Assoc. 
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See the Man from Anaconda for 


Paper-lead Telephone | 
in the type and size you need... 


Choose Anaconda Paper-lead 
Telephone Cable 
in the type you need. 


PAPER-LEAD for aerial and duct use. 


POLYETHYLENE PROTECTED LEAD CABLE offers high 
resistance to corrosion and electrolysis. 


JUTE PROTECTED LEAD CABLE resists corrosion and 
electrolysis. 


BURIED TAPE ARMORED LEAD CABLE (2 layer steel) 
for areas subjected to low-frequency induction 
from nearby power lines. 


GOPHER PROTECTED LEAD CABLE (1 layer steel) sg | 
a cable where mechanical protection ANACONDA PAPER-LEAD TELEPHONE CABLE being installed near Harold, Kentucky. 
is needed. 









.| Cable from 6 to 2121 pairs— 
... when and where you need it! 


Anaconda offers you everything you need in paper-lead (Choose Anaconda Paper-lead Tele- 
telephone cable—produced in a new, modern plant devoted ; ; 
phone Cable in the size you need. 


202 PAIRS 


exclusively to telephone cable products. Telephone experi- 





enced personnel who understand your problems utilize the 





latest, most exacting quality control standards—to produce 
quality telephone cable. And order service is prompt and 





». efficient wherever you are because of a national network 





of distributors, Anaconda sales offices, and mills. 
Call your Anaconda distributor or the Man from Ana- 





conda for your paper-lead telephone cable needs. Also— 
write for new Catalog DM-5771. Anaconda Wire & Cable 







Co., 25 Broadway, New York 4, N. Y. a (oom | ged 
Shown here is a typical unit construction for 152 pairs fone \, 
through 1515 pairs, No. 24 Awg. Following construc- en eee 
tions also available: 

No. 19 Awg 6 through 455 pairs (a 
No. 22 Awg ll ¥ 909 “ 
No. 24 Awg ll . la 
The number in the assemblies denotes the number of 
404 PAIRS 






pairs in the unit. The letters refer to the color of the 
outside pairs of the unit. GW, green-white; RW, red- 
white; BW, blue-white. The units are further distin- 
guished by a color-coded binder string. 








606 PAIRS 


PHONE THE MAN FROM ANACONDA 


The Independent Manufacturer to the Independent Telephone Industry 


FoR TELEPHONE CABLE 


ALPETH — Polyethylene -insulated, low - resistance STALPETH—Paper-insulated, aluminum shield, steel DISTRIBUTION WIRE—rural [#19], 
aluminum shield, polyethylene jacket. tape, polyethylene jacket. suburban [#22] and urban [#24]. 
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Modern Telephones... designed f 


TYPE 85 TELEPHONE : 


= 


Provides two-line pickup 
and extension exclusion! 


Three different models of the Type 85 Telephone 
fill a special need for many subscribers in your area. 
Doctors, attorneys, insurance offices, real estate 
agencies and many others are all potential custom- 
ers. They’ll want the convenience, efficiency and 
privacy that these telephones provide. 

Type 85-A gives your subscriber 2-line pickup 
and signaling. The user turns a button to switch 
over to line 2. By pressing the same button, he 
signals his secretary. 

Type 85-B gives your subscriber extension ex- 
clusion. It is equipped with two buttons. To cut 
off all extensions, the user presses the exclusion 
button. To bring in an extension party, he simply 
presses the other button. 

Type 85-C combines two-line pickup, signaling 
and extension exclusion. 

For more information on Type 85 Telephones 
write for Circular 1909. 
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AUTOMATIC ELECTRIC 





office convenience by Automatic Electric 


TYPE 83 COMPACT TELEPHONE 


Mounts on Any 
Vertical Surface! 


Automatic’s Type 83 Compact Telephone mounts 
on any vertical surface—wall, column, side of desk, 
etc. Saves valuable working space on desk and 
table tops. Requires only 7” x 314” for mounting. 

Type 83 Telephones give your subscribers fa- 
mous Type 80 transmission. And, you don’t have to 
worry about stocking special parts—this phone uses 
standard components! There’s a choice of 10 beau- 
tiful colors, too: Gardenia White, Camellia Pink, 
Forget-Me-Not Blue, Sand Beige, Garnet Red, 
Jade Green, Classic Ivory, Dawn Grey, Sunlight 
Yellow and Turquoise. 

For complete information on all AE telephones, 
ask for Circular 4055-H. Write: Automatic Electric 
Sales Corporation, Northlake, Illinois. In Canada, 
Automatic Electric Sales (Canada) Ltd., Toronto 16. 
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AUTOMATIC ELECTRIC 
GENERAL TELEPHONE & ELECTRONICS 











FOR EVERYTHING YOU NEED 
~ Kellogg is close by with fast, dependable 


Nuts, bolts, cable, termiuals, batteries... you'll find everything it takes to run a telephone 
company under one roof at Kellogg. Eight completely stocked, conveniently located ware- 
houses are only a phone call away. And when you call Kellogg you’re talking with trained, 
experienced telephone men who understand your needs, know exactly what you require 
For telephony’s most complete source of dependable equipment, such as shown on these 
pages, and fast, efficient service ...call your Kellogg representative. 


Kellogg Switchboard and Supply Company 


KEI LOGE Communications Oivision of 6650 South Cicero Avenue, Chicago 38, Illinois 
Communications Division of 


CHICAGO, /LLINO/S International Telephone and Telegraph Corporati 2 
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Regional O 
CALIFORN 
3 Broderick 
GEORGIA: 
1594 Southla 
iLLInOUSs: 
600 So. Tri 
KAN SAS: 
ith & Sunsh 
MIN NESOT 
6100 oxcelsic 
NEV YORK 
327 North W 
OHI 3: 

165 Vest Fi 
TEX 1S: 

1515 “urtle ¢ 
EXP ORT: 
157 F ospect 


Corrosion-Resistant Crapo Stainless 
Steel Cable Lashing Wire, Type 430, 
is available in .045”, .065”, and .061 
diameters. Crapo Galvanized (C Coated) 
Steel Cable Lashing Wire is available in 
091” and .061” diameters. Made by 
INDIANA STEEL & WIRE CO., INC. 


Dependable Power! Hundreds of tele- 
phone exchanges throughout the world at- 
test to the low first cost, low operating cost, 
and thoroughly dependable service of Elec- 
trox Battery Eliminators and Chargers. Made 
by the SCHAUER MANUFACTURING CORP. 


complete service 


CARTRIDGE-HEATED SOLDERING IRON 
—"Quick-Shot" soldering irons need no 
electricity, flame, blowtorch, or any exter- 
nal heat. Quickly-installed, disposable 
cartridge, provides peak rating exceeding 
250 watts, maintains soldering tempera- 
ture for 6-8 minutes. Choice of five de- 
tachable tips. 
THE KEMODE MANUFACTURING COMPANY, INC. 


Test of Time proves high quality of Hem- 
ingray Insulators—a product of OWENS- 
ILLINOIS. Many sizes and styles available 
for immediate delivery. No. 17, shown, used 
for all exchange circuits—for toll and trunk 
circuits not exceeding 10 miles. 


Regional Offices and Warehouses: 


CALIFORNIA: 
% Broderick Road, Burlingame, Calif., OXford 7-5780. 


GEORGIA: 


1594 Southland Circle, N. W., Atlanta 18, Ga., SYcamore 4-2441. 


ILLINOIS: 
60 So. Tripp Ave. Chicago 32, Illinois, CLifford 4-4300. 


KAN 35AS: 


ith & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. 


MINNESOTA: 
6100 “xcelsior Blvd., Minneapolis 16, Minn. West 9-6715 


NEY YORK: 
orth West Street, Syracuse, N. Y., HArrison 2-9251. 


Yest Fourth Street, Mansfield, Ohio, LAfayette 4-6511. 


S: 

urtle Creek Blvd., Dallas 7, Texas, Riverside 7-5191. 
IRT: 

»spect Street, Passaic, N. J., PRescott 3-5100. 


D-C Voltage Reducer—tThe LORAIN Bat- 
Tap produces a 24-volt dc supply from a 
48-volt battery with efficiencies as high as 
80-89% from 25% of rating to 30% over- 
load. No moving parts, foolproof circuits, 
simple to install, fits on a 19-inch relay 
rack, weighs only 32 pounds. 
LORAIN PRODUCTS CORPORATION 


The Type XB Unprotected Cable Termi- 
nal features a Bakelite faceplate and 
insulating fanning strip molded in one 
piece, with Everdur studs positioned for 
easy wiring. Available in 6, 11, 16, and 26 
pair size, wifh or without cable stub. 
COOK ELECTRIC COMPANY. 


Qutstanding Battery Performance is 
yours when you choose Gould Plante Bat- 
teries. Thick, grooved, pure lead positive 
plates give many years of trouble-free serv- 
icel Made by GOULD-NATIONAL BATTER- 
IES, INC., the finest money can buy. 


Cook Cable Coat eliminates need for taped 
splices or potting, and can be provided 
with selective pair protection. Terminal 
blocks for making cable conductor taps 
are filled with plastic resin. Cutting and 
splicing are eliminated, and connections 
are made by tapping onto specified con- 
ductors. COOK ELECTRIC COMPANY. 










View of microwave installation atop 
Mount Pico, Vermont. Altitude 4,000 feet. 


... proven performance, where rough con- 
ditions are normal all year. Here is a high 
mountain-top tower where ANDREW equip- 
ment was installed to perform, exposed to 
100 mph winds, driving sleet, ice and snow. 

Selection of the best antenna systems for 
such problem installations is made easy 
through a choice of 30 Anprew stock para- 
bolic reflectors, which utilize the three 
standard microwave feeds. And tower 
work has been simplified too, with the new 
mount, which has separate elevation and 
azimuth adjustments for precise align- 
ment. 

All standard ANnpREw antennas meet or 
surpass EIA recommendations and FCC 
specifications, governing radiation patterns 
and side lobes. 

Uniform all weather performance is as- 
sured by the use of radomes and built in 
automatic de-icing equipment. 

Why not check today on how you can 
get the maximum performance in your in- 
stallation—just call the Anprew Engineer 
in your area or write 


Anrdiew 


CORPORATION 


363 EAST 75th STREET * CHICAGO 19 
Offices: Chicago * New York * Boston 
Los Angeles * Toronto 





. System Products 


DIPOLE FEED 





for 400-960 mc 


COAXIAL HORN FEED 


for 1700-2700 mc 


WAVEGUIDE HORN FEED 


— 


for 3700-13,200 mc 


Request Catalog 22 
for complete 
description of 
500 Antenna 














coming 


CONVENTIONS 


NEW YORK Telephone Asso- 
ciation, Scaroon Manor, 
Schroon Lake, June 15-17. 


TENNESSEE Telephone Asso- 
ciation, Hermitage Hotel, 
Nashville, Tennessee, Sept. 
9-10, 1959. 


ARKANSAS Telephone Asso- 
ciation, Arlington Hotel, 
Hot Springs, Ark., Sept. 
14-15, 1959. 


MICHIGAN Telephone Asso- 
ciation, Pantlind Hotel, 
Grand Rapids, Mich., Sep- 
tember 15, 16, 17, 1959. 


ROCKY MOUNTAIN Tel. As- 
sociation, Utah Hotel, Salt 
Lake City, Utah, Septem- 
ber 16, 17, 18, 1959. 


NEW ENGLAND Tel. Associa- 
tion, Mt. Washington Ho- 
tel, Bretton Woods, New 
Hampshire, Sept. 21, 22, 
23, 1959. 


WEST VIRGINIA Tel. Associa- 
tion, Blackwater Falls 
Lodge, Davis, W. Va., 
Sept. 23, 24. 


NEVADA Tel. Association, 
Commercial Hotel, Elko, 
Nev., Sept. 24, 25, 26, 
1959. 


NORTH CAROLINA Tel. Asso- 
ciation, Carolina Hotel, 
Pinehurst, N. C., Oct. 4-7. 


NATIONAL CONVENTION, 
Conrad Hilton Hotel, Chi- 
cago, Ill., Oct. 11-14. 


VIRGINIA Tel. Association, 
Roanoke Hotel, Roanoke, 
Va., Oct. 29-30. 


ALABAMA Tel. Association, 
Thomas Jefferson Hotel, 
Birmingham, Ala., Nov. 
9-10. 


GEORGIA Tel. Association, 
Dinkler Plaza Hotel, Atlan- 
to, Ga., Nov. 11, 12, 1959. 


OKLAHOMA Tel. Association, 
Skirvin Hotel, Oklahoma 
City, Nov. 18-19. 


FLORIDA Tel. Association, 
Robert Meyer Hotel, Jack- 
sonville, Fla., Nov. 30, Dec. 
1, 1959. 


var eA 








ANTENNAS, ANTENNA SYSTEMS, TRANSMISSION LINES 
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FIVE IDENTICAL 
PLUG-IN 
GENERATOR UNITS 


Five interchangeable frequency generators 

—each complete with voltage regulator, 

oscillator, transformers, amplifiers, cut-off 

circuit. Each individually adjustable for 

both frequency and voltage. Frequencies 

stabilized against changes in input volt- 

age, temperature, load. ‘ oe 

qi ‘SEcTggE 


Transistor circuits for long trouble-free 2 
life. No moving parts. No routine mainte- pgee pagoda 
nance. Operates from 50-volt battery at wien 
extremely low drain. 


OPTIONAL 
5-WATT TONE 
AMPLIFIER 


Contains, for all frequencies: ample bat- 
tery filter, remote control relay, audible da =) 
ringing tone generator with (optional) 


: lifier. . , : , 
ee KeK-t-lmmalalel lave mm aat-\olelial-ee 
AUTOMATIC TRANSFER PANEL 


THE TRANSISTOR-TYFE 


Connects two ringing machines together 
with either as the main machine, the other 
as standby. Load is automatically trans- 


ferred to the standby and alarm is oper- 
ated on partial or complete failure of the ADJUSTS TO ANY FIVE FREQUENCIES 


main. Manual transfer possible to check 

the standby. Either machine supplies load 

while other is metered for adjustment or 

tested with simulated ringing failure. 

Other panels available: portable, manual SELF-PROTECTING 
transfer and supervisory. 


TWO MODELS 
(Conservative ratings) SINE-WAVE OUTPUT 


Model T: output 25 watts per frequency. 


Fits 19” rack, adapts to 23” and 30”. 
Takes only 1742” vertical rack space. AUDIBLE RINGING TONE 
Model T50: output 50 watts per frequency. 


Write for Bulletin 177A 


THE ONLY COMPLETE L 
our equipment pee Ol, ® 


is sold through leading ees 
telephone distributors Sus ara 5 
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Whenever, Wherever you need 


Complete, Dependable 


Whatever it takes to operate a telephone company— you can get it all from Kellogg... 
a single, reliable source serving independent telephony for more than 60 years with 
equipment of unmatched dependability and advanced engineering. 

Whether or not your immediate needs are shown on these pages, call Kellogg first before 
you buy—your centrally-located Kellogg warehouse has exactly what you’re looking for. 


rc 


Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue, Chicago 38, Illinois 
Communications Division of International Telephone and Telegraph Corporation 


Regional Offices and Warehouses: : MINNESOTA: 6100 Excelsior Blvd., Minneapolis 16, Minn., West 9-6715. 
CALIFORNIA: 23 Broderick Road, Burlingame, Calif., OXford 7-5780. NEW YORK: 327 North West Street, Syracuse, N. Y., HArrison 2-9251 
GEORGIA: 1594 Southland Circle, N. W., Atlanta 18, Ga., S¥camore 4-2441. OHIO: 1555 West Fourth Street, Mansfield, Ohio, LAfayette 4-6611. 
#LLINOIS: 4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. TEXAS: 1515 Turtle Creek Blvd., Dallas 7, Texas, Riverside 7-5191. 
KANSAS: 7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. EXPORT: 157 Prospect Street, Passaic, N. J., PRescott 3-4100. 











Equipment and Service 





K-500 Telephones—The most advanced and 
reliable units available to independent tele- 
phony. Available in 15 sparkling decorator 
colors that your subscribers want—in both 
desk and popular wall models. 





Switching Systems — K- rossbar—Tailored 
to fit any requirement. One unit handles from 
10 to 10,000 lines... meets requirements of 
nation-wide toll dialing. Many exclusive fea. 
tures found in no other system. 











K1A1 Intercom—A complete system in one 
telephone: “HOLD” buttons, tie-in lines, added 
subscriber lines—any selection desired on the 
fast, easy-to-use buttons. “Executive exclusive” 
feature for confidential calls. Full color range. 











Kellogg K-31 Carrier—New rural subscriber 
carrier system provides toll quality at low cost. 
Completely transistorized ...up to 8 separate 
voice channels... printed circuits... plug-in 
construction. Easy to install, line up and test. 
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*Sleet Storm Insurance” 

TO THE EDITOR: — “Your ar- 
ticle in May 1 issue of Telephone En- 
gineer and Management concerning 
Sleet-Storm Insurance was most in- 
teresting and informative. For the 
past year, we have been endeavoring 
to interest some insurance company 
in writing us a deductible ‘Storm- 
Policy.” Last November, at the re- 
quest of a local agent, an insurance 
company sent an engineer to make 
an inspection and report on risk. Not 
being at all familiar with telephone 
operations, and I am quite sure never 
fully understanding the situation as a 
whole, he would not recommend that 
his insurance company participate. 

“We have been in search of some 
telephone company having a cover- 
age of some kind on their outside 
plant. You are to be congratulated 
on probably being first in what we 
are sure will soon become a standard 
and required practice. 

“We must now find an insurance 
company interested in writing such 
insurance. Perhaps USITA could 
make the proper investigation and 
arrive at some recommendations. We 
would be most interested in obtain- 
ing additional information if it be- 
comes available and should we, in the 
meantime, find an insurance com- 
pany interested, we would be more 
than happy to pass along all pertin- 
ent information to you. Thank you 
again for a most interesting article.” 

C. J. Mathews, 

President, 

Statesbore Telephone Co., 

9 South Main St., 

Statesboro, Ga. 

TO THE EDITOR — “I am inter- 


ested in obtaining full particulars as 
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“The Open Forum” has been created to serve as a clearing 
house for ideas, comments and suggestions that will be helpful 
to all members of the telephone industry. Address letters to 
“Open Forum,” 7720 Sheridan Rd., Chicago 26, Ill. 
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SUUAEOOEASEOUOOERNUOEOOUOOOOOOOSAOOND 


to the cost of sleet damage insurance; 

the name of the company, the rate 

per $1,000 coverage and the type of 

coverage obtainable. I have read Mr. 

Ehinger’s recent articles in the Tele- 

phone Engineer and Management and 
have found them very interesting.” 

Glenn Bergland, 

Manager, 

Winnebago Cooperative 

Telephone Association, 

Thompson, Iowa. 


TO THE EDITOR: — “We were 
very much interested in Mr. C. D. 
Ehinger’s comments on insurance in 
the May 1 issue of Telephone En- 
gineer and Management. Would you 
please supply the names of the insur- 
ance advisors mentioned and also the 


agents representing Lloyd’s of Lon- 


don.” 
J. P. Jones, 
Manager, 
Manilla Telephone Co., 
Manilla, Iowa. 
TO THE EDITOR: — “I have 


read your (Mr. Ehinger’s) article in 
the May 1 issue of Telephone En- 
gineer and Management with keen in- 


SUCUEUUCEAUETEOAATEROUCEEEAUUEUUUEEOAAOEEEOOEEUCUEEUUOSEAEUEESOEAUESEEUDEEAUEOEUGSESEUOEEEDAUUEDEEROURERUUEEOOUOREGUEROLUCREEUOEEEUOOEEUAUEOLOSEESOGOGUHUECUSURERUOERORUOOROUEOOADERGCHOORGOUEGUAONOGOo enc oeto eS 
“SLEETSTORM INSURANCE” 

In the May 1, 1959, issue of TE&M Author C. D. EHINGER told 
readers — “I have yet to talk to the manager of any other telephone 
company who has any kind of storm damage insurance... 

Taking his lead from that statement, Mr. Ehinger explained how his 
company extended ‘the coverage of an “all-risk”” policy to include the 
outside plant and insure it against the perils of sleet and other storm 


damages. 


sleet and other storm damages. 


are reproduced on this page... 
Editorial on page 37. 


Ssvvuevucevuoensuenvueesuevavesvnsanveesneenuesscenacenacensuuenscancueaucensuenscvensunvseeuseesceesseesceenuensuecanenoveusncesasevgevccevsuennecacecauocesceesecesceesgceuueeuueeaneesuceaeceneesuiearieenieani 


Since publication of the article, Mr. Ehinger and the editor of TE&M 
have been swamped with letters indicating a definite need for an industry- 
wide program aimed at helping both the large and the small telephone 
companies obtain insurance that will insure their outside plants against 


A few of the letters indicating the need for such an industry program 
For more information see the TE&M 


terest. As a director of the Ohio 
Independent Telephone Association 
and as president of a northern Ohio 
telephone company — in that blasted 
sleet belt — I would appreciate in- 
formation concerning the insurance 
counsellors, the agent representing 
Lloyd’s of London, and any other in- 
formation you think might be helpful. 
Our thanks for your reply — in ad- 
vance.” 

R. R. Waltz, 
President, 
Delta Home Telephone Co., 
Delta, Ohio. 

® ae & 

Sleet Storm Coverage 

TO THE EDITOR: — “One of our 
small phone companies showed me 
your article on sleet-storm insurance 
in the May 1, 1959 issue of Telephone 
Engineer & Management. | am won- 
dering if you might give me the name 
of the agent involved in this transac- 
tion. I ask this because Lloyd’s of 
London is rather a massive organiza- 
tion and he might give me the names 
of the group he worked with to prom- 
ulgate coverage and rates. 

“It certainly is evident that you 
have gotten a rather liberal educa- 
tion in msurance, and even more evi- 
dent that you have put it to work.” 

Pete Storm, 
Eastlack-Storm Agency, 
Box 635, 

Hays, Kansas. 


TO THE EDITOR: — “In the May 
1 issue of Telephone Engineer and 
Management, | was very much inter- 
ested in an article written by C. D. 
Ehinger entitled, ‘Sleet Storm Insur- 
ance.’ 

“It has been our experience over 


ii 


” 
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Rural Telephone Lines 


ALK BETTER 
AST LONGER 


with low-cost 


Y @-Bighty-Phinty 


TELEPHONE LINE WIRE 


The superior voice transmission of O-Eighty-Thirty 
Telephone Line Wire makes friends and builds good will 
every time a subscriber picks up his phone. And this 
low-cost line wire continues to provide the same excel- 
lent talking qualities even after many years of service. 
There’s no building-up of noise level and weakening of 
signals due to rust, because O-Eighty-Thirty is completely 
non-rusting. 

You save money, too. The initial cost is practically 
the same as ordinary wire. And its extra high strength 
permits economical long-span construction on both voice 
and carrier circuits. O-Eighty-Thirty is easy to install, 
due to its light weight—which also saves on shipping 
and handling costs. 

In short, you can provide high-grade service at low 
cost for your subscriber loops and secondary toll lines 
by stringing O-Eighty-Thirty Line Wire. And you’ll be 
building for long, trouble-free life. 


Write us today for prices, sag data and staking tables. 


COPPERWELD STEEL COMPANY 


WIRE AND CABLE DIVISION Glassport, Pa. 
For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


SOLD BY 
LEADING DISTRIBUTORS 
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(Concluded from page 16) 
a period of years as a company, that 


in order to have sufficient coverage, 
the cost of insurance was tremendous. 
We, like Mr. Ehinger’s company, op- 
erate in a sleet-belt area. I would be 
safe in saying that there is hardly a 
winter that we do not suffer a loss 
of revenue as well as property dam- 
age as a result of severe snow and 
sleet storms. 

“We would be happy if you will 
furnish us with the name and address 
of the company that will insure or 
provide us coverage for our outside 
plant against such perils of sleet and 
other storm damages. 

“We are thankful for your shar- 
ing with us through Telephone En- 
gineer and Management this wonder- 
ful article, and may we wish you con- 
tinued success in your field of Tele- 
phone Work.” 

Violet Peterson, 

Secretary, 

Clearfield & Cambria Telephone Co., 
Coalport, Pa. 


“Technique & Knowledge” 

TO THE EDITORS: — “Congrat- 
ulations! I just finished reading your 
(Allan Stacey’s) most interesting ar- 
ticle under the heading of “Commer- 
cial Department Notes” in a recent 
issue. 

“You have an exceptionally talent- 
ed presentation technique. This is 
wonderful but in itself is not the 
answer to enjoyable reading. It ap- 
pears you have conquered this prob- 
lem by combining your asset of good 
technique with your ability to extract 
vital information from your personal 
knowledge. I’m looking forward to 
your next article pertaining in part to 
collections. This subject, I’m sure, 
will be as interesting as your last.” 

W. E. Casterson, 

Manager, 

The Pacific Tel. & Tel. Co.. 
128 Trockmorton Ave., 
Mill Valley, Calif. 


“Electronics Notebook” 

TO THE EDITOR: — “Your re- 
cent series, ‘Electronics Note Book,’ 
by Leo. G. Sands, has created a great 
deal of interest among the Hawaiian 


Telephone Company’s engineers and 
they have asked me to find out if 
complete volumes of these note books 
are available. 

“The Hawaiian Telephone Company 
receives several copies of your pub- 
lication, but these circulate for sev- 
eral weeks and there is no way for 
individuals to make up completed 
sets of the note book. It would be 
quite convenient to them if they 
could obtain either a complete set 
of the note book sheets or bound 
volumes of the entire series. 

“Will you please let me know if 
these are available and what the 
cost would be?” 

J. R. Reed, 

Automatic Electric Sales Corp., 
Alexander Young Building, 
Honolulu 13, Hawaii. 

Someday we will reprint “Elec- 
tronics Notebook” — but Mr. Sands 
has many chapters to write before 
publication of the data in TE&M has 
been completed. In the meantime, 
we suggest a personal subscription 
to TE&M will solve the problem. — 
The Editors. 


“Stop Gap” Plan Saves Money 
TO THE EDITOR: — “.... 1] 
have intended for several weeks to 
write to you about how much I enjoy, 
and the benefits we receive from, 
your ‘Commercial Dept. Notes.’ We 
have instituted the paystation collec- 
tion ‘stop gap’ plan and are saving 
about 1/3. I hope Mr. Stacey con- 
tinues to pass along his thinking . . .” 
L. E. Scott, 
Linn County Telephone Co., 
Lebanon, Oregon. 


“Popular Editorial” 

TO THE EDITORS: — “... We 
have prepared 2,000 copies of your 
editorial ‘Letter To A Telephone Sub- 
scriber’ (page 27, Feb. 1 issue of 
TE&M) for insertion with our sub- 
scribers’ monthly statements 
Thank you for the opportunity to 
place this excellent editorial before 
our subscribers.” 

” Wm. A. Steventon, 
General Manager, 
Cream Valley Tel. Co., 
Hawkins, Wis. 


TO THE EDITORS: — “... I am 
attaching tear sheets from The Hig- 
ginsville Advance in which we used 
‘Letter To A Telephone Subscriber.’ 
This newspaper has a circulation of 
about 2,800. We have also had 2,000 
reprints made which we will mail out 
in monthly bills to subscribers. We 
think this is a very fine informative 
letter and feel it should impress the 
(excise tax) situation upon subscrib- 
ers to the extent that it will result in 
action on their part.” 

Elizabeth Journey, 
President and Manager, 
Citizens Tel. Co., 
Higginsville, Mo. 

e e@ ® 

At last count 1,360,000 reprints of 
TE&M’s editorial, “Letter To A Sub- 
scriber,”’ had been made. Thanks to 
all who wrote us. We hope the edi- 
torial did some good. — The Editors. 

eo 8@ @ 
Colored Phones 

TO THE EDITOR: — “I have 
read your article entitled “The Color- 
ed Telephone Problems,’ in the May 
1, 1959 issue of Telephone Engineer 
& Management, and would like to in- 
quire as to whom to contact or the 
manufacturers of the colored tele- 
phones made in Japan, which you 
stated came in 26 colors for $15.00 
delivered. 

“IT would appreciate it if you would 
be so kind as to send me the name 
to contact regarding the Japan made 
phones.” 

J. A. Miller, 
315 So. 6 St., 
Independence, Kansas. 

Your letter has been forwarded to 
Mr. Stacey . . . Have other readers 
received literature on the phones 
made in Japan? Have you tried 
them? — The Editors. 


: We appreciate your let- 
ters. Please keep them com- 
ing. Let us know your likes 
and dislikes, your problems 
and your solutions, your 
agreements and your dis- 
agreements, your’ smiles 
and your gripes. Drop us 
a line anytime. We’re here 
to help you to the best of 
our ability. — The Editors. 


TULLLEUELEDEGLULEOEOUUOUNEOAUEEEOENATOAEUENEUEUOREREEEGUEEESEREOEOSUOUUEOHUUGUUEOOUGUECUEROUEEUONT 


VOOCEUDEUDAAAAUOGOROOEAOREODASAUEEOGOEAGSOOERORODDEOOEDROSAUEEOOLANGO EO OAOOAOEaOSEONOOtOES 
TUPEAODEAEAADAGUOUAOESUOOROEDOOREGOEOUAOEAUEOOUOEANSONEOROCEOACOROUEEONOUEUOEOOOONOOOEROEOEED 
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CALCULAGRAPH IS READY 
FOR MARK SENSING NOW! 


If you are planning to use mark sense toll tickets now 
(or later) be sure your Calculagraphs are readily 
adaptable. Remember to do these three things now — 


1. When ordering new Calculagraphs specify “set 
back” handles—this feature clears the way for 
mark sense toll tickets (or ANY SIZE ticket in fact). 


Plan a program of modification of Calculagraphs 
now on your switchboard. 


. If you are still using the old round-type Calcula- 
graphs, consider the economics of replacing them 
with the new space-saving Model 33 that will include 
all the latest improvements—set back handle, color- 
coded handles for easier operation and 60-minute 
dial to assure 100% accuracy on all calls. 


If your analysis shows that mark sensing makes sense 
economically, or your present system requires a larger 
size ticket, consult your Calculagraph distributor 
today. Ask him about the set back handle feature 
as well as other modernization features of the NEW 
Calculagraph. 


CALCULAGRAPH Compony 


308 Sussex Street - Harrison, New Jersey 
Telephone: HUmboldt 2-0213 


Manufacturers of Elapsed Time Recorders for over 65 years 
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PHELPS DODGE TELEPHONE WIRE AND/CA 
THE “MINE-TO-MARKET” QUALITYLII 





SALES O 
Dallas, D 
City, Mo. 

Po 
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Paper-Insulated Lead-Sheathed 
Telephone Cable 







This Phelps Dodge telephone cable 
combines the superior transmission 
characteristics of paper insulation 
with the durability and moisture 
resistance of lead. It is backed by 
Phelps Dodge’s extensive research 
and manufacturing experience 

in the paper-lead cable field. 


The controlled craftsmanship and 

quality of this paper-lead cable are 
typical of the entire line of Phelps 
Dodge telephone wires and cables, 
including: 


m@ Exchange Area Telephone Cable 
@ Self-Supporting Telephone Cable 


® Rural and Urban Distribution 
Telephone Wire 


@ Interior Telephone Cable 


@ Rubber-Insulated Lead- 
Sheathed Telephone Cable 


= PD—Tel Wire 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, 

Dallas, Dayton, Denver, Detroit, Fort Wayne, Greensboro, N. C., Houston, Indianapolis, Jacksonville, Kansas 

City, Mo., Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, 
Portland, Ore., Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washington, D. C. 





YOUR JUNE 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 21 








WASHINGTON OBSERVATIONS 


en by ROLAND DAVIES and FRED HENC 





FCC Starts Hearings on Frequency 
Allocations In The 25-890 me Area 


FCC hearings are the center of continuing differences of opinion 

between the nation’s telephone companies seeking a broad band of 

frequencies for use in a comprehensive system of common carrier 

mobile telephone service and spokesmen jor private users of 
radio frequencies. 


HE HAZARDS of keeping Con- 

gress “informed” about matters 
of interest to a particular company 
were demonstrated graphically dur- 
ing the opening week of the Federal 
Communications Commission’s hear- 
ings on frequency allocations in the 
25-890 megacycle area of the spec- 
trum. 

The FCC sessions, of course, are 
of great interest to all industries and 
organizations using radio frequen- 
cies, since the 25-890 me area is the 
heart of the present usable part of 
the spectrum. 

As such, they are the center of the 
continuing differences of opinion be- 
tween the nation’s telephone compa- 
nies, seeking a broad band of fre- 
quencies for use for a comprehen- 
sive system of common carrier mobile 
radiotelephone service, and spokes- 
men for private users of radio fre- 
quencies, spearheaded by Motorola. 

First week’s hearings proceeded 
on a pretty routine basis, with 
spokesmen for such organizations as 
the American Telephone & Telegraph 

o., US Independent Telephone As- 
sociation, and Lenkurt Electric Co. 
putting on their presentations and be- 
ing cross-examined, until Motorola 
witnesses appeared toward the end 
of the week. 

It was after Motorola President 
Robert W. Galvin delivered a sum- 
mary of his prepared testimony, made 
available at the close of March in 
written form, that FCC Counsel Ar- 
thur A. Gladstone exploded a bomb- 
shell in the proceedings. 
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Mr. Gladstone inserted into the 
record letters sent by Mr. Galvin 
to several Senators, in which it was 
said that the Senate members “will 
be interested in a development which 
could lead to a monopoly of all mo- 
bile radio by the telephone compa- 
nies, to the exclusion of many small 
and medium-sized business enter- 
prises now engaged in the field. This 
disturbing possibility is presented by 
the request of the telephone monopoly 
to the FCC for the allocation of a 
large block of radio frequencies for 
use by it for mobile radio services.” 

The letters included a summary of 
Motorola’s views, contained in a 
pamphlet widely disseminated in the 
communications field, on the subject 
of “the future of private mobile 
radio,’ which, the letters said, may 
“be helpful in your consideration of 
the matter of monopoly in the radio 
spectrum.” 

Private mobile radio, “the essen- 
tial communications link between of- 
fice and vehicle of many of today’s 
businesses and state and local gov- 
ernment agencies,” the letters went 
on, “has been an efficient user of its 
part of the radio spectrum and is ask- 
ing for a much deserved right to 
expand and for pratection against 
unfair encroachment upon its growth 
area by the telephone monopoly.” 

In reply to questioning by FCC 
Chairman John C. Doerfer, Commis- 
sioner Robert T. Bartley, and Mr. 
Gladstone, following introduction of 
the letters into the record, Mr. Galvin 
declared that the letters were sent to 


the Senate members in keeping with 
Motorola’s policy that “We believe 
in keeping Congress informed as to 
matters affecting our welfare.” 

The Motorola President insisted 
that he had not been looking for “ex- 
pressions of influence,” and that he 
is “confident” that the Motorola po- 
sition in the case will get “unbiased” 
and “impartial” consideration. Under 
interrogation by Chairman Doerfer, 
he testified that he does not feel that 
any of the FCC Commissioners have 
been “approached privately” regard- 
ing the issues in the 25-890 mc pro- 
ceeding. When Chairman Doerfer 
commented that he would be “re- 
luctant” to sit through the proceed- 
ing if allegations were being made of 
evidence of improper influences, Mr. 
Galvin reiterated that he had intend- 
ed no implication that Motorola’s 
views would not be given “unpreju- 
diced” consideration by the Commis- 
sion. 

Testimony of the AT&T, USITA, 
and Lenkurt witnesses has been pre- 
viously reported in this space, at the 
time it was submitted in written form. 
Further points involved in the pre- 
sentations were outlined in more de- 
tail during questioning by FCC Com- 
missioners and staff. In addition to 
the broadband common carrier mo- 
bile radiotelephone system, principal 
interest of the common carriers is in 
obtaining space in the 800 me area 
for point-to-point operations which 
have been carried on in the 890-940 
mc band, which is now being taken 
over by the federal government. 


House Group Issues 
Report on “Consent Degree” 
FFORTS to answer the “Now 
what?” questions which have 
arisen in the wake of the House Ju- 
diciary antitrust subcommittee’s re- 
port on its hearings last year on the 
1956 Bell System-Justice Department 
consent decree have lead generally to 
an answer of “Nothing.” 

The House group’s report, issued 
by a 4-3 vote, with two Democratic 
members not voting, was accompa- 
nied by widespread publicity, par- 
ticularly in Eastern metropolitan cen- 
ters. But since the subcommittee ma- 
jority (to use the term loosely, since 
only four of the nine subcommittee 
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That’s the surest way to meet your exact requirements. The 
straight facts are that different applications call for different 
battery types. But only from Exide can you be certain of getting 
the best type for you. Because Exide gives you the broadest 
choice. Exide-Manchex, the plante type unmatched for long life, 
features Silvium corrosion resistant grids ; Exide-Tytex is available 
with Silvium grids or calcium grids. You choose from the 
broadest range of capacities in the field. In every case, you know 
you are getting the extra dependability and value only Exide offers. 
Buy with confidence. Buy Exide. Rectifier and motor-generator 
chargers available to cover any application requirements. 


For complete information on Exide stationary 
batteries, write for new illustrated brochure. 
Exide Industrial Division, The Electric Storage 
Battery Company, Philadelphia 20, Pa. 


Exide-Tytex batteries with Silvium grids were 
chosen by Metamora Telephone Co., Metamora, IIl. 
Silvium is Exide’s patented grid alloy proved up to 


100% more corrosion resistant. 
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members registered themselves in 
favor of issuing the report) called for 
action only on the part of other per- 
sons, with no legislative proposals 
offered, the chances are that nothing 
further will happen, at least in the 
near future. 

The subcommittee Democrats rec- 
ommended that the Justice Depart- 
ment move to reopen the case by 
asking the federal court of jurisdic- 
tion for “relief from the decree’s 
inadequacies”; that Justice require 
“strict compliance” with the decree’s 
patent licensing provisions; and that 
the FCC institute a “comprehensive, 
formal rate investigation to determine 
on a public record a fair return for 
telephone service.” 

In reply, the Republican minority 
statement contended that the Demo- 
crats essentially are “second-guessing 
a lawsuit,” and that the majority, in 
charging bad faith by Eisenhower 
administration officials who approv- 
ed the consent decree, when it ac- 
tually is merely disagreeing with their 
opinions. It noted that its “request 
to present the report to the full Ju- 
diciary Committee for consideration 
on the merits was refused. Therefore, 
the report has no official status and 
is not a document of the House of 
Representatives.” 


The majority report generally took 
the position that it was wrong for 
the Justice Department to abandon 
the premise of the original complaint, 
filed in 1949, that the Western Elec- 
tric Co. should be divorced from the 
Bell System and divided into three 
parts. It also appeared to assume that 
the courts would have ordered dives- 
titure, had the suit gone to trial, an 
assumption scoffed at by the Repub- 
lican minority. 

The decree, the majority contend- 
ed, “usurps the legislative function. 
For it excludes the telephone manu- 
facturing industry from the (Sher- 
man Antitrust Act’s) coverage upon 
the unproved and uninvestigated con- 
tention that divorcement would re- 
sult in higher telephone rates, and 
upon the theoretically dubious, fac- 
tually false, and legally irrelevant 
premise that Western’s prices to the 
Bell operating companies are effec- 
tively supervised under existing, in- 
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direct regulatory power. What is 
more, by its enlistment of judicial 
confirmation, the decree constitutes 
a formidable roadblock to future ef- 
forts to remedy monopoly in the af- 
fected industry.” 

In its statement, the Republican 
minority commented that “It is inter- 
esting that the majority criticized 
(former) Attorney General (Her- 
bert) Brownell for failure to obtain 
divestiture, and thus indirectly cri- 
ticized the court, since the court ap- 
proved and adopted the agreement of 
the parties in the consent decree; 
but no member of the majority has 
introduced a bill before the Congress 
or even suggested congressional ac- 
tion to divorce integrated suppliers 
from publicly regulated utilities. It 
is, therefore, unfair for the majority 
to assume as a foregone conclusion 
that the same court” — the United 
States District Court for New Jer- 
sey — “which approved the settle- 
ment would have granted divestiture 
and that the Attorney General acted 
in bad faith in agreeing to it. 


Regarding the FCC’s part in the 
pre-decree discussions, the majority 
report observed that “two principal 
considerations appear. First, the Com- 
mission’s failure, despite the repeated 
representations of its staff that tele- 
phone rates would bear investigation, 
ever to conduct a general telephone 
rate inquiry, left it in a peculiarly 
unfortunate position to advise the De- 
partment of Justice with respect to 
the antitrust settlement. The commit- 
tee believes that it is necessary in 
the public interest that there be in- 
stituted a comprehensive, formal rate 
investigation to determine on a pub- 
lic record a fair return for tele- 
phone service; the basis on which 
such return should be computed; and 
the various other questions involved 
in evaluating interstate revenue re- 
quirements for ratemaking purposes. 

“Second and more mportant in its 
impact on the AT&T settlement was 
the Commission’s action, when it re- 
plied to the Department of Justice 
concerning the adequacy of existing 


regulatory machinery to supervise 
Western’s prices to the operating 


companies, in deleting two vital mat- 
ters from the considered representa- 


tions ot 11s own technical staff. 
“Thus, in advising the department 
of its belief that existing regulatory 
powers could ‘provide substantial 
safeguards against possible abuses in 
fixing the prices of Western for 
equipment and services supplied to 
the telephone companies in the Bell 
System’, the Commission suppressed 
the caveat of its staff that effective 
regulation depended upon the ade- 
quacy of the resources at the com- 
mand of the agencies, although only 
a few regulatory agencies receive ap- 
propriations sufficient for the job.” 
AT&T President Frederick R. 
Kappel, in a statement, declared that 
the majority report ignored “the 
real public interest of over 36,000,000 
telephone customers, 725,000 em- 
ployes, and 1,600,000 shareowners of 
the Bell System, and wholly disre- 
gards vital defense considerations . . . 
“Divestiture (of Western Electric) 
would inevitably saddle the telephone- 
using public with higher rates and 
would cripple the Bell System’s abil- 
ity to continue to furnish high qual- 
ity telephone service at low cost... 


“Western Electric’s prices to the 
Bell System companies are under con- 
tiuous examination of the FCC and 
the National Association of Railroad 
& Utilities Commissioners. The prices 
to those companies for equipment 
which Western manufacturers have 
declined 6% on the average since 
1950, while during the same period 
the prices of electrical machinery 
and equipment generally have gone 
up 49%. If Western had been separ- 
ated from the Beil System, we esti- 
mate that the Bell System’s equip- 
ment costs could well have been a 
billion dollars higher than they ac- 
tually were during just the eight 
years from 1950 to 1957. This, of 
course, would have required a very 
telephone 


substantial increase in 


rates. 

“The attack on the level of our in- 
terstate rates is wholly unjustified 
and completely the fact. 
These rates are under the continuous 
scrutiny of the FCC and are today 
on the average 20% lower than in 
1940, while prices of other commo- 
dities generally have increased more 
than 100% in that period.” 


ignores 
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now MSA Shockgard™ Hats and Caps are safer than ever 


EO ROLES DLE 





Safest on the inside, safest on the outside, M-S-A Shockgard surpasses all E.E.!. Specifications 


New M-S-A Fixed-Crown* Suspension 


shields workers’ heads 


with tamper-proof margin of extra safety 


A slip-in double cradle with the new M-S-A “Fixed- 
Crown” Suspension for the Shockgard provides a perma- 
nent 114 inch clearance between the wearer’s head and 
the inside top of the Shockgard. 


This clearance is a life-saver in case a heavy object 
should fall on the hat. A fixed upper cradle (1) makes it 
tamper-proof. The easily adjustable /ower cradle (2) may 
be fitted to the individual’s head size for snug head comfort. 


The new suspension is easy to insert, easy to re- 
move. Pressure points have been eliminated. Size adjust- 
ments can be made with a simple collar button device. 
One-eighth head size units are stamped on the sweat- 
band backing. 


*Trademark 








Tough, one-piece molded shell of both hat and cap 
models offers high resistance to impact and penetration. 
No metal parts. All fittings are plastic. 


Electrical resistance tests—at the factory—at 15,000 
volts for a full minute, prove the effectiveness of every 
Shockgard Hat and Cap. A breakdown test is run up to 
20,000 volts. Voltage protection is unimpaired through 
temperature ranges of under —25° to over 200°F. 


Available in yellow, orange, white or gray. Write for new 
bulletin. Mine Safety Appliances Company, Pittsburgh 
8, Pennsylvania. In Canada: Mine Safety Appliances 
Company of Canada, Ltd., Toronto 4, Ontario. 


® 
Every day—in many ways— MSA products safeguard millions of lives eis 
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A Brief Sketch of Our 50th Anniversary Features 


The July 15th issue of “TELEPHONE 
ENGINEER & MANAGEMENT,” our 50th 
Anniversary number, will feature prognostica- 
tions and forecasts of the “how, what, and 
why” of the continued dynamic growth of the 
telephone industry. 


The Shape of Communications To Come 
Wondering about the telephone industry’s 
future?? This timely article forecasts that in 
the years ahead telephone men and women 
will mix advancing technology and intensive 
marketing to bring more service, better serv- 
ice, and new services to millions more people 
at home and in industry. 
c& && = 
Some Challenges of The Future 
What’s ahead for an industry that has been 
largely concerned with voice transmission? 
How must it meet the challenge of becoming 
a universal communications system providing 
facilities for the transmission of intelligence in 
various forms by electrical impulses? 
* 
Company Financing — Tomorrow 
Money yesterday, today, and tomorrow. 
Here’s a guide to corporate financing that 
carefully considers: Changes in capital re- 
quirements for individual firms; government 
fiscal and monetary policies; tax regulations; 
the psychology of investors; and the financial 
behaviour of firms in the telephone industry. 
x ® 
A Telephone Man Takes a 
Look At The Future 
Here’s the story of a technological evolution 
— the story of an industry that has managed 
to outpace the growth of America without 









going broke in the process. It is the inspiring 


story of how the author and his associates see 
far beyond the horizon of today to the day 
when the industry will go to outer space for 
certain types of communications. 
x 2% 

Tomorrow’s Business Office 

When TE&M’s editor asked the author of 
this article “What will tomorrow’s telephone 
business office be like?” the author replied 
with an article describing picture circuits, 
memory machines and other ideas you'll find 
in the business office of tomorrow. 


a 


ips 
Poa 


Cartoonists idea of electronic 
central office of the future. 
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*(Editor’s Note) — “I am glad to report 100% acceptance of 
our invitations to leaders of the telephone industry to prepare 
articles to appear in the 50th Anniversary Issue of “Telephone 
Engineer & Management.’ All articles have been received and 
are now being set in type. Mission accomplished.” — J. G. R. 


hr nab» , 


A -* — 


Trouble On The Moon-Base 

It starts with actuation of the subliminal 
signal of a communicator that tells tomorrow’s 
telephone man the World Communication 
Overseer is upset because of a communication 
failure between Satellite No. 3 and the Moon- 
base. From there the author takes the reader 
into a communication world made up of space 
scooters and retro-rockets that just may be the 
tools of tomorrow’s communication man. 

= 2° ¥ 
Guideposts For Planners 

In this special section, 14 top telephone 
men — each qualified by years of experience 
— discuss each phase of the telephone opera- 
tion of today and tomorrow: accounting, plant, 
traffic, commercial, marketing, engineering, 
small company problems, personnel, toll com- 
pensation and settlements, interstate highway 
construction, taxes, employment relations, ad- 
vertising, and financing. 

This one big, important section will provide 
each reader with information that will help 
him as he plans to meet the communication 
responsibilities of the future. 


x 2 


The REA Pattern For Rural 
Telephone Service 

What will be REA’s pattern for rural tele- 
phone service? This article forecasts a con- 
tinuation of REA programs aimed at helping 
rural people get improved and expanded tele- 
phone service through: (1) merger and con- 
solidation of very small, uneconomic systems 
and switcher lines; (2) adoption of modern 
methods of construction; (3) more widespread 
use of proper accounting methods; and (4) 
increased personnel training methods. 

“  F 

Our Conventions In The Space Age 

Will the name of the national telephone 
association be changed to Independent Inter- 
planetary Telephone Association? Our author 
has some thoughts on the subject as he looks 
ahead to a convention of the future attended 
by delegates from the Lunar Communications 
Corporation’s control stations and many 
I.1.T.A. satellites, with the complete conven- 


tion proceedings televised to all Independent 
communication offices. 


x *k * 


This is just part of what’s ahead for readers 
of the 50th Anniversary Issue of “TELE- 
PHONE ENGINEER & MANAGEMENT.” 
It will be coming your way July 15, wrapped 
in a Gold and Blue cover, and filled with 
reading we know will be of value and interest 
to all telephone people. 

Closing date for advertising space reserva- 
tions is June 25. Plates should reach us by 
July 3. If you need more information, call us 
collect at ROgers Park 4-3040, Chicago. 
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Order from your nearest AE warehouse 


Northlake, 
Illinois 
Fillmore 5-7111 


2915 Moore St. 


2360 N. W. Quimby St. 158 Corliss Avenue 2021 Main St. 


Richmond 21, Va. Portland 10, Ore. Johnson City, N. Y. Kansas City 8, Mo. 


Elgin 8-9280 


CApital 3-7244 SWarthmore 7-8507 HArrison 1-7575 

















Extruded aluminum sheath telephone cable is available from AE 
in a wide range of constructions. For installations in 

seacoast locations or in industrial atmospheres, a special polyethylene 
jacket can be supplied for protection against 

corrosion. Order from your AE sales representative. And 
remember—At AE, you get all 3! 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 





Where it began... 


THE SERVICE YOU GET 
FROM GRAYBAR 


The complete and dependable service you get ~ 


from Graybar today had its origin in the intense 
interest Elisha Gray showed in telephony from 
the very first. ; 

Elisha Gray was not destined to patent and 
manufacture his telephone commercially. But 
from the year the first lines went up, the organi- 
zation that now is Graybar has been on hand 
30 


with a comprehensive service planned for you. 

As the telephone industry has grown, so has 
Graybar service to the industry. The current 
Graybar Telephone Catalog offers you every- 
thing from A-C Relays to Zig-Zag Rules — more 
than 14,000 items made by more than 300 lead- 
ing manufacturers for the Independent Tele- 
phone Companies. 
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Drawings from the historic notification of 
Elisha Gray, who with Enos Barton was 
cofounder of the Graybar organization 
back in 1869. 

This was inventive, Elisha Gray’s formal 
notice of intent to apply for a patent covering 
an electric telephone. Date of filing: 
February 14, 1876. 

Fluctuating electrical resistance was the 
principle of operation utilized in his idea, and 
is indicated in the enlarged view of the 
transmitter at lower right. Attached to a 
diaphragm is a rod, its lower end immersed in 
water. Changes in air pressure caused by the 
speaker’s voice actuate the diaphragm, 
changing the depth of the rod’s immersion, and 
thus the electrical resistance of the transmitter. 


This is the Graybar service you can rely on today — always — 


* The most complete selection of high quality equipment, apparatus and supplies. 
Objective recommendations. 
On-the-job technical help from Graybar Telephone Specialists. 
Planned stocks — to meet your needs — to trim your inventory overhead. 
Over 130 strategically-located warehouses. 
On-schedule deliveries. 


All-out assistance in emergencies. 


Call employee owned Graybar — for “Everything Electrical” — serving the Independent Telephone Industry. 





raybaR 
ELECTRIC COMPANY, INC. 


420 Lexington Avenue, New York 17, N. Y. 
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© 1958 Gould-National Batteries, Inc. 


SMASHING all records 
for long battery life... gould 


You want the most 
for every dollar invested in batteries. Gould can help you. 


Batteries get harder use some days, lighter use other days. Operating 
conditions are seldom constant. Frequent over-discharging and over-charg- 
, ing, which is not recognized and corrected, can seriously harm a battery. 
America’s Finest! anil You can avoid this possibility. Assure maximum operating efficiency, 
GOULD PLANTE it lower maintenance costs, and longer battery life, by letting Gould help 
The Aristocrat of ‘ . . R i A 
. : you establish a simple effective preventive maintenance program for 
Stationary Batteries ; 
your batteries. 
Can’t you see how you will benefit from such a program? Call your 
lochl Gould representative for details. No obligation. He’s listed under 
“Batteries, Industrial” in the yellow pages. Gould-National Batteries, 
Inc., Trenton 7, N. J. 


Always Use Gould-National Automobile and Truck Batteries More Fewer te you (one Coulee 
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“Dear, Im afraid 
I'll be a little late.” 


Follow the trend to Reynolds outdoor booths for extra revenue 


A lonely atoll is one of the few places where you won’t find profit- 
able paystation revenue in an outdoor telephone booth. Just about 
every other spot you look— gas stations, airports, shopping centers, 
stadiums, theaters, housing projects and other busy traffic centers— 
you'll find a fast-growing need for Reynolds Aluminum Outdoor 
Telephone Booths. 


It will surely pay you to investigate this new source of extra 
revenue. Here’s additional business over and above regular indoor 
paystation installations. And when indoor locations are inacces- 
sible at night or week ends and holidays, these bright, handy booths 
attract users 24 hours a day! Simple to install, easy to relocate 
any time . . . Reynolds all-aluminum booths are making money 
for others. So why not you? 


Now, completely assembled booths at reduced prices. 
Write for prices and specifications. Address: Reynolds Metals 
Company, Richmond 18, Virginia. 


COMPLETELY ASSEMBLED 


OFFER MANY ADVANTAGES 

e Portable—Easy to Set Up 

e Rustfree, Weatherproof 
Perfectly Ventilated 
Bright Beacons to Draw Business 
Roomy, Clean, Convenient 
Easy to Maintain 


The Finest Products 
Made with Aluminum 


are made with 


REYNOLDS G22 ALUMINUM 


Watch Reynolds TV show “WALT DISNEY PRESENTS” 
every week on ABC-TV 


REYNOLDS ALUMINUM OUTDOOR TELEPHONE BOOTHS 


YOUR JUNE 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 33 












On top of 


It takes equipment and man-hours to stay on top 
of telephone maintenance. The more you have 
in good equipment, the fewer man-hours it re- 
quires. Example: this Holan CS-102L Cable 
Splicer and Maintenance Body—with Ladder. 


Here, two men and a truck can handle just about 
any patrolling, inspection and emergency jobs. 
The body has lots of compartmentation, special 
Holan features like the indented door handfes and 
light-but-strong high-tensile steel construction. 


The Series 2500 Ladder pumps up quickly to an 
infinite number of positions, can be elevated and 
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Maintenance 





is aon 
1-4 594 
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spotted with a man on fully-extended fly ladder. 
It comes with a duo-level platform. 


Write for our cable splicer bulletin—or ask spe- 
cifically about the CS-102L ... available with all- 
hydraulic, manual and pushbutton ladders, too. 


Holan Corporation, 4100 West 150th Street, Cleveland 35, Ohio 
Plants in Cleveland, Ohio; Griffin, Georgia; Phoenix, Arizona 


Hoe 


Subsidiary of THE OHIO BRASS COMPANY 


HOLAN 
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Now from Reliable... 


splice cases 


For use with lead, 
Alpeth and Stalpeth 
sheathed cables up 
to 1.6” diameter. 


Single terminal — 6, 11 
and 16 pair. 

Two terminals, back to 
back — 12, 17, 22, 27 
and 32 pair. 
Unprotected or 
protected. 


CTRIC COMPANY 
71333 Addison St. © Franklin Park, Illinois 


Send us your Installation Specification No. 104 and 
additional information on these splice cases 
and splice case terminals. 


Name 


Company. 





Street. 


City 
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Rex 


DIRECT BURIAL CABLE 


TO R.E.A. PE-23 SPECIFICATIONS 


For information on 
our complete line of 
plastic insulated 
telephone wire and 
cable — write for 
new catalog 


THE REX CORPORATION |k 


West Acton, Massachusetts fi— Wy | 
) ee ary | 
j A eZ omy | 

—\o ay 
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“Time To Extend The Coverage” 


| Fascs OTHER publications we believe in edi- 

torial conferences. In fact, out of such con- 
ferences come most of the ideas you find on the 
pages of TE&M. At such a conference, a few 
months ago, one of our contributing editors, 
C. D. Ehinger, told us “Very few telephone com- 
panies have insurance covering losses caused by 
storms, especially sleetstorm damage to outside 
plant.” 

Out of that remark grew an article authored 
by Mr. Ehinger and published in the May | issue 
of TE&M titled “Sleet Storm Insurance.” 

And publication of the article has produced 
many letters from personnel of large and small 
telephone companies indicating a definite need 
for activity on the part of the national and state 
telephone associations aimed at developing a 
plan that will enable the telephone companies 
io extend their present insurance coverages to 
include storm damage to the outside plant. 

We well know the telephone industry’s average 
annual storm and sleet damage cannot be con- 
sidered as staggering when compared with the 
industry’s gross revenues. And we know the total 
of such damage is not large when compared with 
the telephone industry’s annual construction 
budget. 

But the national average does not begin to 
tell the story. Our reference files tell us sleet and 
storm damage to telephone plant comes in heavy, 
bitter doses. It occurs suddenly and quickly in 
many sections of the country each year and the 
full load of the damage caused by storms is 
borne by many telephone companies. 

In fact, it takes nothing more or less than a 
review of annual reports issued by companies 
operating in the nation’s so-called “sleet belt” 
to discover that many companies have substan- 
tial losses from damage caused to the outside 
plant by sleet — damages that include not only 
property but revenue losses (both rental and 
toll) during the periods of outages resulting 
from the storms. 

When taken individually, or collectively, any 
review of the sleet and storm damages sustained 
by telephone companies in any one year is 


enough to indicate many companies need insur- 
ance coverage that includes the outside plant and 
insures it against the sleet and storm damage. 

So far as we can determine from the mail 
reaching our desk, Mr. Ehinger hit the prover- 
bial nail on its head when he told us, “I have 
yet to talk to the manager of any other telephone 
company who has any kind of storm damage 
insurance and I am beginning to wonder if it is, 
in fact, unusual to have such insurance . . .”’ 

Unfortunately our letters prove Mr. Ehinger’s 
company may well be the only telephone com- 
pany in the United States with its outside plant 
insured against storm damage. 


Our research into the “why’s” and “where- 


fore’s” of this condition indicates: (1) many 
telephone companies had thought such insurance 
was not available; (2) some companies have not 
been able to purchase storm insurance at rates 
they would not consider prohibitive; and (3) 
some companies have been unable to find a mar- 
ket for the storm coverage they wanted. 

However, the single case of Mr. Ehinger’s com- 
pany does prove such coverage is available and 
that it is possible to obtain storm insurance on 
a telephone company’s outside plant on a basis 
which is acceptable to the company and in ac- 
cordance with sound insurance principles. 

In the case of Mr. Ehinger’s company it was 
necessary to present the insurance advisors with 
a past history of the losses sustained plus an es- 
timate of the insurable value of the outside plant 
and a study which indicated the maximum loss 
the company had sustained in any one sleetstorm 
had been substantial. Yet, despite the study, the 
company received the storm insurance it re- 
quested. 


We believe the day will come when other com- 
panies will receive similar insurance. We also 
believe the arrival of that day is dependant on 
how soon the industry starts a program aimed at 
proving: (1) the risk of telephone plant loss by 
storm is a proper subject for insurance; and 
(2) specific storm insurance can be written on a 
sound basis to provide adequate coverage at rate 
levels the telephone companies can afford to pay. 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge provided credit is given this publication, four copies of such reproduction 
are filed with this publication, and publisher ts advised of number of reprints made. This 


legend need not appear on the publication.) 
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How To Profit 
from 

Studying Your 
Industry's 


Publications 


By T. DEWITT TALMAGE* 


IF YOU and your company are going 
somewhere, you have to find out how 
to get there. Your industry’s publica- 
tions are good guidebooks — provided 
you know how to use them effectively. 
In this article, Mr. Talmage describes a 
trade publication as an “important tool 
to each career employe whose mature 
judgement and self-interest will not al- 
low him to overlook a single rung on 
the ladder of progress .. .” 


KS 
ox 


*Educational Manager, Kellogg Switch- 
board & Supply Co., Chicago 38, Ill. 
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T A RECENT telephone convention, the writer heard 
~* a provocative, and perhaps prophetic, twin-pronged 
remark concerning the outcome of a unique, little-known 
survey disclosing that among occupation groups, farm- 
ers had the fewest headaches. 

A veteran telephone man commented on this discov- 
ery as follows: (1) perhaps the conclusion of the sur- 
vey was not realistic because farmers had so many other 
problems they didn’t notice their headaches; and (2) 
in any event, if a contest was held to determine which 
kind of worker has the most problems and headaches, 
telephone people wouldn’t be too far behind first place. 

If out of curiosity or otherwise, you attempt to locate 
the source of clues to check this latter observation, a 
logical place to start looking is into the pages of the 
telephone industry’s magazines and literature. This is 
because these publications, made up as they are of 
answers to our industry’s questions, are one reflection 
of the nature and extent of current telephone problems. 

In fact, this is the chief justification for the continued 
existence of trade magazines: they must, to survive, 
provide acceptable answers to the problems of the in- 
dustry that they serve. (Editor’s note: Telephone En- 
gineer & Management is 50 years old this year.) 

Why is this of any interest to the fraternity of tele- 
phone workers? This situation is of more than passing 
interest at this time because, referring back to the 
double-barreled remark made at the telephone conven- 
tion, a further debating of the apparent association of 
problems with headaches developed the thought that 
“problems,” as such, didn’t cause headaches. Instead, it 
was the process of hammering out the solutions and 
working out the answers that caused most of the wear 
and tear and stress and strain which, in turn, might 
lead to headaches. 

Thus, it is not too farfetched to conclude that by 
dovetailing associated things together, ideas and infor- 
mation gained by studying one’s trade magazines should 
assist in reducing the number of unsolved problems and, 
of course, a correspondingly lower incident of head- 
aches — literally or figuratively — should accordingly 


result. 


“IT IS NOT too far-fetched to conclude 
that by dovetailing associated things togeth- 
er, ideas gained by studying one’s trade 
magazines should assist in reducing the 
number of unsolved problems . . .” 
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To serious-minded individuals, the foregoing explan- 
ation-in-a-nutshell of such a vital subject (1) might ap- 
pear to be flippant; to other readers it (2) may appear 
oversimplified; and to still others its (3) direct con- 
nection with their own immediate welfare may appear 
to be remote or obscure. The necessity of at least clarify- 
ing, if not dispelling, these potential uncertainties, espe- 
cially (3), justifies further explanation. Otherwise, some 
may continue to penalize themselves by delaying putting 
established, problem-solving principles to work in their 


own behalf. 


Good Results Require Good Tools 

EGARDLESS of one’s specific immediate or ulti- 

mate objectives in the world of business, it seems 
that there are some universal truths — or at least tradi- 
tional rules! — that must be acknowledged and accepted 
sooner or later. Naturally, the sooner that these business 
practices are discovered and fully understood, the sooner 
that their complete value and usefulness are determined 
and thoroughly appreciated, the sooner that their prac- 
tical application is figured out in each instance, and 
put to profitable use, then it is just that much sooner 
one benefits from them. (Ignoring these established 
practices may not spell disaster, but it can constitute 
a definite handicap in one’s working career.) To illus- 
trate this general statement, let’s examine an example 
that can strike close to home in many telephone situa- 
tions: 

The better that a person realizes the key importance 
of the strategic place that “tools” occupy in our coun- 
try’s industrial complex, the more he will appreciate 
the close relationship of this elemental fact to the status 
of his own pocketbook. A brief discussion of this practi- 
cal example of fundamentals will clarify some issues that 

Please turn to page 79 


1See chapter 4 of “The World of Work — Industrial 
Society and Human Relations,” by Robert Dubin, pub- 
lished in 1958 by Prentice-Hall, Inc., Englewood Cliffs, 
N. J. Price $8.00. 
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by F. E. NORRIS” 


Part II of Mr. Norris’s article discusses: (1) How to start a plan; (2) master plans, sub- 


sidiary plans, and independent plans; and (3) principles of planning — the program, 


plan structure, objectives, progress measurements. Part I appeared in the June 1 issue. 


How To Start A Plan 
FORMULA cannot be given. Factors that appro- 
priately fit in under this heading, however, are 
discussed. 

In the interest of progress, consider a Master Plan, 
that is, a plan on which other plans depend — such, 
for example, a plan which answers the question: “How 
big shall we be “x” years from now? 

In developing a Master Plan perhaps the first ques- 
tion is: To what extent have we developed the market 
available to us up to now? ~ 

We then might ask: What economic and, possibly, 
what political environment do we anticipate over the 
long pull in the area in which our plan is to unfold? 

It might be borne in mind that whereas the economic 
climate is likely to follow a trend, the political climate 
may seem less definite, but is likely to support the 
economic trend over the long pull. 

The next question is: What is the potential market 
for our service after applying new modern marketing 
concepts ? 

After the potential market is determined, the ques- 





*Mr. Norris is Vice President-Planning & Develop- 
ment of the General Telephone System. 


tion is what part of this potential do we wish to de- 
velop — or select — as our objective? This brings 
into consideration our capabilities in relation to the 
potential. 

Then the question arises of how long it will take, by 
following economic and orderly processes, to attain the 
selected objective. This question brings into focus the 
practical consideration of capital problems, facility 
provision, personnel staffing, ete. 

After this, a program for attaining the objective is 
set. Among other things, the program will fix responsi- 
bilities and establish time factors. Both of these are 
essential to measuring progress actually made against 
expectations. 

How to start a plan is difficult to explain without 
a concrete situation. The points above, however, should 
prove helpful in organizing one’s thought processes — 
and some of these points are discussed in more detail 
elsewhere in this memorandum. 


Master Plans — Subsidiary Plans — 
Independent Plans 
MASTER PLAN — or Basic Plan — is one which 
controls other definite, important plans. This is best 
explained by an illustration. Long-range plans for per- 
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sonnel, capital or units of plant all require an answer to 
a single question: How big is the company (or System) 
going to be at specific future periods? The “how big” 
question, therefore, defines a Master Plan. Thus we 
have Master Plans and Subsidiary Plans. This is a 
statement of an obvious fact and nothing is gained by 
dwelling upon it. 

There can, of course, be long-range plans which do 
not relate directly to a Master Plan or one of its Sub- 
sidiary Plans. The design of a subscriber set to meet 
customer desires and the procedures for replacing one 
kind of subscriber set with another, in an orderly 
fashion, may describe an independent long-range plan. 


Plan Structure 

bes STRUCTURE of a long-range plan is built upon 
these three principles: (1) an objective, (2) a pro- 

gram and (3) progress reports. Each of these will be 

briefly discussed as applied to our industry. 


Objective 

The forecast is usually the first step in planning. In 
principle, a forecast is developed first by estimating 
the total market under given assumptions and then de- 
ciding upon the portion of the total which can be 
practically and profitably realized over a definite period 
of time. 

The assumptions under which the total market is 
estimated, would be made with a knowledge or belief of 
such things as these: 

(a) Market saturation tests, i.e., sampling of maxi- 
mum market saturation under specific conditions. 

(b) A modern, well-conceived marketing program 
which will be continuously employed and which is 
oriented to customers’ desires will be carefully de- 
veloped. 

(c) An advertising program that not only develops 
the mass market but which also is designed to change 
the public’s habits, desires, motives and ideas of what 
is wanted as an aid to mass market, would be adopted. 

(d) That customer-premises apparatus of the kind 
the public wants will be, within reason, available when 
wanted. 

(e) That when the Regulatory Authorities understand 
the “plan,” they will believe its execution is in the 
public’s interest. 

(f) That all other considerations will be weighed 
with our interpretation of the long-range trends in the 
general economy, as our System (or company) fits 
into that economy. 

(g) That while the indications are that inflationary 
tendencies will continue, current dollars will be used 
in the plan. As needed, inflation factors can be applied 
to these if necessary. 


(h) That earnings will continuously be sufficient to 
raise, on a sound and reasonable basis, all needed 
capital. 

The judgments applied to these assumptions, plus 
cthers as appropriate, determine the portion of the po- 


The Author, F. E. NORRIS, is vice president-planning & 
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tential which should be adopted as a forecast. 

In General Telephone, we believe that public respon- 
sibility and good management dictates that the forecast 
we adopt should be 100% of the business potential. 

It is apparent that the forecast is the heart of the 
long-range plan. This points up what is suggested else- 
where in this memorandum — that the long-range fore- 
cast should reflect the judgment of all qualified and 
responsible company officials. 

The suggested method of developing residential tele- 
phone forecasts is this: 

(1) Determine present households in served areas. 

(2) Relate present residence primary telephones to 
present households. This gives present density, i.e., the 
percentage of households with one or more telephones. 

(3) Estimate future population and households. 

(4) Apply to future households the expected density 
factor. 

(5) Determine present estimated future residence ex- 
tension telephones as a percentage of residence pri- 
maries. 

(6) Determine present and estimated future non- 
residence telephones on a per-100 of population basis. 

The forecast so determined becomes the objective of 
the plan. 

It generally is accepted that the accuracy of a long- 
range forecast is greater when a company is studied as 
a whole as contrasted to studying the exchanges in- 


Next page, please 
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dividually and then adding up the parts to get the whole. 
Without belaboring this proposition here, its acceptance 
is recommended. 

It is, of course, recognized that the use of a company- 
as-a-unit forecast presents some intracompany problems, 
primarily that of dividing the total between divisions, 
districts and exchanges where the productive effort 
must be made. The difficulties that this approach may 
create are more than offset by simplicity of preparation 
and the greater accuracy of the company-unit approach. 


Program 
HIS IS THE second principle in planning. The pur- 
pose of a program is to spell out for all to see such 
things as what is to be done, why it is to be done, who 
is to do it, when it is to be done and such other things 
as may be necessary to permit a responsible person in 
the company to see and understand what is planned. 

This “spelling out” idea represents the difference be-, 
tween talking about an idea and doing something about 
it. It formalizes the planning process. 

A good program is not a cluttered document made, 
impressive by size. It is nqt repetitive of known pro- 
cesses or of accepted practices nor is it a restatement, 
of old policies. On the contrary, it identifies possible 
blocks to achieving the objective and establishes coun- 
teracting action. It states new policies, it outlines new 
processes or practices or techniques, etc., which are 
considered necessary to reach the objective considered 
necessary. In other words, the program sets out what 
new and different things must be done to reach the 
goal. 

Two steps appear desirable in developing a program. 
The first is an organized inquiry as to what must be 
done to reach the objective — and by whom, and the 
second is the considered action to be taken with respect 
to the “inquiry.” 

In other words, the question is asked: What must be 
done to reach the objective? This would result in the 
identification of the problem areas. This “identifica- 
tion” (step 1) would be broadly stated preliminarily to 
the development of a definite plan of action (step 2). 
The items resulting from this action would, of course, 
be a most vital part of the program. 

The two steps discussed above might best be under- 
taken by an ad hoc committee appointed by — if not 
chaired by — the President. This committee, to be ef- 
fective, must be top level and encouraged or appointed 
by the Chief Executive Officer, who must, in the last 
analysis, approve the plan — at least approve it if it is 
a really important one. One person should be appointed 
and made responsible for seeing that the objective is 
reached — and for interim progress reports. 

The functions of the committee may vary widely de- 
pending upon the character of the plan and many other 
factors — but basically it should decide in broad terms 
what is to be done and specifically who is to do it and 
when it is to be done — all aimed at the specific long- 
range objective. 


Progress Measurements 


HIS IS THE third and last principle in the planning 

structure. In brief, it contemplates that between the 
time it is decided to take action and its completion — 
checks will be made to see that progress is being made 
to assure meeting the completion date. 

The importance of being assured at all times that 
planned progress is being made toward an objective 
is too apparent to justify much comment. Experience 
hastens to warn that if such progress reports are not 
made, even the most worthwhile projects may soon 
become sidetracked. 

But even if such an extreme consequence is avoided, 
confusion and waste will result if one part of the plan 
is completed on schedule while another part is allowed 
to drag along. Thus, desired coordination can be 
achieved only by setting completion dates and _pro- 
gress reports. 

How to measure progress is not always easy. Possibly 
a couple of illustrations will serve a purpose. Consider 
then our System long-range Basic Plan of station de- 
velopment. This has been presented as a graph. It is 
easy, therefore, to plot experience against this graph. 
Such experience at a given time may be above or below 
the graph. This, in turn, may be accounted for by the 
timing with a business cycle or by our failure to per- 
form as required — or the graph may have been wrong 
in the first place. Deviations should be explained and 
corrective action taken or recommended as appropriate. 
If the graph itself is believed in error, for example — a 
new ad hoc committee should be formed to reconsider 
whether the graph or objective should be revised. 

Another type of progress report might concern an 
item which does not lend itself to plotting as a graph. 
In an instance of this kind, a percent completion esti- 
mate is made against the established starting and com- 
pletion dates. 

Still another situation may have a distant objective 
which is not absolute such, for example, as upgrading 
residence four party to one party service “over a period 
of time” without a complete or a stated percentage of 
upgrading by a certain date (though a date might be 
practical). The measurement of progress against this 
objective would be a periodic comparison disclosing 
whether an upward trend in percentage of one party 
actually is occurring. Whether the rate of change is too 
fast or too slow may, of course, be judged from these 
reports. 

Progress reports normally are sent to the person made 
responsible for seeing that the plan is carried out and 
he, in turn, would make factual reports to the President. 
Thus, efforts would be coordinated. — To Be Continued. 





Mr. Norris will conclude his article in the July | issue 
of TELEPHONE ENGINEER & MANAGEMENT. The 
final section of this 3-part article will discuss: (1) 
Planning in the operating companies; (2) Rate re- 
visions; (3) Main-line service policy; (4) Interdepart- 
mental problems; and (5) Regulation and risks. 
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HE MORE that one examines the 
needs for data transmission, the 


more he is impressed with the seem- 
ingly endless variety of needs. This 
variety gives an undue impression of 
immense complexity — a complexity 
which I am sure will yield to simpli- 
city, once we understand all the prob- 
lems and have gained some experi- 
ence. It’s your traditional job, as tele- 
phone engineers, to simplify the com- 
plex. One of the best ways to achieve 
this goal is by means of a “trial” pro- 
gram involving actual customer usage 
of data transmission arrangements. A 
fundamental factor which practically 
forces this conclusion is that in pro- 
viding data transmission service, the 
Telephone Companies will be con- 
necting to customer-provided data 
terminal equipment. Trials afford an 
opportunity for the business machine 
designers and the Telephone Com- 
pany engineers to work together and 
to influence each other. 

Just as we must adapt our tele- 
phone subsets to the personal likes 
and usage characteristics of the peo- 
ple that talk over our circuits, so 
must we, in designing Dataphone sub- 
sets, be sensitive to the business ma- 
chine needs and requirements, and 
the effects of these upon the design 
of our subsets. 


In order to “get started” and to 
test the reaction of both the business 


Data “/rausmtss(ou 


machine companies and the using 
customers, the Telephone Companies 
launched their Dataphone trials with 
two types of subsets — the digital 
subset and the recorded carrier sub- 
set. 

The Bell Laboratories designed, on 
a “back of the envelope” basis, both 
the digital and recorded carrier sub- 
sets. Following is a brief summary of 
the features and capability provided 
with these initial model shop units. 


The digital subset is capable of ac- 
cepting electrical bits (“d-c pulses”) 
over a single input circuit at any rate 
up to a ceiling value. This ceiling 
value is dependent upon the transmis- 
sion characteristics of the circuit 
with which it is used. In the case of 
the regular switched telephone net- 
work, 600 bits per second is the cur- 
rent figure; for private lines, 1,000 
bits per second. The digital subset is 
essentially an f-m modulator-demodu- 
lator. It converts bits into tones at 
the transmitting end and vice versa 
at the receiving end. Each subset is 
capable of transmitting and _ receiv- 
ing, but is not arranged to do both 
simultaneously. 

The recorded carrier subset \ike- 
wise accepts data in the form of bits. 
However, instead of transmitting di- 
rectly to the line, it stores these bits 
(as tones) on magnetic tape. After a 
suitable quantity has been accumu- 
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lated, the attendant then places a tele- 
phone call and transmits the informa- 
tion at a speed equal to the capability 
of the telephone line. In practice, re- 
cording takes place at (any speed up 
to) 75 bits per second and trans- 
mission is 8 times faster — nomin- 
ally 600 bits per second. The reverse 
process takes place at the receiving 
end. 

At the outset, it was recognized 
that the subset, 
with its magnetic-tape “speed chang- 


recorded carrier 
er” capability, includes some features 
which ultimately might better be pro- 
vided by the business machine com- 
panies. However, it was felt that, 
for exploratory purposes, it would 
be desirable to include this capabil- 
ity in order to help both us and our 
business machine friends to achieve 
a better understanding of the feasibil- 
ity of matching the speed capability 
of low-speed equipment to the bit- 
rate capability of telephone lines. 
The Western Electric Co. built 100 
of each of these subsets in its model 
shop. About two-thirds have been 
roughly half on 
customers’ and half on 
Telephone Company premises for of- 
ficial trials. Most of the remaining 
subsets have been committed and 
will soon be in service. Tariffs have 
been filed in about half a dozen states 
(New York, Michigan, Illinois, Cali- 


placed in service — 
premises 
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fornia, Pennsylvania and Delaware) 
and with the F.C.C. 

Independent Telephone Companies 
have already been included in these 
trials. As time goes on, they will play 
an increasingly active role. Many 
customers, having community-of-in- 
terest data transmission needs, will 
have some locations in Independent 
territory and some in Bell territory. 
There is certainly nothing monopolis- 
tic in this data transmission business. 
It’s an industry problem. 

For the initial trials it has seemed 
most appropriate, in the interest of 
simplicity, to make arrangements for 
Western Electric Co. model shop sub- 
sets to be available for use by the 
Independent Companies. However, as 
Dataphone service grows, it will cer- 
tainly be desirable for the Independ- 
ent manufacturers to provide subsets 
which will be compatible with similar 
subsets throughout the entire tele- 
phone industry. Several of these 
manufacturers are actively working 
on subset designs, not only with the 
view of being able to provide units 
which will be compatible with West- 
ern Electric Co. units, but also doing 
exploratory development on_ other 
features and arrangements which will 
be attractive in the long run. 


Results of Trial 
OME THINGS are already becom- 
ing quite clear as a result of the 
limited trials which have been under 
way for only a very brief period of 
time. Customers ‘:ave enthusiastical- 
ly greeted the idea of high-speed data 
transmission over regular telephone 
facilities. However, their immediate 
applications have been restricted by 
the limited availability of business 
machine equipment which can be con- 
nected (without major modification) 
to the model-shop subsets now avail- 
able. 

One of the most important results 
has been the reaction of the business 
machine companies. To them, the 
Dataphone capability has appeared 
as a newly available and highly at- 
tractive possibility. 

As a result of the Telephone Com- 
pany’s adoption of the “Dataphone 
concept,” the business machine com- 
panies are left with a large area of 
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freedom and flexibility to design their 
equipment to meet the market which 
each visualizes as most attractive. 
This is an example of our American 
“free enterprise” system at work. 
From it, customers will, undoubtedly, 
accrue many benefits which would 
not result if the telephone industry 
were trying to force data transmission 
into a rigid set of standards — codes, 
speeds, word lengths, pattern of re- 
dundancy, etc. 

Maybe some standards will develop, 
maybe there will eventually be 
several families of standards. If 
they develop naturally, that is fine. 
But, it is a severe burden on pro- 
gress when rigid standards are im- 
posed on a new art before the de- 
sirability of standards has crystalized. 

A number of the business machine 
companies are now designing new 
equipment or modifying their existing 
equipment so that it may be con- 
nected to Dataphone subsets. 

The program planning people in 
the busines machine field tell us that 
they are certain of a big upsurge, 
both in their sales of processing 
equipment and in the related needs 
for data communications. Several 
have expressed the view that, while 
they have been able to get along with 
very meager data transmission ar- 
rangements, by 1960 it will be neces- 
sary for them to have data transmis- 
sion arrangements available, from 
“off the shelf.” 


Another important result of our 


trials has been to clarify, in the 
minds of many people, the inevitable 
division of responsibilities between 
the communication companies and 
the business machine companies. 
Many of you will recall that over 
the past few years there has been 
much loose talk about how the com- 
munication companies had not lived 
up to their responsibilities in pro- 
viding for data transmission. Much of 
this talk implied that the communica- 
tion companies should be in a posi- 
tion to read computer magnetic tapes 
and transmit the data over their lines 
and produce punched cards or tape at 
the other end of the circuit. I am sure 
that when you recall the great variety 
of punched paper tape, magnetic 
tapes, and punched cards which are 
used as record media, you will im- 
mediately appreciate the impossibil- 
ity of common carrier communica- 
tions companies being responsible for 
the reading and reproducing of this 
expanding variety of record media. 


Another of the very tangible re- 
sults of our present trial is that we 
are finding our existing telephone 
plant is eminently capable of handling 
data transmission. 


Of course, there are some connec- 
tions over which data transmission is 
not satisfactory. This is in about the 
same percentage of calls and over the 
same connections as those in which 
ordinary voice communications is 
not satisfactory. My friends in Trans- 
mission Engineering tell me that the 
provision of Dataphone service is 
like “putting a thermometer in the 
patient’s mouth.” It imposes no un- 
reasonable requirements on the trans- 
mission path. But it does clearly indi- 
cate its condition. It shows up, more 
definitely and clearly than voice 
transmissions, any situations which 
should be corrected. 


We do not have to change our 
plant design objectives, but Data- 
phone does point up any cases where 
these objectives are not met, or where 
the plant maintenance is not up to 
par. Dataphone requires only that we 
maintain our plant in such a condi- 
tion as to insure thoroughly satisfac- 
tory telephone service. By properly 
designing the Dataphone subsets, it 
is possible (and practical) to insure 
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satisfactory data transmission over 


any connection which is satisfactory 


for voice communication. 

What about transmission errors? 
In data transmission, of course, no 
communication facility can be expect- 
ed to be errorproof. However, in 
transmission, as in data processing, 
it is entirely practicable to use error 
control procedures to obtain any de- 
sired degree of accuracy. 

The transmission error rate over 
regular telephone circuits is proving 
to be such that, for many applications, 
no transmission error control is re- 
quired. The transmission error per- 
formance is at least 10-fold better 
than that of the average keyboard op- 
erator. 

However, for some applications 
(viz., the transmission of verified or 
processed data) a very high degree 
of accuracy is required and some 
form of error control is indicated. 
The situation is analogous to the 
problems involved in the use of mag- 
netic tape with computers. Since the 
tape is a potential source of errors, 
systematic redundancy is added to 
the data as it is recorded on the tape. 
Subsequently, as the data is read off 
from the tape, this redundancy is 
used for error detection and correc- 
tion. 

Both from the trials and from con- 
siderable laboratory work, we are 
learning much about several kinds 
The 
selection of a method, in any particu- 
lar case, is dependent both on the 


of transmission error control. 


customers’ (business machine) re- 
quirements and on the statistical char- 
acteristics of the transmission errors 
(both their rate and distribution). 
We have not yet, however, learned 
enough to have a clear picture of 
whether error control arrangements 
should best be included within the 
subset, or within the design of the 
business machine terminal equipment. 
There will surely be some cases where 
the latter is desirable. 

Another result of the trial is some- 
thing which I think we all knew be- 
fore we started but which has _ be- 
come very clear — it is that the de- 
sign of the Telephone Company-pro- 
vided subsets should lean very heavily 
in the direction of simplicity. While 





we must learn to live with ever in- 
creasing complexity in our central 
offices — the electronic central office, 
for example — the trials indicate that 
we should strive to provide increas- 
ing simplicity on the customers’ 
premises. 

Future subsets should be both sim- 
ple and rugged — reasonably trouble- 
free. Further, they should include 
simple-to-use testing arrangements 
which will permit the test desk to de- 
termine whether reported troubles 
are in Telephone Company or busi- 
ness machine equipment — without 
having to dispatch a repairman. The 
design of such a test arrangement is, 
of course, a function of the design of 
the subset and its capability. It is not 
expected that the provision of this 
adjunct — to simulate customer’s 
equipment — will add significantly 
to the cost of subsets. 


New Dataphone Subsets 

HE NEXT question is how to in- 

terpret these trial results and 
some of these conclusions into future 
actions? One obvious step is to de- 
sign new and improved subsets based 
upon the knowledge obtained from 
the trials. 

A Dataphone subset which is now 
in exploratory development at the 
Bell perform a 
function quite similar to the present 


Laboratories will 
digital subset except that its input- 
output will be on a 6-wire “parallel” 
basis rather than on a 1-wire “serial” 
basis. That is, it will accept 6 bits 
simultaneously and transmit them in 
a parallel manner on different fre- 
quencies. This will simplify the job 
of the business machine designers. 
Furthermore, this is a very simple 
subset. At the sending end, it uses 
only one transistor and gets its power 
from the “talk battery” supplied from 
the central office. 

How can things be so simple? As 
usual, only as the result of a lot of 
hard work. In this particular case, 
the designers of the Dataphone sub- 
set have been able to utilize the fun- 
damental principles which resulted 
from a large amount of work which 
the research people had previously 
done on push-button calling. Now 
both Dataphone service and push- 
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button calling will benefit. This is an 
example of the value of basic re- 
search, costly though it is. 

This new subset has not been given 
a name yet, perhaps it will eventually 
be called a version of the digital sub- 
set. However, for want of a better 
handle, the designers now refer to 
it as the “TOOT” subset. The TOOT 
comes from the fact that the subset 
utilizes a Three-Out-Of-Twelve trans- 
mission system. 

A total of 64 possible code combin- 
ations are available with the three- 
out-of-twelve system. Although this 
seems adequate to meet most needs, 
several business machine companies 
have expressed an interest in trans- 
mitting a 7-bit code, including the 
7th bit as a redundant parity check 
bit. Further, there are some cases in 
which information is currently re- 
corded on 8-bit tape. Therefore, it 
appears desirable to investigate the 
economic feasibility of providing a 
subset which has the capability of ac- 
cepting and delivering information on 
8 leads. Such an arrangement is also 
under study and is referred to as a 
FOOS (Four-Out-Of-Sixteen) System. 

I can not give you a precise estim- 
ate of the cost of the proposed TOOT 
subset. However, the designers are 
shooting for a cost which will permit 
a sending (outlying) station to be 
rented for under $5 a month. The re- 
ceiving terminal will include more 
components than the sending subset 
and is expected to cost about 5 times 
as much. However, this balance of 
costs (between sending and receiving 
points) is admirably suited to “data 
gathering” systems where there are 
a large number of sending points 
feeding information into a central 
data processing center. 

Customer contacts in connection 
with Dataphone trials have indicated 
a considerable need for this kind of 
a system — one in which the sending 
station is very inexpensive. It appears 
that considerable complexity can be 
afforded at the central location be- 
cause one unit there will serve many 
outlaying points. 

The provision of very simple low- 
cost data transmission arrangements 


(in the $5 per month class) will 
Please turn to page 84 
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in the Back Room 


Help You 


Let’s face it. If you want to stay ahead in business, you have to have some creative 
genius orbiting in the back room. 

Seriously, Leich has always spent considerable time and money on research to 
bring the telephone industry advanced equipment, better ways to get the job done. 

You help us carry on valuable research and development work when you purchase 
supplies from Leich. Besides, we give you the finest supply service available. You 
get fast delivery along with the highest quality tools, supplies and materials. 

Why not order your supplies where the whole company is working for the long 
haul and not the quick dollar? Try us for your next supply order. You’ll like Leich. 


The research facilities at Leich are complete . . . Leich research people know telephone technology. 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET «© CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


rnanufacturers of telephones, switchboards and related apparatus since 1907 


YOUR JUNE 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 








COMMERCIAL 


DEPARTMENT NOTES 


by ALLAN R. STACEY 





“Determining What Service Is Needed” 


How does a good service representative determine the customer’s 

actual communications’ requirements? Here’s a logical method for 

determining, without omitting some vital part, the exact service 
required by each subscriber. 


N MY younger days there was a 

popular song with a refrain that 
had one line that ran, “/t ain’t what 
you do but the way how you do it.” 
Many of us will say that what our 
commercial office people do is to take 
orders for telephone service, but just 
how does a good service representa- 
tive go about a proper and thorough 
job of it? (In a future issue we'll dis- 
cuss “Taking Orders” vs. “Selling 
Service.” ) 

Several of our larger companies 
have developed a logical method for 
a service representative to follow in 
determining, without omitting some 
vital part, what service it is that the 
customer requires. This method is 
to have an actual list which the repre- 
sentative keeps close at hand either 
under glass on top of a desk or near- 
by where ready reference can be 
made to see that each and every ne- 
cessary step is taken. 

You might call this a check list. 
Let’s take a look at a sample froin 
one of our larger compares show- 
ing what can be done to produce good 
results for installation of new service 
to subscribers who have not previ- 
ously been with us. Here is a sample 


form. We'll call it Exhibit One. 


Five Basic Piece Parts 
OU WILL notice that the form is 
divided 
parts: (1) The approach; (2) find- 


into five basic piece 


ing the facts; (3) giving the recom- 
mendation; 
sold; and (5) thanking the customer 
for the order. 


(4) after the service is 
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EXHIBIT ONE 
Installation Orders 
APPROACH 
FACT FINDING 
Names — Main & Alst 
Facts About Customer & People In 
The Home 
Address 
Facts About The House— Outside 
Area 
Instruments In Place Information 
RECOMMENDATION — 
USE WORD PICTURES 
For Complete Telephone Service — 
Private Line With One Benefit 
(Or Best Grade of Service 
Can Offer) 
Alst With One Benefit 
Telephones & Locations With One 
Benefit For Each Telephone 

























Monthly Rate Quoted In Lump 
Sum + Fed. Tax 

Color Selection — Type of 
Instruments 

Coil Cords 






Service Connection Charge 
Installation Date — Access 
Arrangements 
(Providing Facilities Are 
Available) 
AFTER SERVICE IS SOLD 
Verify Spelling of Plst & Alsts 
Complete Credit Information 
Verify Order 
Request Advance Payment — If 
Applicable 
Explain First Bill 
THANK YOU FOR YOUR ORDER 















The Approach: — The service 


representative sets the stage by cour- 


teously demonstrating an immediate 
interest in the customer as he ap- 
proaches. He is made comfortable by 
being asked to be seated, where that 
is practical. immediate attention is 
given to his needs. The service repre- 
sentative remembers that this cus- 
tomer is not an interruption in the 
work she has been doing but repre- 
sents the backbone of our business 
because without him there would be 
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no purpose for our existence and she 
would receive no salary. 

Find The Facts: — The service 
representative learns the names of the 
main listing for service and any 
names that may be required for ad- 
ditional listings for older teenagers 
or adults of another name who may 
be residing in the household. Natur- 
ally, care is exercised for proper 
spelling. 

She then obtains facts about the 
customer and the people in the home 
including an idea about their ages, 
their means of livelihood and their 
hobbies. Thus, she begins to form a 
general picture of what the household 
looks like as a functioning unit. She 
obtains the specific address. 

Facts are also obtained regarding 
the outside of the house. For example, 
is there a garage workshop where 
telephone service would be vital? Is 
there a swimming pool where the 
family spends a large amount of time 
or is there a patio area? 

Finally, she obtains information re- 
garding the instruments now in place 
in order that she may make an ap- 
propriate service connection billing. 

Recommend The Service: — 
Quite naturally she uses such phrases 
as, “For complete telephone service 
or, “For 


” 


we recommend 
complete telephone service you will 
Oe re 

She recommends a private line (or 
the best grade of service that she is 
able to offer) such as, “this will en- 
able you to receive all of your im- 
portant calls without missing one be- 
cause of usage by a party line neigh- 
bor.” 

The service representative will rec- 
ommend an additional listing with 
one benefit such as, “If your mother- 
in-law is going to be active in club 
work, her name, too, should be in the 
directory.” 

She will suggest a specific number 
of telephones and specific locations 
for each with one benefit related to 
each telephone. For example, “Mrs. 
Smith, with a telephone in your base- 
ment laundry room you won’t have 
to run all the way up a flight of stairs 
to answer when it rings.” 

Color telephone instruments will 
be suggested appropriate to the decor- 















OUTDOOR TELEPHONE 
CADDY’ 


At pool —side, patio, garden, golf course, elc., you can now 








permanently install an extension telephone in an attractive 






plastic housing, protect your equipment and gain increased 






revenue. 


STYLED TO MEET TODAY’S DEMAND FOR 
ADDITIONAL TELEPHONE SERVICE 










* Pat. Applied For 





The author, ALLAN R. STACEY, 
is vice-president of the Sunland- 
Tujunga Tel. Co., Sunland, Calif. 









ating scheme and retractile cords | 
mentioned if they are not a part of 






the standard equipment. 






Monthly rates will be quoted in a | 






lump sum plus federal tax; the service 






connection charge will be stated and 






the installation date and access ar- 






rangements made provided facilities 






are available. Note that the monthly 






rate will be quoted in one lump sum 






for the complete telephone service 






package. However, if the customer re- 










quests, breakdown of the total price | 




























is readily given. 
After The Service Is Sold: — | 
After the customer says, “Yes,” veri- 


fication is again made of the spelling 


of primary and additional listings. 
Complete credit information accord- 






ing to the policies of the company is | 
obtained and the order is verified by | 







a statement similar to, “Yes, Mrs. 






Brown, our serviceman will be out on | 
next Tuesday, May 28th, to install | 
your beige kitchen telephone and | 






IK 


Clear plastic cover with hinged aluminum straps. 
Tough plastic base with metal shelf beneath for directory storage. 
Standard indoor connecting block, under plastic base, completely protected. 
Rugged cast aluminum stand drilled for fastening to concrete, wood, etc. 
Hole for padlock to protect against unauthorized use. 
Sell a colored telephone AND a telephone caddy. 







your two bedroom telephones. You 





will be listed in the directory under 
the name of Alfred J. Brown and 
there will be an additional listing for 
your mother, Mrs. Jennifer Gates. 
We know that you will enjoy your | 





























telephone service.” 

If company policy so indicates, ad- 
vance payment will be requested. An | 
explanation will be made of the first 
billing and what to expect upon it 
and, in the event deferred arrange- 


ments are applicable regarding the | 
Next page, please | 


Telephone or write 


GLADWIN PLASTICS, INC. 


165 COURTLAND ST., N.E. ATLANTA 3, GA. 
JACKSON 5-5384 
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your 












installation charges, they are stated 
at this point. 

The interview is closed with the 
service representative thanking the 
customer for contacting the company 
and wishing the customer well in the 
community. 


°° Orders: — 


“From and To 
Suppose the customer is moving from 
one location in your exchange to an- 
other location how does the service 
representative check list apply? We 
have the same approach, recommen- 
dation procedure and thank you but 
we add slightly to the fact finding 
and to the section on after service is 


sold. See Exhibit II. 
F & T Fact Finding: — Because 


the customer is an existing subscrib- 
er, we need to learn his telephone 
number and his new address. Then, 
as on the installation order, we must 
learn about his house and his outside 
area in order that we may make a 
good service recommendation. 
Further, we must know what in- 
strumentalities are in place and what 
kind of a customer he has been while 


EXHIBIT TWO 
“FROM AND TO” ORDERS 


APPROACH 
FACT FINDING 
Telephone Number 
New Address 
Facts About The House — Outside 


Area 
Instruments In Place Information 
(Excuse Yourself — Pull Service 


Record Card, Credit Card & 
Check Bill) 
Facts About Customer & People 
In The Home 
(Verify Employment Informa- 
tion) 


RECOMMENDATION — 

USE WORD PICTURES 
For Complete Telephone Service — 
Private Line With One Benefit (Or 
Best Grade) 

Also “With One Benefit’ 
Telephones & Locations With One 
Benefit for Each Telephone 
Monthly Rate Quoted In Lump 
Sum 

Color Selection — Type of In- 

struments 

Service Connection Charge 
Installation Date — Access Ar- 
rangements (Providing facili- 
ties Are Available) 


AFTER SERVICE IS SOLD 
Obtain Disc Date Access Information 
Advise Sub Of # Chn & Refer — 
If Applicable 
Request Payment Of Bill & Ad- 
vance Payment — If Applicable. 


THANK YOU FOR YOUR ORDER 





with us. At this point the service rep- 
resentative excuses herself and ob- 
tains the service record card, the 
credit information and the last bill- 
ing. 

Finally, she verifies that the facts 
about the customer and the people in 
the home and the employment situa- 
tion are as we previously knew them. 


F & T Order After The Service 
Is Sold: — We obtain the discon- 
nect date and the access information 
in order to pick up the instrument. 
We advise the subscriber if a num- 
ber change is appropriate and what 
the referral will be from our switch- 
board positions if this is applicable. 

We request payment of the bill and 
advance payment for service connec- 
tion at the new location providing 
this is company practice. 

And, finally, we take advantage of 
this opportunity to provide the cus- 
tomer with better telephone service 
than he was already enjoying by 
recommending appropriate exten- 
sions, additional listings and other 


types of service. 





How can you save money on pole installation ? 





String your lines with 
(iss) Tiger Brand Amertel 195. 


When you string your rural telephone lines with Tiger Brand Amertel 


195 
feet- 


the bonus telephone wire that is engineered for spans up to 700 
you cut down on the number of poles needed. With fewer poles, 
installation cost per mile of line will drop substantially. 


[here are other ways this.superior quality telephone wire can im- 
prove your service, reduce your maintenance and installation costs: 


e Amertel 195 stands up under severe weather conditions, reducing 


service interruptions to a minimum. 


e Telephone lines can easily be strung over rivers, gullies or other areas 


requiring spans of unusual length. 


e The low resistivity of this fine wire results in improved voice trans- 
mission even at relatively high frequencies. 


For more information on Tiger Brand Amertel 195, send for our free 
booklet. Write to American Steel & Wire, Dept 9153, Rockefeller Bldg., 
Cleveland 13, Ohio. 


USS and Tiger Brand are registered trademarks 


American Steel & Wire 


United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors + United States Steel Export Company, Distributors Abroad 


Division of 


YOUR JUNE 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 





















One of our companies believes that 
its primary purpose is to provide in- 
creasingly better communication serv- 
ice for its subscribers. Nowhere do 
we have a better opportunity to sug- 
gest to him a way of increasing the 
quality of his communication serv- 
ice than when the subscriber moves 
from one location to another within 
our territory. 

You will recognize that following 
the above procedures will require as 
high as thirty minutes per subscriber. 
However, this may be the only oc- 
casion that we shall ever personally 
discuss his telephone service with this 
subscriber and the only time that we 
shall endeavor to understand his re- 
quirements completely. This is the 
time to see that he gets what he’s 
after — good telephone service. 


The Next Issue 

T IS ALL right to give the service 

representative a check list and say, 
“Here’s what you are supposed to 
do.”’ But, how does she go about ex- 
tracting all of this information from 
the customer and persuading him 
that he should follow her recommen- 
dations? 

In the July Ist issue we'll discuss 
the four steps to sales which service 
representatives are using for these 
purposes. — Allan R. Stacey. 


A NEW 12 page catalog that de- 
scribes 20 most common pressure-sen- 
sitive materials used for marking, 
labeling, sealing, and holding prod- 
ucts and components manufactured 
in the industrial field, is now avail- 
able from W. H. Brady Co. 

Catalog illustrates case histories of 
made-to-order special markers. It in- 
cludes serial numbering, logos, trade- 
mark reproduction for temporary or 
permanent identification. Examples 
of Brady Markers for identification, 
instruction, inspection and informa- 
tion are also shown. Technical and 
engineering application information 
on a wide range of tapes is shown in 
chart form. 

Free samples of Special Markers 
are included with the catalog. Write 
W. H. Brady Co., 727 West Glendale 
Ave., Dept. TE&M, Milwaukee 9, 


Wisconsin. 





THE GLADWIN 
BOOTHETTE® 


HAS BEEN STANDARDIZED BY ONE OF THE WORLD’S LEADING 

TELEPHONE COMPANIES BECAUSE IT PROVED IN SERVICE THAT 

IT IS OUTSTANDING IN PERFORMANCE, AND THAT IT IS THE 

LOWEST COST (POINT FOR POINT) MOST COMPLETE OUTDOOR 
TELEPHONE BOOTH. 


Abie you interested in taking 
advantage of the reduced cost 
of outdoor public telephone 
installations? Sued for the 


facts. *Patent Applied For 









SUPER MARKET 

List Price $142.50 
complete with signs and lighting. 
There is no lower price on to- 
day’s market. 





SERVICE STATION 
Get literature on how this in- 
stallation can work for your 
company. 


Inspired styling created the BOOTHETTE to 
iio meet today’s demand for modern tele- 
TROLLEY STOP phone service. 


2 full size booths removed due to un- 


cleanliness—2 BOOTHETTES in- Gladwin’s colored brochure of 10 typical 
stalled. Equipment savings $800.00! installations will help your customer give 


Revenue increased $58.00 per 


month. you a better location. 


WHEN TIME MEANS MONEY NOTHING DOES IT LIKE GLADWIN 
PRODUCTS. THE HIGH STANDARDS OF QUALITY ASSURE THE 
PUBLIC TELEPHONE GOING FORWARD WITH TODAY'S PROGRESS. 





Available from your supplier or direct 


GLADWIN PLASTICS, INC. 


165 COURTLAND ST., N.E. ATLANTA 3, GA. 
JACKSON 5-5384 
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“SUB-HARMONICS 
and OVERTONES" 





“A Reader Completes a Sentence on Taxes” 


When Mr. Ehinger mentioned “taxes” in a recent article he said — 
*“*, . . of course this does not apply to the cooperatives who pay no 
federal income taxes .. .”’ One reader completed the sentence by 


by C. D. EHINGER 


adding “because there is no income.” 


HEN John Reynolds, editor of 
Telephone Engineer and Man- 
agement, first broached the subject of 
writing an article for each issue, | 
stick my 


oe 


was extremely hesitant to 
neck into the noose.” From previous 
experience of many years ago, | felt 
that ideas for the first 10 or 15 ar- 
ticles would come quickly and easily 
but that, once the honeymoon was 
over, ideas for articles that would be 
of interest would be extremely hard 
to find. 

Happily. I find that my original 
qualms were without foundation. In 
fact, the exact opposite is proving to 
be true as the main problem seems 
to be finding time and space to cover 
all of the ideas and subjects which 
have been given to me by so many 
of you readers. 

One of the most pleasant things, in 
connection with conducting this fea- 
ture, is the receipt of letters from 
many of you. They cover a wide 
variety of subjects and, without fail, 
have proven to be very apropos and 
“down the alley.” 


**A Reader Disagrees” 

OT ALL of the letters have in- 

dicated agreement with some of 
my views. This is most certainly as 
it should be and, as an example, my 
article “Satellites and the Industry” 
appeared in the March 1 issue of 
Telephone Engineer and Management. 
Shortly thereafter, I received the fol- 
lowing interesting letter: — 

“DEAR MR. EHINGER: — Like 
your son David and your children | 
believed you knew a little bit about 
everything from reading your ar- 
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The Author, C. D. EHINGER 
is president of Citizens Tel. Co., 
Decatur, Ind. 


ticles . . . But I find you don’t know 
everything about cooperatives. 
“Permit me to complete the sen- 
tence in your article about ‘Satellites 
and the Industry.” You ramble on 
about the high cost of taxes to main- 
tain the satellite program and then 
out of the clear blue sky you say, ‘Of 
course, this does not apply to the 
cooperatives who pay no federal in- 
come tax, because there is no in- 
come. 
Very truly yours, 
(Sed.) A. H. Flores” 
*(Words in italics are Mr. 
Flores’ addition to my original sen- 
tence.) 


*““My Answer” 
After some deliberation, I sent the 
following letter to Mr. Flores: 


“DEAR MR. FLORES: — Please 
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allow me to express my sincere ap- 
preciation for your letter of April 
3rd. In your letter, you commented 
on my recent article in Telephone 
Engineer and Management. 

It often happens that the printed 
word has an entirely different con- 
notation than the spoken word since 
inflections are missing. I sincerely 
hope that such will not be the case in 
the following paragraphs. 

“It is quite likely that my views 
concerning cooperatives are fabricat- 
ed from a great pit of ignorance. 
This is very often the case with many 
individuals in connection with a great 
number of subjects. However, what 
little I do know about cooperatives 
has been culled from our newspapers, 
magazines, periodicals, etc. 

“Your letter makes the point that 
cooperatives pay no federal income 
tax because they have no income. 
Evidently, | miss your point of cor- 
rection as I fail to see how this in- 
validates the statement in my article 
‘Satellites and the Industry.” The 
point I made in this article was that 
cooperatives pay no federal income 
tax. I do not see how this statement 
is altered in any way because of the 
reason, or methods, by which they 
are exempted from the payment of 
federal income tax. To me, the im- 
portant thing is that they pay no in- 
come tax. 

“T might also add that it is my per- 
sonal feeling that the philosophy 
which allows cooperatives to retain 
earnings and label such _ retained 
earnings as something other than in- 
come is fallacious and, carried to the 
extreme, could cause chaos in our 
system of government. 

“As I stated before, the above 
words may read entirely differently 
than they would sound if I were able 
to convey them to you by word of 
mouth. I certainly hope that I will 
never have a closed mind on any sub- 
ject, and I am only attempting to 
convey, to you, that it is very difficult 
for me to become enthusiastic about 
the philosophy of cooperatives at my 
present state of knowledge (or ig- 
norance) of such entities. 

I very much appreciate the fact 
that you took the time to write to me, 
and hope that you will continue to do 








NOMINAL WEIGHTS OF FINISHED WEATHER-RESISTANT WIRE AND CABLE 


(Oe) 0) 0121 ax. mm O10) 0) oLs1am- Vile) mm Orelarelereicela.) 


URC Type 
Double Triple Type 
Braid Braid 


Ofelalelelendelamnlp4= 
AWG or Mcm 


Yell ie! 


This table shows 


Neoprene 


PViviaalialelaam Ovelatel lode) as 


Neoprene 


POLYETHYLENE covered line wire weighs less 


Because it’s the lightest, polyethylene-covered 
line wire is the easiest for linemen to string 
up... hardest for ice and snow loading, gale- 
force winds to bring down. 


Polyethylene-covered line wire, depending on size and con- 
ductor, weighs from 5% to 32% less than other types. That’s 
what the figures in the specifications tabulated above show. 

This, of course, is no news to linemen who have strung 
all types of weatherproof line wire. They may not be able 
to quote pounds and percentages, but they all know you 
can’t beat polyethylene on weight. 


Linemen’s Favorite Material 


Light weight means easy handling, one of the main reasons 
polyethylene rates tops with installation crews. They also 
like polyethylene wire because it’s clean...free-stripping... 
has a smooth, self-lubricating surface that almost makes 
pulling a pleasure. And despite the exterior slip, the plastic 
covering hugs the conductor tightly, doesn’t ruffle as it goes 
over crossarms. 


“Built-in” Safety Factor 


Polyethylene’s lightness provides lasting mechanical advan- 
tages, since span loads don’t tax supports as much as heavier 
type wire. This “built-in” weight safety factor pays off when 
violent storms push aerial construction to strain limits... 
when ice and snow loads topple heavier lines. 

An added factor in polyethylene wire’s ability to stay up 
under adverse conditions is its smaller diameter. It offers 
less resistance to wind, a smaller surface for ice build-up. 


Winning Combination 


Called the “closest to the ideal covering for line wire,” poly- 
ethylene is outstanding in other respects too. The shield it 
forms over wire is continuous...tough... resistant to aging, 
weathering, moisture, abrasion by lashing branches. It’s good 
for decades of superior service marked by fewer outages, 
minimum maintenance. 

When you order covered wire and cable, make sure the 
coating is made with PETROTHENE® polyethylene resins. 
PETROTHENE polyethylene costs no more, but it gives you 
premium weather and stress-crack resistance, 

Polyethylene’s advantages are outlined in an informative 
new U.S.I. data sheet, “Polyethylene... The Best Line Wire 
Covering.” Also available is a data sheet showing properties, 
applications and specifications of PETROTHENE polyethylene 
compounds. Send for your copies today. 


U. S. Industrial Chemicals Co. 


Division of National Distillers and Chemical Corp. 
99 Park Ave., New York 16, N. Y. 


Please send me: 

(] “Polyethylene...The Best Line Wire Covering” 

(] “PETROTHENE Resins for the Wire and Cable Industry” 
Name: Title: 
Company: 


Address: 


USTRIAL CHEMICALS CO. 


Division of National Distillers and Chemical Corp. 
99 Park Ave., New York, 16, N. Y. 
Branches in principal cities 
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(This radar weather tower of KSTP-TV, 
Minneapolis, uses the 3 lower sections of 
the ROHN "'Self-Supporting” tower. Note 
construction, design and size.) 


HERE ARE THE HIGHLIGHTS OF THE ROHN "gs" TOWER: 


* 130 ft. in height, fully self-supporting! 

> Rated a true HEAVY-DUTY steel tower, 
suitable for communication purposes, 
such as radio, telephone, broadcasting, 
etc. 

* Complete hot-dipped galvanizing after 
fabrication. 

* Low in cost—does your job with BIG 
savings—yet has excellent construction 
and unexcelled design! Easily shipped 
and quickly installed. 


FREE details gladly sent on request. 


Representatives coast-to-coast. 


ROHN Manufacturing Co. 


116 Limestone, Bellevue, 
Peoria, Illinois 


“Pioneer Manufacturers of 
Towers of All Kinds” 





so. Perhaps you can ‘set me straight’ 
about cooperatives. 

Yours truly, 

(Sed.) Charles D. Ehinger” 


“Not Too Enthusiastic” 
S I STATED in my letter to Mr. 
Flores, I will readily admit that 
it is quite difficult for me, as an in- 
dividual taxpayer, to become en- 
thusiastic about “cooperatives” or 
any other organization given favors 
in connection with federal income 
tax. The old saying that “the most 
sensitive nerve in your body is your 
pocketbook” certainly applies here. I 
will also readily admit that I am not 
highly enthusiastic about the REA, 
RTA, and similar types of programs. 


Again, it may be that I do not 
have the knowledge, background, and 
other requirements necessary to pro- 
perly understand and appreciate the 
great advantages to all taxpayers 
which these programs present. At 
least, many of the more ardent sup- 
porters of the federally-subsidized 
programs appear to contend that these 
programs do benefit all people rather 
than just a favorite few. 

As a point in question, I[ have 
never been able to understand the 
justification for the federal govern- 
ment loaning money to these organ- 
izations at 2% when the cost of that 
money to the government is presently 
better than double the 2%. I know 
that if I, personally, had funds avail- 
able which I had borrowed at three 
different rates, for example, 4%, 
414%, and 5%, | most certainly 
wouldn’t loan any of those funds un- 
less I fully took into account the fact 
that I had paid an interest rate of 
5% on some of the funds to be loaned 
out. Oh, well — no one has ever 
accused me of knowing much about 
high finance, and perhaps | am much 
better off if I don’t attempt to under- 


stand it. 


“An Excellent 

Construction Manual” 
EGARDLESS of how one feels 
about” the basic philosophy of 

some of these organizations, I most 

certainly wish to point out one item. 

The Rural Electrification Administra- 

tion issues and publishes a “Tele- 





EDITOR’S NOTE 


We know some readers may dis- 
agree with Mr. Ehinger’s 


thoughts. Whether you agree or 
disagree we'd like to receive 
your thoughts on the subject. 


phone Engineering and Construction 
Manual” which cannot be rated by 
any other term than “excellent.” 

It is available through the Superin- 
tendent of Documents, Washington, 
D. C., and is one of the best bar- 
gains that one can purchase. It is 
thorough, complete, and it is quite 
obvious that an enormous amount of 
work has gone into its preparation 
and compilation. It would be extreme- 
ly interesting to know what it has ac- 
tually cost to write, compile, edit, and 
publish this monumental manual. Of 
course, if this information were han- 
dled in the same manner in which 
some of the bits of information are 
handled by our bureaucrats, it would 
be placed on the “classified list for 
reasons of security.” In such cases, 
the natural question always is “Whose 
security ?” 


“The Privileged Few” 
OILING it all down, it would ap- 
pear to me that a great number 
of our federal government privilege 
groups may not actually spread their 
benefits to all taxpayers but, instead, 
only give benefits to a privileged few. 

As a further example of what I am 
attempting to say, the cost of oper- 
ating the Department of Agriculture, 
for all purposes, for this present year, 
is estimated to be approximately six 
and one-half billion dollars. The esti- 
mated net income of all American 
farmers for this year is a little more 
than 13 billion dollars. Somehow, 
somewhere, there should be a moral 
to all of this. I am very much afraid 
that the actual moral is “The squeaky 
wheel gets the grease.” 

Any of you want to comment on 
any of this and get me straightened 
out? — C. D. Ehinger. 

Any comments, criticisms, or sug- 
gested subjects as future topics? Ad- 
dress all correspondence to “Sub- 
Harmonics and Overtones,’ “Tele- 
phone Engineer and Management,” 
7720 Sheridan Road, Chicago 26, Ill. 
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HETHER your expansion requirements call for 

WW eartier for use on open wire, cable or radio 

—or for microwave facilities, extension of physical 

circuits, or any combination of these — the AE- 

Lenkurt team of experienced telephone engineers 

A E fad Le n ku rt is able to give you impartial recommendations on 
the system best suited to your needs. That’s because 

we have a complete line, and have no interest in 


h as eve ryt h | Nn Q YO U selling one system over another. 


What’s more, when you deal with us you get service 

‘ every step of the way. Lenkurt’s “Engineer, Furnish 

Nn eed fo r p rotita b | e and Install” plan covers everything from start to 
finish. And Automatic Electric’s “Follow-Thru” 

engineering service is yours for the life of the 


CIFCUIT Growth... «ssirmenn 


If you want the facts on progressive planning for 
growth, call your Automatic Electric representative, 


or write: 
T. B. Collins, Automatic Electric 


Northlake, Illinois 


Lenkurt Carrier, for instance... 


Lenkurt’s 45-class “network-engineered” carrier 
equipment provides high reliability over the years 
—meets virtually all multichannel communications 
conditions. 


Type 45A provides 12 channels for open-wire 
application, short- or long-haul. Type 4SC is stack- 
able in 4-channel groups. Either of these systems 
can be used on the same open-wire pair with a 
3-channel Lenkurt 33A or other low-frequency 
carrier. Type 45BN is a 24-channel system for 
cable, and Type 45BX provides up to 240 channels 
for microwave transmission. All 45-class systems 
are directly interconnectable at carrier frequencies. 


Partially filled racks, in foreground, at 
Inter-County Telephone and Telegraph Company’s 
Ft. Myers headquarters contain Lenkurt 45BX 
carrier equipment for 48 channels. 


ALL YOUR 
COMMUNICATIONS 


rrom one [il AUTOMATIC ELECTRIC 


DEPENDABLE | Subsidiary of 
SOURCE ’ GENERAL TELEPHONE & ELECTRONICS (as) 
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CABLE 
CUTTER 
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ACCOUNTING NOTES 


by G. M. JONES 


Inventory Management Methods 


In Part Ill of his review of inventory control systems Doctor Jones 


discusses: (a) costs of possession; (b) the effect of quantity dis- 


counts; (c) keeping stock under conditions of uncertain demand. 





THER CARRYING costs which 

are related to dollar value of 
stores are personal property taxes on 
inventories and insurance premiums. 
Obsolescence frequently is important 
enough to warrant consideration as 
a carrying charge for some classes of 
items. Simply stated, the cost of 
items scrapped or disposed of for 
out-of-datedness in a period, divided 





VOUUALOUAETONEUENEUOGUUNODUAEOOAOEOGOELUOAOONGLOOOUONLONSEOUNEROUODOOAOOOOLOEROSUOO OOO OONOONADOOESONONOONOOOaUOOENDONEOCONONOEAGHEDUSEOOEOUOONUEOUDOUEEUREDOOHUONE 


by the average inventory value, gives 


Cuts Communications Cable 
up to a 3" diameter 
In a single stroke! 


» This air-powered cutter, 
» with tempered alloy-steel 
blades, slices cleanly 
through lead or plastic 
sheath cable. Severed 
cable ends are left 
smooth and even—ready 
for splicing. 
The Chance Cable Cutter 
is well-balanced, easy to 
use. No special skill or 
experience is required— 
thumb pressure on the 
trigger actuates cutting 
blades. The blades are re- 
placeable. 

Chance air-powered 
Cable Cutters, Power Prun- 
ers, and Guy Strand Cutters 
can be operated from many 
sources—any type of com- 
pressor or standard cylin- 
ders of dry nitrogen. 


an 


A.B. CHANCE 
COMPANY 


CENTRALIA, MISSOURI 
A. B. Chance Co. of Canada, Ltd., Toronto 


an overall obsolescence rate. 

A more precise treatment is to 
keep track of scrappage or outdated- 
ness in several broad categories of 
inventory. Safety gloves, wire cutters, 
and 30-foot poles have a zero rate; 
some home station equipment items, 
where style is a factor, could have a 


rather noticeable obsolescence rate. 
Repair parts for displaced manual 
exchanges are the clearest examples 
of obsolete items. Obsolescence, like 
taxes, insurance, and interest, is ex- 
pressed as a percentage of the aver- 
age inventory value for an item. 

Storage cost is not usually depend- 
ent on cost of an item but on the 
space it occupies, or rather, the space 
-armarked for it. Thus, if a 10 cubic- 
foot bin is designated for Widgets, it 
does not matter whether the bin is 
nearly full or nearly empty; the space 
is a cost of carrying -the item. For 
some items like fragile tubes for use 
in microwave equipment, the need 
for special handling might justify 
costing storage on a per-cent of value 
basis rather than on space. 

One form of the EOQ formula, 
stated in terms of frequency of order- 


» CT59-19 ing is: 


POUUEEEUUEUOEEACEEUUNEA ane necceaaeeoeeanneeaeeaaecngooenaoeeatoesocueaaues oeenaocegaeatooeeagucenoueeaseessnensoceesoesesnsessneeegsevntcscavueesooessueevsosessueeasusesvecevouevsosessnesvueessnenssnessvorsvseeesousnrnensat CHa 





The Author, G. M. JONES, is 

associate professor of Account- 

ing & Financial Administration, 
Michigan State University. 





/ API + 2AS 


t= <, nee innene 
2K 


where t = times to order per year 


A = annual requirements in 
units 

P = unit price 

I = all carrying costs ex- 
cept storage, as a % 
of unit cost 

S = storage cost of unit for 
a year 

K = cost of placing an or- 
der 


For example, assume that usage of 
a particular type of safety glove is 
100 dozen pairs per year; price is 
$2.00 per pair; carrying costs con- 
sist of interest at 8%, personal pro- 
perty tax on inventory at 1%, and 
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pr 
us 
pr 


Ta 











insurance at 14 of 1%: cost of space 
occupied is 20 cents per dozen per 
year; and it costs $4.00 to process 
a requisition, purchase order, and 
payment. 


Then 





The minimum-cost order frequency 
is somewhere between 5 and 6 times 
per year. Interpolation would show 
that the point is 


around 5.7 This table took 
only a few minutes to construct. The 


minimum-cost 
times. 








/ 100 doz X $24 X (8% 


+ 5%+1% ee 2 xX 100 doz X 20¢ 





= / ee 
v, 


2X $4 





t = 5.78 times per year, or 17.3 
dozen per order. Since lots would not 
be broken, 17 dozen pairs would be 
bought. 

Checking the figures arithmetical- 
ly, we find the annual costs of ac- 
quisition to be: 


5.78 orders @$4 $23.10 


and the annual costs of 
possession are: 
interest on average in- 
ventory of 8.5 doz. 


pairs @ 8% $16.32 
insurance I% 1.02 
taxes 1% 2.04 
storage (space for 
maximum of 17 
dozen pairs) 3.40 
$22.78 


The example shows that the for- 
mula gives a reorder quantity and 
which 


equates acquisition cost to cost of 


frequency approximately 
possession, and at which the sum of 
costs of getting and costs of keeping 
are at a minimum. 
Use of a non-formula method for 
EOQ 

A tabular method for the 


problem may be simpler for some 


same 


users. From the same data, we can 
prepare a table which will show the 
minimum cost order frequency. (See 


Table One.) 


(1) (2) (3) 
Annual 
Order Average Ordering 

Frequency Inventory Costs 

12 $ 100 $48 

10 120 40 

8 150 32 

7 171 28 

6 200 24 

5 240 20 

4 300 16 

3 388 12 

2 600 8 

1 


TABLE ONE — Finding the Minimum-cost Order Frequency 


a4 . °° . e 
average inventory” figure is the 


average amount invested in inven- 
tory at any time, considering that im- 
mediately upon receipt of a shipment 
the investment would be a large 
amount, but just before receipt of 
the next shipment, the remaining in- 


ventory would be almost at zero. 


The Effect of Quantity Discounts 
URTHER refinement is necessary 
when discounts are granted by 

suppliers on the basis of order sizes. 

For instance, assume that in the ex- 

ample given, quantity discounts are 

offered as follows: 


Order size 





less than 10 dozen pairs 
10 dozen to 19 dozen 
20 dozen to 49 dozen 
50 dozen or more 





Not only acquisition and_posses- 
sion costs must be considered, but 

















































(4) (5) 
Annual Annual 
Carrying Total 

Costs Costs 
$ 41.17 $ 59.17 

13.40 53.40 

16.75 48.75 

19.11 47.11 

22.33 46.33 
<— minimum cost 

26.80 46.80 

33.50 49.50 

43.53 55.53 

67.00 75.00 

138.00 
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TABLE TWO: Evaluation of Ordering Costs, With Discounts 


Order size, units 17 20 50 

Order frequency 5.78 5 2 

Discount rate 1% 2% 3% 

Annual purchases $2,400.00 $2,400.00 $2,400.00 
Discount 24.00 48.00 72.00 
Net purchase cost $2,376.00 $2,352.00 $2,328.00 
Carrying charges 19.38 22.34 55.29 
Storage 3.40 4.00 5.00 
Ordering costs 23.10 20.00 8.00 
Total Annual Costs $2,421.88 $2,398.34 $2,396.29 


also the unit cost of the material it- 
self, in finding the purchase lot size 
which will miniméze annual costs. 

If we apply these prices to the 
EOQ formula, the results are am- 
biguous (even without rounding, as 
! have done here). 


At $24.00, EOQ = 17.3 dozen 
pair, frequency is 5.78 times 

At $23.76, EOQ = 17.3 dozen 
pair, frequency is 5.76 times 

At $23.52, EOQ = 17.3 dozen 
pair, frequency is 5.74 times 

At $23.28, EOQ = 17.5 dozen 


pair, frequency is 5.71 times. 

It is necessary to look further to 
see if total annual cost will be any 
less if we buy in the next larger lot 
sizes to get a lower price. These costs 
are set up in Table 2 to evaluate 
successive steps in the discount scale. 
little 


whether we ordered five times a year, 


It would make difference 
or only twice. Other considerations, 
such as expected price movements 
and the company’s current cash posi- 


Discount Unit Cost 





none $24.1 0 per dozen 
1% 23.76 
2% 23.52 
3% 


23.28 


tion, would govern. More steeply 


discount rates would 


progressive 





make it clearly profitable to order a 
six-months supply. 








Keeping Stock Under Conditions 
of Uncertain Demand 

OR MANY standard stores items, 

usage does not vary much from 
month to month, and the ordering 
methods treated earlier are adequate. 
For many repair parts, however, 
there is an apparently unpredictable 
of demand from week 


Please turn to page 62 


unevenness 
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STROWGER 
across 
the nation 


SHOPPING CENTERS 
are springing up in-and- 
around Park Ridge. Part 
of the sales tax on pur- 
chases made in Park 
Ridge is returned to the 
city treasury —helping 
to reduce real estate 
taxes. Thecircular booth 
(at right) was designed 
by Middle States Tele- 
phone Company; it has 
four recessed areas, each 
housing a paystation. 


PARK RIDGE, 





ILLINOIS 





Only a short distance from the hustle and bustle of Chicago, 
Park Ridge stands as a perfect example of suburban living 


First suburb northwest of Chicago is the picturesque 
community of Park Ridge, Illinois. Here, the original 
concept of suburban living remains because Park Ridge 
is still a community of homes. Its people commute to 
other areas, mainly Chicago, to earn their living. Great 
emphasis is placed on facilities for educating and train- 
ing children. This has resulted in several new parks, 
a new library and a highly-rated school system. 
Residents of Park Ridge are active in a wide variety 


of cultural interests, which include music, painting, 
sculpture, crafts and hobbies, lecture and concert 
series. The population of Park Ridge is over 30,000— 
almost double that of 10 years ago. 

Park Ridge is served by Middle States Telephone 
Company. Each day, Automatic Electric step-by-step 
switches work behind the scenes to give dependable, 
low-cost telephone service. Yes, Park Ridge is another 
success story of Strowger Across the Nation. 








MIDDLE STATES TELEPHONE COMPANY erected COMMUTERS FROM CHICAGO ARRIVE HOME. A large 
this modern building to house the Park Ridge busi- percentage of Park Ridge residents work in Chicago and 
ness office and exchange. Park Ridge, with a total of commute by train. The town is divided by the Chicago & 
11,950 lines, was converted to dial service and SATT North Western Railway. Nearing completion is a super high- 
in 1950. Middle States chose Strowger Automatic way which will provide fast travel to Chicago’s Loop and 
equipment to make its conversion. O’Hare International Airport. 


TREE-LINED STREETS and well-manicured lawns are a familiar sight 
throughout Park Ridge. In some of the newer sections there are no telephone or 
utility poles to mar the landscape, because all cable and wire is buried. The 
entire physical layout in Park Ridge is evidence that responsible people live 
here and take pride in their community. Over the years, Park Ridge has 
maintained rigid zoning laws. 


AETNA LIFE INSURANCE 
COMPANY occupies this impres- 
sive Colonial structure. It is one 
of several commercial companies 
in Park Ridge. Others include 
All-American Life & Casualty 
Company, and the sales office of 
General Mills. More commercial 
firms plan to locate here. 


WILLIAM McGREW (right), district manager, 
Middle States Telephone Company, describes 
growth of Park Ridge exchange to B. K. Mc- 
Cann, A. E. district manager. Park Ridge and 
Des Plaines were the first exchanges in Illinois 
to be converted to SATT. 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 





gg ITS NEW! “e, 





CEECO TERMINALS FOR DIRECT 
BURIED PLASTIC WIRE AND CABLE 

¢ Loading one or more pairs as required 
using Type C152 ready mount assemblies 





LUG—3 TERMINAL WITH ONE PAIR 
TERMINAL ASSEMBLY AND ONE C152-1 
LOADING COIL 





TYPE CH-3 STEEL 
“BELL JAR” COVER 8” HIGH 


* PEDESTALS — TWO PIECE SIX 
FEET LONG 


* POLE BRACKETS—AVAILABLE 
FOR AERIAL MOUNTING 


* LOADING — LOAD ONE OR 
MORE PAIRS AS REQUIRED 
USING TYPE C152 READY 
MOUNT ASSEMBLIES 


* NON-PROTECTED TERMI - 
NALS — CP16 ASSEMBLIES 
AVAILABLE IN ONE, TWO, SIX, 
TWELVE AND SIXTEEN PAIR 
COMBINATIONS 


* ACCESSIBLE — FOR TESTING, 
CABLE OR WIRE SPLICING, 
CROSS CONNECTING AND SUB- 
SCRIBER DISTRIBUTION 


* ECONOMICAL — BUY ONLY 
WHAT YOU NEED—ADD LATER 


* STRONG — ALL GALVANIZED 
STEEL CONSTRUCTION 





CATALOGUE | 
NUMBER | DESCRIPTION CAPACITY WIRE & CABLE 
LUG-3 TERMINAL PEDESTAL ASSEMBLY AND 8” | TERMINALS LOADING 
HOOD NO TERMINAL STRIPS, NO COILS | ——————_——— 
| ONE, TWO | ONE TO 
AND SIX PAIR | THREE PAIR 


EXPANDABLE TO MEET YOUR LARGER REQUIREMENTS WITH STOCK 
HOODS OF 15, 21% AND 32'2 INCHES HIGH 


Write us for assistance on your loading problems 
CEECO loading coils are sold by your telephone equipment supplier 


COMMUNICATION EQUIPMENT & ENGINEERING COMPANY 


5646 West Race Avenue 


Chicago 44, Illinois 


Phone EStebrook 8-3109 
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(Continued from page 57) 


to week or month to month. The 
demand for a given repair part ac- 
tually does assume a pattern which is 
statistically measurable and_there- 
fore can be used to forecast the like- 
lihood of being out-of-stock if any 
given level of inventory is carried. 
For any part which is not 100% 
vital in operation of the system, or 
for parts used in a device or applica- 
tion where small delays in service 
can be accepted once in a while, we 
can establish by statistical methods 
the proper level of inventory to 
carry, i.e., the reorder point and 
size of replacement order. 

As an example, suppose that we 
had observed the number of service 
requests for part No. 72 A 7x, week 
by week for a year. The number of 
units demanded per week is as fol- 


lows: 
Number of weeks 
Number of *in which this Total 
Units Needed quantity was needed Units 
0 2 0 
1 3 3 
2 7 14 
3 1 33 
4 10 40 
5 9 45 
6 6 36 
7 3 21 
8 1 8 
52 200 


Now, if we know that replacement 
lead time is a week, and if we always 
reorder when quantity on hand drops 
to 8, we can be sure of meeting all 
demands at all times, because more 
than 8 units will not be demanded in 
any week. On the other hand, we will 
be carrying far more in stock than 
is necessary to meet normal demand, 
i.e., the most probable demand, or 
likely demand in most of the weeks. 
For instance, if we keep only 6 pieces 
on hand, we would fail to fill all 
orders only four weeks out of the 
year, and even then would be likely 
to miss only 4 or 5 customer re- 
quests out of 200. Unless the item is 
of critical nature, we can compro- 
mise service with economy, for it is 
really expensive to carry an invest- 
ment in stock which is not to be 
needed except in rare instances. 


In the July 1 issue of TE&M, Dr. 
Jones will explain how to predict the 
weekly demand for a given number 
of units. 
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= WESTERN ELECTRIC AND 


Pie 0 SOLE A SARE A NAP AE A RA 


UNIQUE MACHINE. .This automatic assembler of transistors was once considered “practically impossible” because of 
fast-changing transistor designs, tininess of parts to be processed. The first of its kind, it is a bench-mark for industry. 


FIELD ENGINEERS follow Western Electric military prod- 
ucts wherever they go. Their job: to supervise the installation of 
electronic equipment made by W.E. for national defense and 
to instruct military personnel in its operation and maintenance. 


3 


Eicws) 


TO STIMULATE creative thinking and help keep W.E. engi- 
neers abreast of latest technical developments in their highly 
complex world, Western Electric sponsors a full-time, off-the-job 
Graduate Engineering Training program at special study centers. 
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ee Producing hundreds of dependable telephone products 
at the lowest possible cost is a constant challenge to the 
ingenuity of engineers at Western Electric... manufac- 
turing and supply unit of the Bell Telephone System. 


At one Western Electric factory, a fully automated proc- 
ess turns out telephone wire. At another, high precision 
glass enclosed switches are assembled, adjusted and 
tested in one continuous operation. Both represent a bet- 
ter product at less cost, and contributions from several 
areas of W. E. engineering ... mechanical, electrical, 
chemical, civil, many others. 


But the technical challenge goes beyond existing tele- 

phone products. When our Bell System teammate, the 

Bell Telephone Laboratories, creates a new product, its 
introduction into the telephone system depends on 
whether it can be manufactured by existing means. If not, 
the search begins to find a new method or new materials 
or perhaps new machinery to do the job. To intensify the 
search for advances in these areas Western has established 
a new engineering research center near Princeton, N.]J. 


‘ 
y 


The real hope for new developments, of course, rests 
with the individual engineers...with their highly personal 
creative attack on the unknown and the untried. It was 
to prepare and inspire them for such effort that Western 
Electric established its Graduate Engineering Training 
program...full-time and off-the-job at special study centers. 

The efforts of our engineers have helped make possible 
good, dependable, continually improving Bell telephone 
service at a reasonable price. 





MANUFACTURING AND SUPPLY UNIT OF THE BELL SYSTEM 






=) 


VOICE OF THE ENGINEER. The Western Electric Engineer, 
a quarterly publication, reflects engineering thought and achieve- 
ment at W.E. Besides wide circulation within the Bell System, it is 
read in many non-Bell education, engineering and business circles. 


ENGINEERING 








ENGINEERING CHALLENGE. The DEW Line of 
radar stations, spanning the Arctic circle, demanded all 
Western’s engineering know-how. As prime contractor, ~ 
W.E. pushed this job to completion in just 32 months. 










MAIN JOB of W.E. engineers is helping make telephone 
products for the Bell System, like the inter-office tele- 
phone being tested above. They also work in other areas 
of our telephone job—distribution, installation, purchasing. 





Pe 


alll — Pr 4 
GEIGER COUNTER is used to determine whether 
radioisotope test solution has penetrated seal of undersea 
voice amplifier under pressure. These vital amplifiers are 
made by W.E. for use in trans-oceanic telephone cables. 





BASIC STUDIES of new manufacturing materials, proc- 
esses and mechanisms are now underway at our Engineer- 
ing Research Center. This intense research will help us take 
advantage of rapidly unfolding scientific developments. 


YOUR JUNE 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 65 













No. 1958-AR 






No. 1959-AR 


NEW «ein 


Replaceable Gaff 






Adjustable Climbers 


These new Klein Replaceable Gaff 
Climbers assure maximum quality 
and safety. We recommend leg 
irons be replaced after three sets 
of gaffs have been used. 


The easily replaceable gaff is 
held in position by a self-locking 
screw. Full impact is absorbed by 
the gaff and leg iron. No load is 
transmitted to the screw. 


Adjustable to 14%, 15, 15%, 
16, 164%, 17, 174%, 18, 18% and 
19 inches. Made in matched pairs, 
right and left. Available with tri- 
angular ring at ankle or riveted 
ankle loop. Aluminum finish. 
Every climber individually tested. 

WRITE FOR BULLETIN 559 
Bulletin 559, giving full information on Klein Re- 


placeable Gaff Adjustable Climbers, will be 
sent on request. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York. 





4 







Mathias KLE IN & Sons ;° an. 
CE) Caray 4 : 
McCORMICK ROAD © CHICAGO 45. ILLINOIS 
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Scattering Pellets of “Dybar” a 


PLANT NOTES ON NEW DEVELOPMENTS 


by JOHN S. REED 


New Approach to Brush Control 















New brush control method makes use of a pelleted formulation of 


fenuron. When pellets are scattered over brush-infested areas, they 


_ New Approach to Brush Control 


Onn 


AU AU AADAODAAAAARUAAAAMAMARAAAALAL ALAA ALN LUU NAN UE 


AUUAARSARUARAAADDABBEDORAS LA TALAULAALLONAEL LAAN LAAN UEOOeOE Lane 


NEW METHOD of chemical con- 
trol of woody brush makes use 
of a pelleted formulation of fenuron, 
one of the new substituted-urea herbi- 
cides known by the trade name of 
“Dybar” fenuron weed and brush 
killer. When the pellets are scattered 
over brush-infested areas, they are 
claimed to give positive brush con- 
trol with one low-cost treatment. 
Ease of application is said to give 
the pellets an important advantage 


- over liquid sprays applied with con- 


De 


UUUOU0SO0AR0000 10 AALUAARRMMOA ANN g NOAA SAKA EON LAD LLANE 


SAA AAMMAAAB AOL 10 UMRRAMRAARRRAS NAA 1111 


1A NNMO NELLA 


HAOLASNAAAAABEGOLDLA AA Huueusunvenaetataany 


ventional power equipment or hand 
sprayers. Being nonvolatile, the pel- 
lets can be used near sensitive crops, 
and they are noncorrosive, nonflam- 
mable, and present no toxicity hazard 
to people or animals when used as 
directed. 

The one-eighth inch cylindrical pel- 
lets are applied as they come from the 
package, and no expensive or cumber- 
some equipment is necessary. The 
pellets can be scattered by hand, ap- 
plied with a tablespoon at the base 
of individual stems or clusters, or 
spread with a mechanical broadcaster. 

Fenuron pellets were first recom- 


- mended for control of post oak, black- 
/ jack oak, and winged elm in Texas 
_ rangeland. This recommendation was 
_ extended last fall to a larger number 


NO 


of woody species in other areas. The 
claimed successful control of 22 spe- 
cies of woody plants in field trials in 
14 states constitutes the basis for 
present commercial recommendations 
which apply to all areas east of the 
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provide positive brush control. 






JOHN S. REED, TE&M’s techni- 

cal editor, is plant methods su- 

pervisor, Lincoln (Neb.) Tele- 
phone & Telegraph Co. 


Rocky Mountains. 

Rates of application vary from as 
low as 16 pounds per acre in Texas 
rangeland up to 50 to 75 pounds per 
acre for mixed brush in other areas. 
Applications for brush control may 
be made at any time of the year, but 
best results may be expected from 
late winter and early spring applica- 


tion. 


Long Distance Calls 

Only “Six Feet Apart” 

A RECENT AEII paper by W. K. 
MacAdam of the American Tele- 

phone & Telegraph Co. brought out 

the interesting statement that the qual- 

ity of telephone service has under- 

gone continuous improvement until 
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SEAL OUT TROUBLE... 


Permanently 


with Easy-to-Use 


KEARNEY Airseal 


Corrosion and oxidation are no 
longer maintenance problems when 
your ground rod connections are 
sealed with KEARNEY Airseal. 
This weather-proof compound 
forms an air-tight coating over 
any shape connection with a 
simple squeeze of the hand. Air- 
seal will not deteriorate . . . even 
when used on ground rod connec- 
tions below ground. It remains 
pliable indefinitely . . . at tempera- 
tures from —50°F up to 250°F. 


For time-saving 
use KEARNEY 
Airseal — avail- 
able in conven- 
ient sized pads, 
orin 10-footrolls. 





For Better Construction ... For Safer Maintenance 


Specify 


K 
P 


3 


EARNEY 
RODUCTS 


4224-42 Clayton Ave. ® St. Louis 10, Mo. 






Canadian Plant: Guciph, Ontario 
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now customers on long distance calls 
may converse as if they were only six 
feet apart. Thirty-five years ago the 
estimated distance was 70 to 80 feet. 

Excerpts are quoted here from the 
paper to show that improving volume 
is a central problem in telephone 
transmission and programs are under 
way in many locations to bring about 
progressively better hearing condi- 
tions for customers. 

There is a need for remaining con- 
stantly alert to customer desires, con- 
tinually improving the quality of tele- 
phone transmission and maintaining 
flexibility in present facility designs 
to care for future changes. 

With service the main telephone 
product, its quality control is not a 
luxury but a business necessity and 
the closer one gets to the customer in 
examining the quality of service, the 
better is the measure of the job being 
done and the work: that lies ahead. 


With this in mind, evaluation of 
service performance and customer 
desires has been carried out more or 
less continuously in the telephone in- 
dustry since its early days. Recent 
subjective tests of receiver volume 
with a variety of typical listeners 
have added to the knowledge, par- 
ticularly with regard to higher levels. 

Such information permits studying 
reactions to volumes ranging from 
excessive to inadequate. With this 
spread in data, the communications 
product can be analyzed from the 
viewpoint of preference rather than 
tolerance. 

This continuous knowledge of cus- 
tomer preference forms the backbone 
of design objectives, allows for a 
prudent program for up-dating exist- 
ing plant to modern requirements, 
and avoids latching on to a physical 
measurement of noise, volume, and 
distortion, and holding it sacred and 
unchanged throughout the years. 


“Rifle Barrel” Anchor Is 
Easier and Quicker to Drive 
N IMPROVED, easier-to-drive an- 
chor for use in masonry, concrete 
or cinder blocks is a re ent develop- 
ment. It is designed so that it can be 
used in holes that are slightly over 
or undersize in diameter. With this 
new type of anchor, the hole size is 








Cut-away shows 
lands and grooved inner surface of 
newly designed Hammer Drive Anchor 
by Diamond Expansion Bolt Co., Inc. 
Center — Shows how hammer drive 
anchor expands within hole drilled in 


New Anchor: Top, 


masonry. Lower Left — Nail bears 
against raised ribs expanding anchor 
shield securely in slightly oversize 
holes. Lower Right — Illustrates wedg- 
ing action that allows new anchor to 
be used in undersize holes. Nail flat- 
tens ribs; squeezes them into grooves. 


claimed not to be critical and appli- 
cation time is thus materially reduced. 

Outwardly, the anchor appears to 
be the same as the previous type and 
consists of an aluminum shield and 
a galvanized nail. However, along the 
inner surface of the shield there are 
four longitudinal rifle-barrel type 
lands (ribs) and grooves (valleys). 
These account for the anchor’s flexi- 
bility with regard to hole size. 

The lands reduce the inside diame- 
ter of the shield and allow for in- 
creased outward expansion insuring 
that the shield will hold securely in 
oversize holes. Because of their shape, 
the lands flatten out into the grooves 
when the anchor is inserted in an 
undersize hole and the nail is driven 
in. Because the nail only contacts the 
shield at four points (along the ribs) 
and because of the shape of the ribs 
it is easier to drive it home. 

The new anchor is available in a 
range of sizes from 3/16-inch diam- 
eter and 7/18-inch length to 1/2-inch 
diameter and 3 1/2-inch length. 


New Concrete Softener 
HEN CONCRETE floors, side- 
walks, or yard areas need re- 
pairs it is usually necessary to remove 
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EASY, LOW-COST WAY 
TO RUN PIPE UNDER 
STREETS AND WALKS 
































Greenlee Hydraulic 
Pipe Pusher 






Traffic proceeds as usual when your 
piping for underground cable crosses 
under the street this simple timesaving 
way. Model No. 790 shown’ pushes 
34” - 4" pipe about two feet per minute 
with power pump. A small ditch in 
the parkway accommodates the pipe 
pusher — streets and walks remain 
undisturbed, total job time is cut to 
a fraction. Ask your supplier for de- 
tails or write for free literature. 












OTHER GREENLEE TIMESAVING TOOLS 
FOR TELEPHONE WORK: UTILITY CHIS- 
ELS, POWER BITS, BRACE BITS, BELL 
HANGERS’ DRILLS, ANGLE SCREW DRIVERS 


eld 










GREENLEE TOOL CO. 
1777 Columbia Avenue 
Rockford, Illinois 









part or all of the concrete and re- 
apply cement to effect the repairs. A 
new powder compound called Chem- 
Break can be applied to soften the 
concrete and speed the work of re- 
moving the old concrete. 

This compound is not a solvent of 
concrete. It is a mixture of strong 
acids, among other things, but it 
produces no fuming and the powder 
is easy to handle. It does not become 
acid until mixed with water. When 
mixed with water and poured onto 


the concrete surface, it reacts chemi- 
cally with the concrete to produce a 
new compound which is more fragile, 
actually mushy when first formed. 

It may be used with or without the 
aid of a mechanical pavement break- 
er, and reduces the dust and noise in- 
cident to this work. 

The compound may be employed 
in conjunction with a drill or chisel 
to facilitate the drilling of anchor 
holes or to make through holes in 


concrete. 





QUESTIONS and 
ANSWERS 


 oheknand What grounding ar- 
rangement is recommended for 


buffer protection? 


NSWER: The _ best 
ground should be employed in 
otherwise you 


possible 


buffer protection, 
might as well not have this kind 
of protection at all. Since buffer pro- 
tection can be provided anywhere 
from within about three spans up to 
one-half mile from the junction of 
the open wire with the entrance cable, 
the selected location should be one 
that has permanently moist soil as in 
a low spot, near a stream, if pos- 
sible. As many ground rods should 
be placed as needed to obtain not 
more than 25 ohms ground resistance. 
A multiple ground rod system using 
1%” x 8-0” Copperweld rods will 
provide the desired ground resist- 
ance in areas of reasonably low soil 
resistivity. Where the soil resistivity 
is high, as in sandy areas, deep driv- 
en ground rods may have to be used. 
The best results are obtained if 
ground connection can be made to 
the grounding conductor of a multi- 
grounded neutral power system. 


UESTION: We serve an area 
which requires several service 
trucks to maintain our plant and 
make installations of telephones, and 
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have come to the point where we 
could increase the dispatching effi- 
ciency by using a map of the area 
that the trucks travel. What map ar- 
rangement do you suggest? 


eben Rural plant record maps 

and town plats are suitable for 
dispatching maps. Plywood panel 14- 
or 34-inch thick makes a good base. 
Magnetic markers may be used, which 
requires attaching thin sheet metal 
to the plywood panel and pasting the 
map in place over the metal covering 
with wall paper paste. The magnetic 
markers bear the driver’s name or 
number and are placed in the loca- 
tions last reported by the drivers on 
assignment. The markers may be 
used to hold work orders, trouble 
reports, or install orders on the map 
board, providing the dispatcher with 
a memorandum on the next assign- 
ment for each driver. 


UESTION: We lose several poles 

each year as the result of fire 
damage. What can be done to pre- 
vent recurrence of this trouble? 


NSWER: 
where grass fires are common, 
grass and weeds should be removed 
from around the poles. Controlled 
burning may be employed. but a 


If you are in an area 
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for Years- 
and Years- 
and Years- 
of Service! 





Schauer 


ELECTROX 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 
power requirement. 


See your Schaver Jobber. 
Write for Bulletin 4516. 


RECTIFIER DIVISION 


SCHAUER 


MANUFACTURING CORP. 
4516 Alpine Ave., 
CINCINNATI 42, OHIO 


non-selective herbicide will give bet- 
ter and more permanent results. 
Where weed and grass removal is not 
practical, fire retardant coatings may 
be applied with good results. Some 
companies have successfully used 
sheets of aluminum wrapped around 
and nailed to the base of the poles 
in areas of frequent grass fires. New- 
ly set treated poles are more likely 
to catch fire and burn than poles 
that have been in service for a few 
months. For this reason, it is a good 
idea to clear areas around new poles 
after setting them in line repair or 
construction work. 


UESTION: We are replacing de- 
teriorated messenger strand in 
our cable plant and would like to 
know how we can determine the pro- 
per tension of the new messenger. Is 


it the same as that of the old mes- 
senger? 


NSWER: A good general rule is 

to install the new messenger at 
a tension that will not result in either 
cable bowing or excessive sheath ten- 
sion. Excessive messenger tension 
causes cable to bow or form waves, 
while if the messenger is placed at 
too low a tension, the cable will be 
put under too much tension when it 
is lashed in place. If inspection indi- 
cates that the cable on the old mes- 
senger is under greater tension than 
normal, install the new messenger 
with slightly more tension than in the 
old strand. On the other hand, if the 
cable shows more or less bowing, the 
new messenger should have some- 


what less tension. 


— John S. Reed 





“Worth Writing For” 


HALLAMORE Elecronics Corp., a 
division of the Siegler Corp., Ana- 
heim, Calif., recently published the 
following literature containing data 
and information on negative im- 
pedance repeaters: 

(1) Notes on E Type Negative 
Impedance Repeaters: 5-page bulletin 
(No. TR9001) explains: (a) the 
theory of the negative impedance re- 
peater; (b) power requirements; (c) 
gains possible with E type repeaters; 
and (d) describes where E repeaters 
are used, and gives data on typical 
installations. 

(2) The Application of Negative 
Impedance Repeaters on Long Rural 
Telephone Lines: Reprint of a paper 
recommended by the AIEE Com- 
mittee on Wire Communications Sys- 
tems for the AIEE Southern District 
Meeting, Jackson, Miss., 1957. 

(3) E-Repeater Power Unit: 5- 
page booklet gives complete data on 
a repeater power unfit capable of 
supplying the necessary filament and 
plate voltages for shelf operation of 
any combination of E-2 and E-3 re- 
peaters up to a maximum of nine. 

(4) Portable E-Repeater Package: 
8-page booklet gives data on applica- 
tions, circuit, and use of an assembly 
consisting of an E-repeater power 


supply and mounting facilities for 
any combination of four E-2 and E-3 
repeaters. 

(5) E-Type Negative Impedance 
Repeaters: Catalog sheet describes 
the HEC-0200 and HEC-0300 E-type 
negative impedance repeaters. 

(6) Repeater Test Instrument: 
Catalog sheet describes the Model 
RTI-0230 repeater test instrument — 
a portable unit for measuring line 
impedances, return losses, and the 
insertion gain of WE E-2 and E-3, 
or AE Co. AT-2 and AT-3, E-type 
repeaters. 

To obtain your copies, write Halla- 
more Electronics Co., 714 N. Brook- 
hurst St., Dept. TE&M, Anaheim, 
Calif., giving titles desired. 

* * * 

A NEW catalog (#158) of all its 
products has been announced by Dia- 
mond Expansion Bolt Co., Inc., 
Dept. TE&M, Garwood, N. J. Prod- 
ucts covered are: — Diamond-P-Lag 
Screw Expansion Shields, Keystone 
Machine Bolt Expansion Shields, 
Multi-Size Wood Screw Anchors, 
DH D Hammer Drive Anchors (Nail 
Type), Di-Forge Percussion Type 
Masonry Drills, Diamide Carbide 
Tipped Masonry Drills and Wing- 
Ding Wall Screw Anchors. 
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Single-Stage Portable Air Compressor. 


NEW PRODUCTS SHOWCASE 








WORTHINGTON Corp. has an- 
nounced a new 85-ft. single-stage, 
portable air compressor. Its engine 
and compressor reach peak efficiency 
at only 1800 rpm. Lower speed oper- 
ation reduces wear, and engine life is 
further extended by a clutch which 
permits warm-up without load. In ad- 
dition, the 168 hp Continental gaso- 
line engine has a reserve power capa- 
city of over 50 per cent. 

The single-stage Super Blue Brute 
has discharge pressure settings of 
from 75 to 125 psi. Designed for 
heavy duty operation, it need not be 
level but will perform satisfactorily 
on moderate slopes. 

Wide-track wheels, corresponding 
to those of most trucks, and a low cen- 
ter of gravity permit safe towing at 
high-speeds, even over rough, rutted 
terrain. The new unit also has full- 
length tool boxes providing maximum 
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By DICK REYNOLDS 






storage space, arid is only 54-in. 
high, 6l-in. wide and 121-9/16 in. 
long, including its heavy duty tow 
bar. An even more compact skid- 
mounted model is available. For com- 


plete details Check NP 212. 


Poison Ivy Formula 
E. D. BULLARD CO’s formula 


with Hectorite is a new concept de- 
veloped for the treatment of poison 
ivy, oak and sumac. Packaged in 





l-ounce non-breakable plastic bottles, 
packed three to a single unit pack, 
cach of the units is wrapped in water- 
proof polyethylene and may be kept 
in first aid kits or carried easily in 
a pocket or glove compartment. 
Bullard’s formula Catalog #R-29, 
contains Hectorite, a pure mineral 
with endothermic properties. When 
the formula is rubbed onto the irri- 
tated area a cooling sensation is pro- 
duced. The product does not contain 





phenol, menthol, camphor, alcohol, 
oil or any irritating chemicals, and 
may be used around the eyes and 
other sensitive areas of the body. 

When the formula dries it forms a 


protective coating over the irritated 
area. The color of the product is 
neutral and once applied, is difficult 
to see without close inspection. Check 


NP 213. 


Drafting Tape 
A SELF-STICKING red _ plastic 


tape, pre-cut to close tolerance in- 
dividual shapes for drawing printed 
circuit masters is being offered by 
W. H. Brady Co. The bright red tapes 
and shapes are designated Brady 
B-225 “See Thru” Red. The pressure 
sensitive shapes are translucent, al- 
lowing draftsmen to obtain close tol- 
erance layout over backlighted master 
grids during the drafting process of 


originating a printed circuit master. 


















B-225 Red photographs jet black on 
camera. The new tapes and shapes 
produce clean, sharp outlines in con- 
tact printing and photographic repro- 
duction. 

The tape surface is smooth, resolv- 
ing light bounce problems encoun- 
tered in toplighting during photo- 
graphic procedures. Lighting is set in 
one direction, controlling reflection 
and eliminating retouching of master 
negatives. Tolerances of the shapes 
are held to plus or minus .005”. Tape 
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has a smudgeproof adhesive that 
sticks at a touch to Mylar, vellum, 
glass and acetate layout sheets. The 
shapes and tapes can be applied and 
re-positioned without erasing, re- 
touching or smearing the master art- 
work. 

More than 150 different precision 
tolerance standard shapes in the form 
of terminal circles, fillets, elbows, 
universal circles, teardrops, tees, etc. 
are described in a new stock list of- 


fered. Check NP 214. 


Foam Rubber Head Set 


A NEW patented foam rubber head 
pad set (U. S. Pat. #2,686,231) is 
being marketed by Art Anson, Inc. 
that will prove a contributing factor 
in reducing absenteeism. The use of 
the foam rubber head pad set elimin- 


ates headaches and sore ears that 





are often caused by constant pressure 
of the head band set. 
Head set also prevents head band 


slipping and hair pin digging among 
the female operators. The patented 
pad can be worn six different ways 
which can be adjusted to the com- 
fort of the wearer. Earpiece is re- 
movable for cleaning when necessary. 


Check NP 215. 


Plastic Vibration Damper 

A COMPLETELY unique device 
for arresting vibration on open line 
wire has been developed by Pre- 
Company. 


formed Line Products 


YOUR JUNE 





Designation for the one-piece unit is 
PVD — Plastic Vibration Damper. 
The reduced helix at one end fixes 
the damper in place near to the sup- 
port point where the potential fatigue 
damage is greatest and prevents spin- 
ning or riding even on downhill con- 


struction. 


The spiral-shaped Preformed 





Damper is made in one size to accom- 
modate the full range of open line 
wire diameters. It is formed from 
high-impact vinyl plastic. NP 216. 


Plastic Pinch Bracket 


A NEW one-piece Plastic Pinch 
Bracket that establishes cradled, con- 








trolled, 4-inch spacing of open line 


wires between transposition points, 
has been developed by Preformed 
Line Products Company. 

The new bracket eliminates five 
parts — an insulator, a steel plate, a 
of the 
conventional pinch bracket assembly. 

Designated as PPB, the bracket 


is made of high-impact vinyl. The 


steel pin and two bolts — 


central circle of the pretzel-shaped 
unit snaps over the top of the in- 
sulator and locks into the groove. 
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The helically-tormed legs are then 
wrapped individually 


wires. Check NP 217. 
Cable Reel Lifter 
LARGE CABLE reels with broken 


or damaged flanges can be safely 


onto the line 


lifted and mounted for cable pay-out 
with the Hykon Reelift. It lifts the 
reel and supports it on an axle, per- 
mitting the reel to turn freely and 
pay-out cable in the shop, on the 
job or in the field. 

The axle is adjustable for reels of 
different diameters. All-welded steel 
framework and reinforced lift-arms 
provide a heavy-duty, rigid base. The 


device enables two men to mount 





fully loaded reels of 750,000 CMC 
without the use of rollers, patched 


a? get ae “ » 


flanges, jacks, or risky make-shifts. 

Dimensions are 3’ x 2’ on the base, 
’ in height. Finish is industrial 
enamel. Check NP 218. 


Air-Powered Pruners 
THE A. B. CHANCE Co. now of- 


fers air-powered pruners which cut 
green branches up to two inches in 
diameter. Pruners are available in 
a six-foot insulated model, rated for 
use around energized lines up to 69 


KV, 114,-foot 


model. Jaw blades are hardened-and- 


and a noninsulated 


tempered alloy steel; bodies are 
lightweight aluminum. Handle of the 
insulated model is made of fiberglas. 

The blades slice completely through 
a branch in a single stroke, leaving 
the severed end smooth and even. 
Cutting action of the blades is con- 


tinuous and independent of the op- 
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erator, once the trigger is tripped 
and held in closed position, eliminat- 





ing possibility of partly-cut, mashed, 
or chewed ends. Blades open automa- 


tically after each cut. Check NP 219. 


All Purpose Winch 


LUG-ALL Company has announced 
the introduction of a new line of 
portable, spur gear all 
winches in 34 and 1 ton capacities. 


purpose 


These units offer protective, tor- 
sion and pressure proof steel hous- 
ings, separate handbrakes for safe 
lowering of full capacity loads, direct 





drive for let-out and take-up of cable. 
Recoiless crank with automatic brake 
allows crank to stay in any position 
and is safe in operation, and a safety 
latch on the crank securely locks it 
on the shaft. Check NP 220. 


Pole-Pulling Jack 

HOLAN CORPORATION is now 
manufacturing a new pole jack that 
speeds pole-pulling. 

The pole jack eliminates need for 
physical effort in pole-pulling. One 
man carries the jack, sets it next to 
the pole and wraps a chain around 
the pole and through the jack. Then, 
he connects hydraulic lines from the 
jack to the truck body and pulls the 
control lever to activate the ram. 


Operating at the maximum 1500 
psi, jack has a lifting capacity of 
12,000 pounds. The hard-chromed, 
double-acting ram is 6 inches in di- 
ameter and has an 18-inch stroke. 
Two 15-foot hose lengths are supplied 





with the unit and additional lengths 
are available. A 4-way valve mounted 
on the truck body controls oil pres- 


sure. Check NP 221. 


First Aid Kit 


A FIRST Aid Kit has recently 
been introduced by E. D. Bullard 
Company. Made of weatherproofed 
green vinyl on the outside with clear 
plastic pockets on the inside, kit con- 
tains six single unit first aid paks. 

Kit weighs 26 ounces and is 5” x 
8” when closed. It is compact enough 
to fit into the glove compartment of 
a truck, bus, automobile or boat, or 
in a pocket of a jacket. Enough first 
aid material is included to insure 
adequate protection for from six to 
ten people. All individual units of 
first aid are packaged in polyethylene 
to insure freshness no matter when 
they will be used. 

Unit packs may be chosen from any 





of the more than 100 manufactured 
by Bullard’s. These include antisep- 





tics, plastic bandages and burn treat- 


ments. Check NP 222. 


Aerial Ladder 
A COMPLETE line of aerial lad- 


ders has been announced by Truck 
Equipment Company. The new line 
includes three new series. 

The Truco Manual Aerial Ladder 
(TML Series) uses counterbalance 
springs to absorb 70% of the weight 
in raising the ladder. A hand-op- 
erated hydraulic system furnishes 
needed power to raise the ladder. 
Rotation through 360° is accom- 
plished through use of low-friction 
bearings in the pedestal, gear box 
and hand crank. Ladder locks in any 
desired position of raise or rotation. 


The Truco  Hydraulic-Electric 


Aerial Ladder (TEL Series) is raised 





a wise Paes 
by hydraulic-electric power furnished 
by a 12-volt DC motor operated from 
the truck battery. Integral low-fric- 
tion bearings, heavy-duty worm gear 
box and a hand wheel provide rota- 
tion through 360°. 

The Truco Fully-Powered Aerial 
Ladder (TFPL Series) is fully pow- 
ered in all movements — extension- 
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Type 33 A 


A low frequency, one-to-three 
channel, stackable carrier sys- 


Lub 


FOR ALL YOUR CARRIER 


AND MICROWAVE NEEDS 





DATATEL Type 23 A 


A transistorized FM carrier 
telegraph system using fre- 
quency shift keying. Minimizes 
“cross-fire”, noise and static. 


Ws tem. Primarily for short or Up to 26 channels available. 
Le medium haul circuits. sane Supervisory function included. 
Type 45 A TELEGRAPH uP 
7% P T 
Cr A miniaturized, 12-channel, SYSTEMS ~~ : : 
TELEPHONE high frequency carrier. Econ- An economical AM carrier 
+ omical enough for short haul, using on-off keying. Provides 18 
ayer sm° good enough for long haul high-quality channels. 
circuits. 
-+.-FOR Type 45 C 
OPEN-WIRE A miniaturized, 16-channel Type 440/444 
system. Stackable in 4 channel Carrier signaling equipment 
LINES groups, each with its own com- for telemetering, dial signaling, 
mon and channel equipment. remote control, supervision or 
Available systems: CA, CB, alarm functions. 
‘ CC, and CD. b fu 
Type 51 B 
- - Remote control, supervision 
FM Subscriber Carrier TELEMETERING and alarm system for handling 
...FOR Extends the economies of car- AND REMOTE large numbers of functions over 
rier to subscriber lines. Add very few signaling circuits. 
SUBSCRIBER up to 100 subscribers without CONTROL 
LINES additional wire construction SYSTEMS Type 53A 
with this 10-channel system. : p 
Order-wire equipment to pro- 
Type 33 B/C vide a maintenance talking 
ae circuit for radio systems 
Providing 1 to 24 channels for between two or more locations. 
low capacity radio systems. Used with 44 Type equipment 
Type 45 BX above for signaling and alarms. 
-.«. FOR A miniaturized system pro- 
viding up to 120 channels for 
xan ty transmission over radio cir- 
cuits. Interconnectible with 
other 45-Class systems. MICROTEL Type 74 A 
A wide-band FM microwave 
Type 45 CX system providing up to 240 
Similar to 45 BX, but designed but channels in the 6000 mc region. 
for 4-channel operation on thin- 
route radio applications. Type 911A 
RADIO Thin-route VHF radio syste 
Type 45 BN SYSTEMS for service to remote locations 
ttle : te or emergency service where only 
i <oS A miniaturized 24-channel sys- a few channels are involved. 
CABLE tem for cable circuits. Inter- 


connects with other systems of 
the 45-Class. 


For complete details on any of these Lenkurt systems or products write: 
Automatic Electric Sales Corporation, Northlake, Illinois. Offices in principal cities. 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 
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retraction, elevation and_ rotation. 
Push button controls are available 
for both top and bottom of ladder 
to facilitate operation. Power is fur- 
nished through a 12-volt DC motor 
operated from the truck battery. 

All three series of Truco Aerial 
Ladders can be mounted on standard 
truck chassis. Check NP 223. 


Guy-Strand Cutter 


AN AIR-POWERED Guy-Strand 
Cutter, available from the A. B. 
Chance Co., cuts through steel strand 
up to 1/2 inch in diameter in a 
single stroke. Severed ends of the 





strand are left smooth and even to 
assist in making quick, neat instal- 
lations. 

Danger of cutting only partly 
through a strand is eliminated be- 
cause, once the trigger is tripped 
and held in closed position, the cut- 
ting action of the blades is con- 


Speeceevevvecevevvenccencenseaeceveceanacuvacececeavaceseceacanacavecessseaesvansgeacavagusenngvnecacevensorsnanecenevenescecencoeasacaneneaevevenuensvanegevevanececavoneanuoevevenennanevenenevenensneneqssenney 


m PLEASE PRINT 


READER'S 


6-15-59 os ae 


SERVICE | NAME: 
re 

DEPT. COMPANY: .... 
T-E-M ADDRESS: ..... 





Telephone Engineer Publishing Corp. 
7720 N. Sheridan Road 
Chicago 26, Ill. 

m@ Please send me information on the following New Products: — 
(Check Items Wanted) F 


tinuous and independent of the op- 
erator. Light but firm thumb pres- 
sure operates the trigger. Jaws open 
automatically after each cut. 

It has _hardened-and-tempered 
alloy-steel jaw blades and a light- 
weight aluminum body. Power can 
be supplied by compressors or stand- 
ard cylinders of dry nitrogen. Air 
hose (including necessary couplings 
and fittings) and tool bags are avail- 


able separately. Check NP 224. 


Elevating Ladder Assembly 

A NEW spring-loaded, self-elevat- 
ing ladder rack assembly for use on 
service bodies having perpendicular 
rear panels has been announced by 
the Powers-American Div. of Me- 
Cabe-Powers Body Co. 

The assembly enables one man to 
erect ladders up to 36 ft. in length. 
As the ladder is pulled front its 
stowed position, it moves to the rear 
of the truck on six rubber-covered 





rollers in the support-guide section 
of the assembly. When the user ex- 
erts a slight downward pressure on 
the end of the ladder, four powerful 
coil springs take over a major part 


Oe ewe weer ee cee c wens ce gpm cesccccesccecescs 


of the job to raise the ladder and 
steel support braces to a fully-erected 
position. Stowing the ladder is equal- 
ly fast and easy. 

Unit is available in sizes for use 
on bodies having top-of-compartment 
lengths of 75”, 90” and 104”. It is 
furnished with 28’, 30’, 32’, 34’ or 
36’ two-section extension ladder. The 
assembly shown in the photo is in- 
stalled on a Powers-American Series 


14. Service Body. Check NP 225. 


Protective Lotion 


A NEW protective product from 
Vanfaire Co., for the field worker 
with hands exposed to poison oak, 
ivy, and sumac, provides a new in- 





visible protection against resulting 
rashes. { 
Applied like any hand lotion it is 
available in 8 oz. plastic bottles. It is 
soluble in soap and water and pro- 
tects the hands up to 12 hours. After 
many tests it is now being widely 
used by many telephone, gas, and 
other utility companies on the west 


coast. Check NP 226. 


High Leverage Plier 
MATHIAS Klein & Sons has intro- 

duced a new oblique cutting plier de- 

signed with high leverage to do many 





jobs too tough for a conventional 
oblique cutter to handle. 


“Handform” handles assure ease 
and comfort in cutting. Length is 8 


inches. Check NP 227. 
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“How To Profit” 


(Continued from page 39) 
can influence one’s rate of advancement in his chosen 
work — or, for that matter, the very progress of his 
company. 

Understanding this subject is (or should be) of such 
predominate concern to each worker that it is desir- 
able at the outset to agree on what phases of the “tool 
situation” deserve airing. In this connection, a concise 
definition of some key words used so far will reduce 
ambiguity and assist in guiding the direction of the 
remainder of this discussion to its logical conclusion 
in the least amount of time. 

Admittedly, reviewing definitions can be irksome 
because it slows up getting at the heart of a discussion. 
By the same token, this approach may well speed up 
one’s understanding of the whole problem. In this case, 
making haste slowly will make it easier to figure out 
how to conveniently put this article’s recommendations 
into constructive operation for the joint benefit of both 
you and your company. 

First, as used in the third previous paragraph, the 
significant word “complex” is a noun, meaning a com- 
plex whole or system. Going on from there, “industrial 
complex” means a complicated assemblage of inter- 
related and interdependent industries of which — in this 
country —- communication companies are an integral, 
active, essential part. 


Second, and more surprising, what is industry ? 
Industry is not exactly what some people think it 1». 


That is, industry is not just brick and steel buildings, 


machines, equipment, nor a thousand and one other 
physical, tangible “things” so commonly, but erroneous- 
ly, thought of as exclusively composing industry. 

Industry, surprising as it may seem, is people — mil- 
lions of people — who have accumulated usable knowl- 
edge and skills. It is these people, then, who plan, con- 
struct, and operate the physical items — tools, that is — 
that are used in industry. 

Thus, the telephone industry is made up of over three- 
quarters of a million workers, each one of which con- 
tributes his share of applied knowledge to keep the ball 
rolling day in and day out. 


What Is A Tool? 

HIRD, and most importantly, it will be advantageous 

to reach common agreement on the meaning of 
“tool” as that word has been used here so far and as it 
will continue to be used throughout the rest of this 
article. A “tool” is anything and everything required to 
get a job done efficiently except (1) raw materials and 
(2) knowledgeable, skillful people. 

Obviously, in this broad sense, “tools” will include a 
vast array of items — some of which, unfortunately, are 
not always thought of as tools. As a matter of fact, it 
is this very situation: inability to recognize a tool when 

Next page, please 
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If you want maximum service 
Specify T-C Pressure-Treated 


. Then rest assured you have poles with the 
best in preservation. Here’s why . . . each step 
in our production is subject to precise and ac- 
curate control, timber selection, manufacture, 
moisture removal and treatment. And, only the 
finest chemical preservatives are used. You get 
uniform high quality, the best in preservation 
and maximum service with the T-C brand on 
your poles. 


Specify T-C 
DISTRIBUTED BY AUTOMATIC 
ELECTRIC SALES CORP. 
AND LEICH SALES CORP. 


PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON. NORTH CAROLINA 









TAYLOR - COLQUITT co. 


SPARTANBURG, SOUTH CAROLINA 
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in Communications 
with U. s. 


® 
MICRO-POWER 
a8 





Tat. No. 2688704 


Your Insurance Policy 
for... 


Stable 
a? Continuous 
Uninterrupted 


Communications Power 


, Micro-Power operates with the main 
source of power. No time consuming 
“load transfers.” No “power outages” 
even for precious seconds! 


Micto-Power Units are available in 
1500, 3000, 5000 and 10000 watt cap- 
acities. For complete information, 
specifications, and demonstration, 
Write... 


U. S. MOTORS CORP. 
102 W. 5th Avenue 
OSHKOSH, WISCONSIN 








you see it, that is the crux of this 
entire discussion. If the reader will 
make an extra effort to understand 
this point, he will not have completely 
wasted his time reading this article. 


For example, capital funds or 
money itself is a tool — believe it 
or not — which does some of its best 


work when treated and used as a 
tool: as a means to an end. 

Furthermore, to take another ex- 
ample closer to home, just as a print- 
ed booklet containing necessary in- 
structions on the maintenance of tele- 
phone equipment must be considered 
an essential tool, so, too, is this copy 
of Telephone Engineer & Manage- 
ment a useful tool in the telephone 
business. 

Now one of the interesting lessons 
that can be learned from studying 
trade publications is that all tasks or 
projects are alike in at least one re- 
spect, namely, their performance is 
made more efficient — hence more 
economical and satisfactory — by the 
availability, correct application, and 
intelligent use of the proper kind of 
tools at the right time. Admittedly, 
even in a small company, this is a 
sizable undertaking. Yet accomplish- 
ing this objective is one of the chief 
duties of responsible management. 

Failure to accomplish this neces- 
sary goal merely means that the 
company’s management has fallen 
down on its job. This automatically 
results in the handicapping of other- 
wise more productive workers. This 
is a type of false economy because 
in the final analysis the company pays 
a premium price for its lack of action 
or foresight. 


Know-How and Know-Why 
Go Together 
HERE IS another 
cents reason why the average in- 
dividual should go out of his way to 
interest himself in this subject of 
recognizing and using all appropriate 
tools to the very hilt and for all that 
they are worth. 
The basic reason goes back to the 
fact that companies and corporations 


dollars-and- 


are not stock certificates, they are 
people. And an organization is no 
better or worse, no more efficient or 


inefficient, than the people who com- 


prise it. With this in mind, it is worth 
mentioning that if there is any one 
thing that limits a man’s value and 
retards the progress of a worker, it is 
the simple —- but often neglected — 
fact that his efforts get out of bal- 
ance when his knowledge of the 
“how” of things outdistances his un- 
derstanding of the indispensable, as- 
sociated “why.” 

It should go without saying that 
unbalanced work efforts are ineffi- 
cient work efforts. To answer this 
problem, the well-edited trade maga- 
zine serves its readers by aiming at 
preserving this balance with a co- 
ordinated treatment of all phases of 
the industry and its problems. 

For the foregoing reason, the 
methodical reader of his industry’s 
publications has an opportuntiy to 
steadily improve his usefulness to 
himself as well as to his company. 


The Tools Of Success 
A! THIS point it should surprise 
no one, therefore, when it is 
categorically stated that, in many in- 
stances, a man’s value on the job 
must take into account his interest 
in and his ability to apply and use 
a broad variety of “tools.” 

Of course it is understood that the 
nature and amount of these necessary 
tools will differ, depending upon cir- 
cumstances and job requirements. Be 
that as it may, one of the standard 
tools common to all jobs within any 
one industry is the trade periodicals, 
papers, magazines and other publica- 
tions covering that field. 

The trade publication, like this 
issue of Telephone Engineer & Man- 
agement, being a creation of the 
present, lives in the present. Its in- 
terest in the past is only as it affects 
the present and the future. 

It follows, then, that 
which aids people to accumulate 


anything 


usable knowledge about the com- 
munication field aids our industry 
and contributes to the still greater 
progress which all of us will enjoy 
tomorrow. 

This, then, is the 50-year old ob- 
jective of Telephone Engineer & Man- 
agement. 

It should be apparent that the 
modern, progressive trade magazine 
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the heterodyne principle 
selective 
resolution 
needed for accurate amplitude measurements of 


This instrument utilizes 
with balanced modulation and _ highly 
crystal filters which achieve the high 
Sub Carrier channels. 


Carrier and Microwave 


Direct reading in DBM for 135 
and 600 ohm circuits or bridging. 


YCONT 


SPECIFICATIONS 





Model 2174 and 2174-A 
Frequency Range: 300 cycles to 400 Ke. Level:—72 dbm to + 32 dbm 
(full scale) at 600 OHMS Accuracy: + .5db from —80 to +32 dbm; 1 
to 400 Kc. Selectivity: 6db down 80 cycles off: 60 db down 480 cycles off. 
Wider crystal filter and demodulator for monitoring SSB, AM, and FM— 
internal speaker and headset jack. Spurious Response: Below 60db. Lo 
intermodulation: Below 60 db. Power Requirements: 115V 
50/60 cycles—48 Watts. Weight, 28 | 


9351 E. 59th Street 








well qualifies itself as an important 
tool to each career employe whose 
mature judgment and self interest will 
not allow him to overlook a single 


rung on the ladder of progress. 


Competing With The Crowd 
IGHT ABOUT be 


expected that some of the newer 


now it can 
readers will pause long enough to 
ask the inevitable question, “What’s 
in it for the newcomer?” 

New employes have at least one 
problem in common, although in vary- 
ing degrees it applies to all levels 
of workers right up to and including 
company officials. This problem was 
and still can be summarized in Archie 
Ward’s famous statement: “The most 
difficult part of getting to the top of 
the ladder is getting through the 
crowd at the bottom.” In such cases, 
the authentic, up-to-date information 
from trade publications will do its 
part in helping anyone who wants to 
be helped chart a course through this 
kind of a competitive maze, some- 


times inelegantly called a “rat race.” 
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Why is this an important matter ? 

A little experience in the world of 
business will soon convince anyone 
that you must keep ahead of your 
rivals or competitors (for better jobs 
— or anything else) or they will run 
over you. To stay ahead you must 
use your head. Your industry’s maga- 
zines will help you keep a jump ahead 
of the crowd — or at least that por- 
tion of the crowd that has not yet 
discovered just how helpful trade 
publications can be. The size of this 
“jump” will depend on many things, 
one of the important ones being 
whether you study your trade maga- 
zine or merely read it. 

A neighbor once asked Abraham 
Lincoln what he was reading. Abe 
replied, “I’m not reading. I am study- 
ing.” 

What is the difference ? 

Resultful studying, involving ac- 
tive reading, is an all-out effort at 
learning and retaining what is learn- 
ed in a useable form. (Note: If this 
explanation is not detailed enough 
for solving your present dilemma, the 


A Division of: 


RAILWAY COMMUNICATIONS, 
Dept. 1-B, Raytown 33, Mo. 


INC. 
Phone: FLeming 3-2100 


following suggestion should be acted 


upon immediately. ) 


Getting Full Value 

IKE MOST things in this world, 

there are good, skillful, and effi- 
cient ways of studying one’s trade 
publications and poor, clumsy, and 
wasteful ones. For those who would 
like to get full value when either 
reading or studying, it is recom- 
mended that you purchase a copy of 
the 130-page booklet entitled, “How 
To Study.” This booklet was written 
in 1957 by Cliff Morgan and Jim 
Deese and printed by McGraw-Hill 
Book Co., Inc. It is worth many times 
its small price of $1.50 because prac- 
ticing its sound, simple techniques 
will permit you to save much time 
and make the art and skill of study- 
ing less of a chore and far more re- 
warding. 

For example, if you daydream 
while reading, or let the printed words 
drift by easily, the chances are that 
you will remember little of real value. 
The efficient reader must concentrate 
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S.E. 44 S.E. 404 S.E. 19R S.E. 283 
($.28 ca) ($1.30 ea) ($.30 ea.) ($1.00 ea) 


Standard Plug and Jack Assembly: Helps 
sell extensions. Standard flush or non- 
flush type. 4 prong wall mounting plug 
and jack assemblies are now manufactured 
by Suttle. Plug and jack bodies made of 
high-impact, high-density styrene. Specify 
brown or ivory when ordering. 


cs 


S.E. 44A 
($.46 ea) 


S.E. 101D S.E. 101C S.E. 101A 
($.55 ea) ($.40 ea) ($.25 ea) 





10-Terminal Connecting Block and Non- 
Shorting Plastic Covers: Three sizes of 
non-shorting plastic covers , are avail- 
able to house one to four standard 
S. E. 44A 10-terminal connecting blocks. 
Only Suttle manufactures these high di- 
electric plastic covers — in brown or ivory. 


SUTTLE 


EQUIPMENT 
CORPORATION 


401 N. 15th St., Lawrenceville, Ill. 
Phone: Lawrenceville 782 


135 S. La Salle St., Chicago 3, Ill. 
Phone: DEarborn 2-3108 


on the subject at hand. This helps 
one to remember longer. Because we 
cannot remember forever everything 
we read, a filing system is usually 
necessary which makes use of the 
publisher’s index for rapid reference. 
Several methods of accomplishing this 
result in an economical fashion are 
discussed later. 

Although you may be reading just 
to obtain new ideas, your main ac- 
tivity in resultful reading should be 
to maintain a critical attitude toward 
the arguments and statements — in- 
cluding even those that you are now 
reading. This does not mean arbi- 
trarily doubting everything that you 
read — but it does mean that you 
should attempt to distinguish between 
statements of fact and statements of 


mere opinion. 


“I Don’t Have Time” 

HE statement “I don’t have time” 

is a rather commonly encountered 
complaint for which there is no 
one universal solution. True, studying 
telephone publications takes time. 
Anything else worthwhile takes time. 
too. Fortunately, time can be bud- 
geted in much the same way that you 
budget the expenditure of money. 
Why do you budget money? Wise 
budgeting is concerned with spend- 
ing money where it will produce the 
most profitable returns — not just 
with spending as little as possible. In 
like manner, the scheduling of your 
time should follow a similar pattern 
and aim at the same objective. 

Napoleon knew the value of time. 
When asked how his army was able 
to defeat a superior force of Aus- 
trians, he replied, “The Austrians do 
not know the value of five minutes.” 

Now you do not have to be a Na- 
poleon to appreciate that sometimes 
the difference of only five minutes - 
especially if this five minutes is spent 
getting the facts from such recognized 
sources as your trade periodicals - 
can give you the advantage over a 
problem, an edge over your rival or 
competitor, or furnish the leverage 
to untangle a snarl, any one or all of 
which might prove to be an expensive 
situation if allowed to continue. 

Of course, when you aren’t going 
anywhere, you don’t have to take 





time to find out how to get there. On 
the other hand, if you and your com- 
pany are determined to get some- 
where, you are obligated to find out 
how to get there — otherwise you 
might get lost en route. 

Your industry’s periodicals, when 
used in the fashion described in this 
article, will prove to be good guide- 
books. They can be supplemented, of 
course, with other source material, 
much of which is referenced in each 
issue’s advertisements, editorials, text 
material, footnotes, and bibliograph- 
ies. 

Telephone publications contain suf- 
ficient information of permanent 
value that they deserve to be pre- 
served and protected for future refer- 
ence purposes. A popular way of do- 
ing this utilizes a sturdy, full-size 
binder for conveniently inserting and 
holding all the issues of Telephone 
Engineer & Management for one full 
year. This binder is available from 
the Telephone Engineer Publishing 
Corporation at a nominal price. 


Another very effective method of 
filing reference information involves 
subscribing to two copies of each 
issue of Telephone Engineer & Man- 
agement. Tear sheets are filed in 
standard file folders in a letter-size 
correspondence file cabinet. Two 
copies of each issue are required be- 
cause some pages include more than 
one subject or article. Properly ar- 
ranged, this system is a very flexible 
one and has the advantage of filing 
all material on any one subject, no 
matter how specialized, in one folder 
regardless of the date of publication. 
Some of the industry’s most successful 
men are actively using this system. 


Summary 

T WOULD be presumptuous, if not 

misleading, to represent the sug- 
gestions included in this discussion 
as being the only ways worthy of con- 
sideration for profiting from studying 
industry publications. Doubtless, 
readers can add other examples of 
equal or greater consequence. In the 
aggregate, these benefits well justify 
the distribution of trade literature 
and periodicals throughout the en- 


tire organization of each of the more 
Please turn to page 84 
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Pr Na Ne V/ISIBLE 


UNDER-GLASS 


Illustration shows set of 6 visible panels with filler strips 
at each end... 10%6” high overall. 


Make corrections and changes easier because 
the bulletin can be removed without loosening 
the glass. Only the panel to be corrected need 
be removed. One-piece steel construction. The 
front edge is formed to provide an easy “‘pull’”’ 
to slide panel out. Meets dimensional require- 
ments of both individual panels and overall 
size of boards. 


Call upon our 
experience—nationwide 
scles and service to 


the telephone industry nice 





Company 


Address 


BULLETIN HOLDER 


FOR QUICK 
REFERENCE TO: 


Emergency phone numbers, 
such as Fire Dept., Police 
Dept., Ambulance and Hos- 
pital numbers. 


Hotels with P.B.X. service. 


Western Union phone num- 


bers. 


Telephone numbers of local 
companies receiving fre- 
quent long distance calls. 


Frequently called direct 
circuit points and tribu- 
taries. 


DSA Toll points. 





Title_ 


Tell me more about your Under-Glass Bulletin Holder. 


ACME VISIBLE RECORDS, INC., Telephone Division, Crozet, Virginia 


S-659 














City 
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A New Concept in Time © 


TELEPHONE 
TOLL TICKET TIMER 


Automatically Calculates 
“Time at a Glance” 





Self Starting Electric 
3 Year Guarantee 


No more guesswork on your toll 
ticket timing! You can now have 
split second, accurate, precise tim- 
ing “at a glance” with this direct 
reading numeral clock. Walnut, 
ebony or ivory plastic case. 7%4 x 4 
x 4”, Wt. 3 Ibs. Large easy-to-read 
numerals. 110 volts, 60 cy. AC. UL 
approved motor and cord. Model 
T.2. 

Officially used by most all 

Telephone Exchanges in U.S.A. 

and Foreign Countries 


PENNWOOD NUMECHRON CO. 


7249 Frankstown Ave. Pittsburgh 8, Pa. 





A complete telephone directory 


publishing service 


Offices: 
300 Montgomery St., San Francisco, Calif. 
1712 Hewitt Ave., Everett, Wash. 
116 So. Rusk St., Kilgore, Texas 
63! Braniff Bldg., Exchange Park N., Dallas, Texas 
121 S.W. First St., Beaverton, Ore. 
130 E. Lime Ave., Monrovia, Calif. 


than 4,000 separate telephone com- 
panies making up our industry. 
Because the direct benefits will be 
found, on the average, to outweigh 
the small cost of making a wide range 
of information about telephone work 
conveniently available to each em- 


ploye, the following pithy remark is 
especially apt in summarizing the 
answer to the question, “What is the 
next step?” and that is: 

“The time is right, the price is 
right — and you can’t go wrong with 
two rights.” — T. DeWitt Talmage. 


Broader Service Horizons 





(Continued from page 45) 


open up a whole new field. I have 
seen development models of card- 
reading devices and ten-button key- 
board devices which are comparably 
low-cost. Much of the ordering, sta- 
tus reporting, production recording 
and similar transmissions which are 
now by voice will be man-to-machine 
in the future. 

Customers and business machine 
people have also indicated the need 
for a subset which is somewhat more 
sophisticated than the present digital 
subset — one having a higher bit rate 
capability. This would be used be- 
tween locations where very large 
volumes of data are to be transmit- 
ted. Work is continuing in the Bell 
Laboratories on the exploratory de- 
velopment of such a subset with the 
objective of obtaining both improved 
error performance and _ increased 
transmission speeds. It is probable 
that some of the Independent manu- 
facturers and Independent laborator- 
ies will contribute towards the solu- 
tion of these problems just as they 
have done in so many instances in 


the past. 


The Future 

OU WILL recall that at the out- 

set I spoke of how a large in- 
dustry can not “level off,’ how it 
either goes up or it goes down. I fur- 
ther spoke of how, if one can not 
grow upward, there is still the op- 
portunity to grow outward — to ex- 
pand the usage of basic facilities. Lest 
I be misunderstood by someone who 
might assume that the telephone 
companies’ interest in data  trans- 
mission is solely for the purpose of 
continued growth, let me hasten to 
add that I am firmly convinced that 
data transmission is something which 


the telephone companies could not 
escape even if they wished to. I do 
not believe it would even be possible 
for us to prevent our customers from 
transmitting data over our plant. 
Therefore, | think the problem which 
faces the telephone industry is not 
whether we are to transmit data, but 
how we are to transmit data. May I 
suggest that the Dataphone concept 
under which the telephone compan- 
ies provide only a subset — perform- 
ing a necessary and useful function, 
as well as protecting the other users 
of our service — is a most attractive 
approach. We are just beginning to 
“scratch the surface” of finding ways 
to handle the ever expanding data 
transmission needs that will inevit- 
ably accompany the growth of office 


V. N. Vaughn, Jr. 


automation. — 


Book Review 


“Developing Executive  Skills;” 
published by the American Manage- 
ment Association, Inc., 1515 Broad- 
way, Dept. TE&M, Times Square, 
New York 36, N. Y.; 425 pages plus 
index; $9.00. 

This comprehensive handbook for 
companies concerned with executive 
performance is a_ replacement for 
“The Development of Executive Tal- 
ent,” which first appeared in 1952. 

Selected material from “The De- 
velopment of Executive Talent” has 
been retained, and much new and 
valuable information has been added, 
reflecting the latest developments in 
the field. “Developing Executive 
Skills” shows how to organize, carry 
through, and evaluate a management 
development program, and how to 
deal with the special problems involv- 
ed in management development (set- 
ting up a favorable climate, re-organ- 


izing the company structure, etc.). 
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for shopping centers 









attracts revenue with its colorful, clean appearance 
... retains profits with sturdy maintenance-free 
construction. 

The BN Booth is best for you, too! 


For full particulars, consult your distributor or write direct 
for folder... Benner-Nawman, Inc., 3421 Hollis Street, 
Oakland 8, California. 


a B-N booth is a busy booth! 


NEW... FOR HOLLOW WALL CONSTRUCTION 


Tekephone Directory 


MARIANNA, FLORIDA 


april 1959 PLASTIC SCREW 





MST UR Bro Peston Peterboere 


CLephin | 
/elepohen [austere | @ NEW IMPROVED FEATURES—The only plas- 
‘oe 1 | tic screw anchor with "toggle-bolt" action. 


Just drill hole .. . insert Wally . . . turn in 
screw. Lower end backs up and bulges behind 
wall material. Holds permanently! 









TITR LETS FREE SAMPLES 
Directory 
nme 
" 
i NE SIZE WALLY 
West Florida yl ay a 
Handles screw sizes 1 
Telephone Company #6 through #10. ; FIRM 
EASY TOUSE... | street 
t 
4 


LOW IN COST 








Printed by 
R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16 
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HOLUB INDUSTRIES, Inc. 


471 ELM STREET @ SYCAMORE, ILL. 
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MODEL JK. 


Transistor Oscil- 
lator, Communica- 
tions D B Meter; 
Leather carrying 
Case. 


Transistor Oscillator, 
Model J: For check- 
ing and locating 
trouble in audio fre- 
quency and carrier 
systems. Sine wave 
output 0, —13, —16 
DBM _ 1,000 cycles 
into 606 ohm line. 
Output impedence 600 
ohms, Communications D B Meter, Model K. Fre- 
quency band, 60 cycles to 600 K C with no correction. 
Reads accurately on unsymetrical and sine waves. 
D B M readings, —20 to +40 in RED: Volt ranges 
0 to 1, 5, 25 and 125 in BLACK. Internal loads 600 
and 150 ohms. Leather Case, 3 compartments for 
Testers and Leads. Either Model J or Model K may 
be purchased separately. 


GTEWART BROTHERS 


Division of Instrument Laboratories 


315 W. WALTON PL., CHICAGO 10, ILL. 





Save Money 


NATCO CLAY CONDUIT, economical 
to install and maintain, is the low 
cost way to give Underground Tele- 
phone Cables permanent protection. 
Available in a full line of shapes. 


NATCO CORPORATION 


327 Fifth Ave., Pittsburgh 22, Pa. 





FIG. ONE: Working model of unit used at Shasta College was created as a 
class project and teaching aid. The case containing the entire unit can be folded 
to form a compact carrying case. — (Photo b- John Serna.) 


“The Telephone Goes To School” 


By MAURICE W. DAVIS 
Instructor Shasta College, Redding, Calif. 


S A MANAGER in charge of a 
local exchange the investment 
in each employe becomes more than 
just a statistic recorded in some book 
on the back shelf. It becomes an im- 
portant figure in the training of ef- 
ficient personnel. 
Your position in industry and my 
position as electricity and radio in- 
structor in the college become some- 


what synonomous. For the most 
part, each of us must take our 


trainees directly from the high schools 
and make productive workers of 
them, in the shortest possible time. 
Granted, there are many differ- 
ences in our job from a_ business 
standpoint, but basically training is 
one of our most important functions. 


S tus 


SSS 


“It’s th’ first pole I ever step- 
ped.” 








Parts of the working models are clear- 
ly visible and well labeled. — (Photo 
By John Serna.) 


Each of us must produce more “suc- 
cesses” than “failures” or we have 
failed. One of the measures of suc- 
cess is the amount of time it takes 
for a worker to produce more goods 
and services (value) than is expended 
in wages. 

In considering the training pro- 
gram for our employes, many ques- 
tions must be asked both of ourselves 
and of our trainees. It must be re- 
membered that the education process 
is not an all give and no take propo- 
sition. The entire structure of our 
business — yours and mine — is 
built on good personnel relations and 
understanding. Some people just 
won't work for some people. 

In employe training, such things 
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as these should be considered: 
How much time does it take the 
employe to do a job? 
How does this compare with the 
amount of time it takes others to do 
the same job? 
What is his efficiency rate? 
What are his interests? Aptitudes? | FANNE R ? 
Abilities? * | 
How much material was wasted ? ; 
Was this loss due to ignorance or 


é 


inaptitude ? 

How much time was lost? 

How many times does he need to 
be told how to do a job? 

Is he physically able to do the 
work assigned? 

Is he a safe worker? To himself? 
To others? 

From your standpoint: — 

What opportunities did the em- | 

a . D) 

ploye have to learn: | FANNGRIPS 


How clear was the explanation? 
" aie? FOR 


Was it repeated enough times: GUY STRANDS 


Did he see what was expected? 
Did he feel what was expected? 
Did he know what was expected? 
What all this means is that we must 
find the most efficient method of 
putting across the idea of how to do 
the job in the shortest possible time. 

Book after book has been written 
on how to teach and the educational 
process but in the final analysis, 
when it comes to learning skills, the 
philosophy of John Dewey “learn by 
doing” is the best. 

We can tell a man how to do 
something. We can show him a pic- 
ture of how it is done. We can show 
him by doing it ourselves, but there is 
nothing quite like having him do it 
himself. 

Picture yourself in the place of the 
new employe who is completely new 
to the industry and without experi- 
ence. It is true that the man with the 
right kind of experience is the best 
type to hire, but he is not always 
available. 


Think how complicated the row on | 

row of relays, wires, lights, etc. must | ARMOR RODS LINEGUARDS TAP ARMOR 
look to him. He may be a radio FANNSPLICES PATCH RODS FANNGRIPS 
“ham” or a “bug” whose whole life PLASTIC FANNGUARDS — MOLDINGS & TUBINGS 
is wrapped up in wires, tubes and 
condensers. He may know basically 
the function of each part, but if he 
can be shown by diagram and work- 


Superformed 
Products 


ing model just how one single circuit 
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NORTHERN WHITE CEDAR 


PENTA POLES 


PENTA treated top-to- 
butt for years of added 
pole-line service result- 
ing in far less per an- 
num costs. Dependable 
service by a company 
who has been serving 
telephone companies 
for more than 50 years. 
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oF. 
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PAGE & HILL, inc. 


MINNEAPOLIS 3, MINNESOTA 
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travels through the exchange without 
the complication of all the sets of 
exact duplicates, the biggest portion 
of the battle is won. Once the relation- 
ship is established, it is easy to say 
to each other, the circuit is exactly 
like the sample. 

Unfortunately, most schools sadly 
neglect the telephone in their elec- 
tricity courses. They consider it, for 
the most part, too specialized an oc- 
cupation — something that can be 
learned later on the job. And they are 
right, to a degree. But to limit in- 
struction to a couple of antiquated 
sets tied together by a few wires and 
powered by a small number of dry 
cells is not enough. 

It is true that telephone parts are 
“hard to come by.” However, most 
companies are very cooperative and 
generous in their donations to schools. 
Most science teachers don’t realize 
this. I do not mean to start a “run” 
on the phone companies by that last 
statement, but I believe you people 
are well able to sort the wheat from 
the chaff. 

The working model, as illustrated 
in Figure One, was created as a class 
project and teaching aid. As you can 
see, it is the common battery type. 
The dial phone to the right in the 
same figure is the first step in the 
“conversion” project which is under 
way and will be completed as _ the 
various selectors, etc. are acquired. 
Each part is built as a unit which 
can be unplugged from the next. No- 
tice, too, that everything possible is 
sectioned or taken apart. Even the 
relays have a cut-away section in 
their covers so that the contacts are 
visible. 

It is obvious that in the construc- 
tion of a unit such as this, certain 
problems are going to arise. 

The first of these is the “engineer- 
ing” and lay-out of the physical parts. 
Each must be placed in such a way 
as to miss contact with a part on 
the opposite side of the cabinet when 
it is closed. (The hinged cabinet be- 
comes the carrying case when it is 
closed. ) 

Once this was done, certain tech- 
nical problems developed. Our tough- 
est problem (but not yours) was 
what to do about ringing power. We 












had no sub-cycle ringer available. 
The bells we had required 105 volts 
A.C. at 20 cycles. Our first thought 
was to use 110 volts A.C. and change 
the number of cycles from 60 to 20 
by means of transformers, vibrators 
and capacitators. The problem was 
finally solved by using a two amp. 
selenium rectifier which converted 
110 volts A.C. to 60-90 volts D.C. 

This was fed through a pulsator 
made from a discarded auto dis- 
tributor turned by a small electric 
fan motor. The cam shaft which 
opened the breaker points had to be 
altered from a normally closed posi- 
tion to a normally open position with 
one portion ground away to permit 
one “make” for the contact point, 
followed by the remaining portion of 
the revolution in an open position. 
Friction in the bearings was sufficient 
to cut the pulses to just the proper 
number. 

Another use not to be overlooked 
for such a display unit as this is the 
development of good public relations. 

Consider your “open house” or in- 
structional program in the public 
school. Small students have very lit- 
tle comprehension of what takes place 
in the “telephone office.” Given the 
chance, they can actually act as op- 
erator and process a call. Small chil- 
dren, as you know, love to play roles. 
They are delighted to immitate the 
activities of grown ups, be they fire- 
man, cowboys, dancers or telephone 
operators. The thing they like best 
to do is the thing they many times do 
in later life as a full-time vocation. 

When you consider an industry 
which employs nearly three-quarters 
of a million people (exclusive of man- 
agement) with an average annual 
payroll of over 2 billion 400 million 
dollars, which must service and main- 
tain some 274,684,144 miles of wire 
(aerial wire and cable) plus the cen- 
tral office equipment, the importance 
of employe training becomes obvious. 


Any teaching aid that can shorten 


the employe training period or stimu- 
late potential customer interest can 
be considered a profitable investment. 
Good Public Relations mean more 
good will and, consequently, less ex- 
pense to management and greater re- 
turn to stockholders. 

















in the power field 


WITH RAYTHEON 


NEWS ABOUT RAYTHEON DEVELOPMENTS IN TELEPHONE POWER SUPPLIES 
Raytheon Company, Industrial Apparatus Division, Magnetic Components Department, Daniel Webster Highway, Hooksett, N. H. 


THOMASTON (GA.) TELEPHONE COMPANY 
PROVIDES FOR FUTURE EXPANSION 


MESSRS. A.M. NEW AND W.M. NEW of Thomaston 
Telephone Company review specifications 
of 100-ampere Raytheon RectiChargeR in- 
stallation. 


MAIN DIAL OFFICE AT THOMASTON now serves 
4,500 terminals, 2,300 lines of terminal- 
per=station equipment. 


Raytheon RectiChargeR® installation 


ready for many times present load 


At Thomaston, Georgia, they know that 
careful planning can save time and 
money in selecting new telephone 
power equipment. 


Here, two Raytheon 100-ampere, 48- 
volt RectiChargeRs were selected in 
place of two 100-ampere, diverter- 
pole generators. The new equipment is 
installed in the main dial office of 
the Thomaston Telephone Company which 
now serves 4,500 terminals, 2,300 
lines of terminal-per-station equip- 
ment. No additional power equipment 
will be needed even though the cur- 
rent load is increased many times 
over. Thomaston officials selected 
RectiChargeRs for their compact size, 
reliable voltage control and minimum 
maintenance requirements. 


To learn how Raytheon Telephone Power 
Equipment can reduce your total power 
systems costs, please contact your 
telephone equipment supplier or 
write directly to Raytheon Company, 
Magnetic Components Department, 
Hooksett, New Hampshire. 


In the power field...Raytheon power supplies for: PBX - PABX - MANUAL 


STEP-BY-STEP + X-BAR - AUTOMATIC TOLL TICKETING - ELECTRONIC SWITCHING - CARRIER - MICROWAVE 





COURTS and COMMISSIONS 


by JOHN G. REYNOLDS 





Tennessee PSC Studies 
Telephone Rate Setup 


@ Commission rejects Southern Bell 
request for increase in intrastate 


person-to-person toll charges and 

greater base rates. 

A REQUEST by Southern Bell 
Telephone & Telegraph Co. for a gen- 
eral increase in intrastate person-to- 
person toll charges and greater base 
rates for 54 towns in the state has 
been rejected by the Tennessee State 
Public Service Commission “for the 
time being.” 

The commission said it would 
launch a “thorough and complete 
study of every phase of the present 
rate structure of Bell in a determined 
effort to bring about such adjust- 
ments and regroupings which may 
appear reasonable and necessary to 
remove any discrimination and in- 
equities which may be found to 
exist.” 

Company Vice President Sam 
Youngblood, general manager for 
Tennessee, expressed disappointment 
at the commission’s failure to ap- 
prove the boosts, but said he was 
“olad that the commission has re- 
tained the matter for further study 
and that they recognize the inequities 
and discriminations now existing.” 

Southern Bell’s proposal contained 
these points: “Night and Sunday” 
reduced rates would be eliminated, 
but on station-to-station calls there 
would be “evening” calls between 6 
and 9 p.m. and all day Sunday and 
“night” calls from 9 p.m. to 4:30 
a.m. except Sundays. 

Comparing present and proposed 
charges for person-to-person calls be- 
tween Memphis and Nashville pro- 
vides an example of the proposed 
boost in rates. The rate at present is 
$1.75 for the first three minutes, 
55 cents for each of the next three 
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minutes, and 25 cents for each minute 
after that. The proposed cost would 
be $2.20 for the first three minutes 
and 55 cents for each additional 


minute. 

Under the proposal, station-to-sta- 
tion collect calls would carry an auto- 
matic 20-cent service charge, regard- 
less of distance or length of time 
talked. 

Southern Bell said the tariff in- 
crease was asked for the 54 towns be- 
cause they had “outgrown” their 
categories. Rates are set according 
to the number of telephones in use 
in an exchange. 


Arkansas Phone Firm 
Proposes Expansion 
@ Bald Knob Tel. Co. seeks authority 


to service Pleasant Plains and 
Floral areas. 


AN APPLICATION filed with the 
Arkansas Public Service Commission 
by the Bald Knob Telephone Co. 
sought permission to take into its 
system the Pleasant Plains and Floral 
areas in Independence County and 
some other territory in White County. 

The utility said the Pleasant Plains 
and Floral areas were now served by 
the Allied Telephone Co. but that it 
“for various reasons has been unable 
to furnish telephone service” there. 
The company said it understood 
Allied was willing to release its 
rights to the area. 

The Bald Knob firm said it pro- 
posed a dial exchange at Pleasant 
Plains to serve at least- 150 customers 
and that this would cost $60,000. 
The company said it would pay for 
this by charging $6 a month for a 
one-party business line and $4 for a 
multi-party rural line. The company’s 
application didn’t say how much tele- 
phone service to the area now costs. 

The company said the area it wants 





to take over in White County had 
not been allocated to another tele- 
phone firm but that it was near ter- 
ritory served by the Southwestern 
States Telephone Co. The company 
said it was “capable” of furnishing 
the area up-to-date telephone service. 


Phone Rates Questioned 
By Arkansas Commission 
@ Commission directs S. W. Bell to 


show cause why its rates in state 
should not be reduced. 


ARKANSAS’ State Public Service 
Commission has directed South- 
western Bell Telephone Co. to show 
cause why its rates in the state should 
not be reduced about $3 million a 
year. The commission said it had 
concluded that the telephone com- 
pany earned “far in excess of a fair 
and reasonable rate of return” in 
1958. 

A commission spokesman said the 
firm, which operates in five states 
and a small part of a sixth, earned 
7.7% on its investment in 1958, ac- 
cording to a federal report. In Ar- 
kansas, he said, its earnings may 
have exceeded 8%. Utilities in Ar- 
kansas traditionally have been - per- 
mitted a return of 6%. 

Company Vice President Warren 
E. Bray said he was “amazed that 
the commission can seriously think 
any reduction in Arkansas telephone 
rates is justified at the present time. 
We have been confronted every year 
with increased wage costs and other 
costs of operation. We have been 
doing everything possible to offset 
these increased costs by improving 
our efficiency.” 


Phone Rate Boosts 
Asked in Georgia 


@ Southern Bell seeks approval of re- 
vised schedule of toll rates. 


GEORGIA’s State Public Service 
Commission has been asked to ap- 
prove a revised schedule of rates on 
long distance calls within the state 
and increased local charges for At- 
lanta and surrounding towns for 
Southern Bell Telephone & Telegraph 
Co., effective in October, 1960. 

The company also asked authority 
to begin an expansion of the area in 
which toll-free calls to and from 















Atlanta can be made. Monthly tele- 
phone bills would rise 25 to 60 cents 
if the commission granted the re- 
quests. 

The expansion would be initiated 
by creating an Atlanta Metropolitan 
Service Plan, according to Southern 
Bell, which said it would introduce 
“direct distance dialing” to Atlanta 
and 15 other communities in the en- 
larged calling area by October, 1960. 

The plan eventually would give 
Atlanta residents a free local calling 
area larger than the state of Rhode 
Island and nearly as large as Dela- 
ware, company officials said. 

The firm said it would spend near- 
ly $7 million to provide the new 
service and would earn an annual net 
revenue of just under $1 million 
from increased local service charges. 


Louisiana Phone Rate 

Case To Be Appealed 

@ District court rules So. Bell is en- 
titled to $1,918,707 rate boost, re- 
jects request for $14,242,478 hike. 

SOUTHERN Bell Telephone & 
Telegraph Co. has announced it will 
appeal rejection by a district court 
of its request for a $14,242,478 rate 
increase to the Louisiana Supreme 
Court. 

The firm’s appeal from an order 
by the Louisiana Public Service Com- 
mission denying the increase was 
turned down by District Judge G. 
Caldwell Herget of Baton Rouge. 

The court, however, ordered the 
commission to grant a rate hike of 
$1,918,707 favored but withheld by 
the commission. In an order handed 
down Oct. 10, 1958, the agency said 
its calculations showed the telephone 
company was entitled to the lesser 
amount in extra earnings but denied 
the rate boost because the firm had 
“failed to perform its obligations as 
a public utility.” 

Company Vice President Homer 
G. Bartee, in announcing the appeal, 
said: “Although the district court 
did grant the small increase prev- 
iously withheld by the commission, 
the effect is still to leave our Louisi- 
ana earnings far below the minimum 
required for a fair rate of return.” 

Commission Chairman John Mc- 
Keithen said the court order to grant 
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COMPARE Alphaduct with any 
other telephone drop wire! None 
can offer you a better 

balance of the physical and 
electrical properties necessary 
for dependable, long-life 
communication service. 


EXHAUSTIVE TESTING: 
TANK TESTS—every coil of 
Alphaduct is submerged in 
water for voltage 
breakdown and insulation 
resistance tests. 
COMPRESSION TESTS— 
Alphaduct drop wire 
is manufactured to 
withstand exacting crush 
resistance tests. 

P-CLAMP TESTS—insures 
superior bonding of rubber 
to conductor and jacket 

to insulation... simulates 
field conditions. 


EXCLUSIVE DATING FEATURE— 
every length of Alphaduct carries 
manufacturer’s name, catalog 
number and date of 

manufacture ...provides 

permanent service record of 
installation...proves Alphaduct’s 
long-lasting durability. 


CARTON PACKAGING— 
provides ease of handling... 
protects products during 
shipment and storage... 
simplifies inventory counts. 


AVAILABLE IN THREE 
CONSTRUCTIONS (in both 


reinforced and non-reinforced) 
Twisted Pair, Parallel Type, 
and Dumbbell Type. 


ALPHADUCT DROP WIRE 


When you buy 

Alphaduct Drop Wire 

or any one of Alphaduct’s 

complete line of telephone wires— 
you buy the know-how of 

the only real independent 
specialists in the insulated 
telephone wire field. 


Regional Distributors 
Buckeye Telephone & Supply Co. 
Columbus, Ohio 


The Lindsay Telephone Supply Co. 
Cleveland, Ohio 


Pankey Supply Co. 
J Charlottesville, Va. 
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TRANSPOSITION BRACKETS. 


proved best...world wide 


Transposing wires to help expand toll cir- 
cuits, carrier systems, balance out cross- 
talk and reduce noise levels has proven 
itself, installation after installation, 
throughout the world. 


Case aluminum Transposition Brackets for 
cross-arm and span-point transpositions 
have proved to be the outstanding choice. 


@ Unique span-point design... the only 
bracket designed especially for mid-span 
transpositions .. . eliminates the need for 
special transposition poles. 


@ Lightweight ... Case non-corrosive alu- 
minum cross-arm brackets weigh only 4 
Ibs.*; the span-point bracket weighs only 
33¢ Ibs.* 

* (including insulators and bushings) 

@ Roller system .. . Case brackets feature 
insulators that roll, eliminate wire drag- 
ging on insulators and bracket distortion, 
protect wire insulation in stringing. 

@ Special rubber bushings ...in the event 
of glass insulator breakage, the line wire 
falls on the rubber bushing, with no loss 
of communication service. 


SOLD BY LEADING DISTRIBUTORS IN THE U. S. 


CASE BRACKETS .. . STRONG, LONG-LASTING, ECONOMICAL, 
ESPECIALLY ADAPTED FOR CARRIER-CIRCUIT CONSTRUCTION 


Write today for free illustrated brochure. 


TRANSANDEAN ASSOCIATES, INC. 


304 MAIN STREET, ORANGE, NEW JERSEY 





Case cross-arm transposition bracket 


Case mid-span transposition bracket 





the smaller rate increase would re- 
quire a decision “to be made by the 
commission jointly after conferring 
with its legal staff. In view of the 
telephone company’s resumption of 
construction, I would be inclined to 
recommend to the commission that 
the $1,918,707 rate increase as 
ordered by the court be allowed to 
go into effect.” 

The commission had refused to 
grant any increase, aecusing the firm 
of “grossly inadequate service” and 
an arbitrary slowdown in Louisiana 
expansion. 


Virginia Court Upholds 
Telephone Rate Boosts 


@ Virginia Supreme Court opinion 
approves rate increase granted to 
C. & P. Tel. Co. 


AN OPINION handed down by the 
Virginia Supreme Court of Appeals 
has upheld a rate increase granted by 
the State Corporation Commission to 
the Chesapeake & Potomac Telephone 
Co. 

The commission permitted the firm 
an increase in rates effective Jan. 1, 
1958, estimated to produce additional 
annual gross revenues of about $7,- 
228,000. The commission’s order was 
appealed by several Virginia locali- 
ties, raising the question of whether 
its action was reasonable and just. 

Written by Justice Archibald C. 
Buchanan, the court’s opinion said 
“courts and commissions should of 
course take a long look at the record 
before deciding that a public utility 
should owe more money than it does. 

“That question is primarily for 
the judgement and integrity of its 
management. It is only when it is 
made clear by the evidence that the 
officers and directors are following a 
policy in this regard which unreason- 
ably favors the stockholders at the 
expense of the consumers that the 
rate-making tribunal should substi- 
tute a capital structure radically dif- 
ferent from one fashioned by the of- 
ficers and directors of the corpora- 
tion. The evidence in this case does 
not warrant our over-turning the 
commission’s action and substituting 
a different judgment.” 

The commission’s order had been 
appealed by the cities of Lynchburg, 
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Hopewell, Hampton, Norfolk and 
South Norfolk and the counties of 
Arlington and Fairfax. 

In a 2-to-l1 decision, the commis- 
sion granted the increase with the 
majority adopting debt and equity 
ratios accepted by its staff. It fixed 
the rate of return at 6.38%. The 
staff found this to be the earning ex- 
perience of the Bell System in 1956. 

In a dissenting opinion, Commis- 
sioner Ralph T. Catterall contended 
that the proper basis for calculating 
the rate of return should be a capital 
structure of 42% debt and 58% 
equity. On this basis, he calculated 
the required rate of return to be 
5.83%. 

Counsel for the localities making 
the appeal argued that overwhelming 
weight of authority was that a debt 
ratio of 45% debt and 55% equity 
was “fair and reasonable to the pub- 
lic utility and to the consumer and 
financially sound and appropriate.” 


Utility Relocation Bill 
Approved In New Mexico 
@ Bill is similar to one approved in 

1957, but declared unconstitutional. 

A BILL providing for the use of 
state and federal funds to reimburse 
public utilities for the relocation of 
their facilities where necessitated by 
interstate system highway construc- 
tion was given final passage by the 
New Mexico legislature and sent to 
the governor for signature. 

The measure was amended prior 
to legislative passage to eliminate 
state responsibility for moving utility 
lines for primary road construction 
not in the interstate system. 

The bill is similar to one enacted 
in 1957 but subsequently declared 
unconstitutional by the State Supreme 
Court. The new proposal seeks to 
overcome the court’s objections by 
preventing the utility from making 
any profit from relocation. The high 
state court held the 1957 bill un- 
constitutional because it violated the 
ban against public payments of bene- 
fit to private interests. 

A companion measure to allow the 
state to reimburse cities for the re- 
location of municipal utility also won 
approval of the New Mexico legisla- 
ture. 











FORGET IT 


Whitney Blake TELECABLE for Direct Burial, 
is made to last, to withstand the most 
“unfriendly” soil conditions and to give long, 


uninterrupted service underground. 


It is quality that makes for true economy ... 


that’s why we can say “bury it and forget it.” 


WB TELECABLE — Type DB 
Complies with REA 
Specifications PE-23 





Write for NEW 


WHITNEY ‘ free Bulletin T-5 
WB Paiste 
Telephone CHestnut 8-5515 


CO. | TWX: NH 84 





NEW HAVEN 14, CONNECTICUT 
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REA telephone borrowers in Pennsylvania, New Jersey 
and New York recently held a meeting at the Hotel Har- 
risburg, Harrisburg, Pa. Representatives of the Public 
Service Commission of Pennsylvania and the Pennsylvania 
Bell Tel. Co. met with the Independent telephone com- 


pany representatives for the two day conference. Approxi- 
mately 80 people attended the sessions. At the conclusion 
of the meeting, it was voted that the meeting again be 
held during 1959 and RALPH M. HYLE, president of the 
Lycoming Telephone Co. was named chairman for 1959. 


industry NEWS briefs 


Inter-County T. & T. Joins 
National D D D Network 

INTER-COUNTY Telephone & 
Telegraph Co., Fort Myers, Fla., re- 
cently became the first Independent 
telephone company in the state of 
Florida to join the Nationwide Di- 
rect Distance Dialing Network. 

This is another Inter-County Tele- 
phone System first, since the com- 
pany introduced Direct Distance Dial- 
ing within its own Intra-State Toll 
Network in 1955. According to J. N. 
Johnson, Inter-County president and 
general manager, this system was 
the first such Independent long dis- 
tance convenience in the south- 
eastern United States. 

Nationwide DDD is now provided 


for the Inter-County’s customers in 


three Fort Myers offices, and also 
at the exchanges of Fort Myers 
Beach, Naples and Punta Gorda. Over 
50% of Inter-County customers are 
now able to dial direct long distance 
calls to over 100 Florida exchanges 
and better than 450 points across the 
nation. Over 40 million of the na- 
tion’s 65 million telephones can now 
be dialed directly from the Inter- 
County Direct Dialing System. 

The Sunshine State’s first long-haul 
system is tied into the network with 
Strowger Automatic Toll Ticketing 
equipment, with _ ticket 
printers and a computer. 

This was the first step of a two- 
step program to provide Nationwide 
DDD to Inter-County patrons. In 
1959, a similar Direct 


complete 


December, 


Distance Dialing System will be 
placed into service at the Inter-County 
Company’s Avon Park Toll Center for 
the Avon Park exchange and also for 
those of Sebring, Lake Placid, Okee- 


chobee, Fort Meade, Bowling Green 
and Wauchula. 


Rochester Telephone 
Elects New Officers 
THE BOARD of directors of the 
Rochester (N.Y.) Telephone Corpo- 
ration at its annual meeting elected 
William A. Kern as president, suc- 
ceeding Donald H. Campbell, who 
has been president since 1950 and 
who becomes chairman of the board. 
John P. Boylan, who has been 
chairman of the board since 1946 
and has been engaged in the tele- 
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Exciting | 
things are 
happening ay 
...Where 
Independent 
Telephone 


Companies are 
growing ! 


Probing the lavish reserves of natural wealth, for 
example. An underwater hoard of oil. An ore de- 
posit. A new source for sulphur or salt. To appease 
our industrial appetite, they must be developed. 
And each new discovery means manpower on the 
move. Into new jobs... new homes. Into the eco- 
nomic ‘‘frontiers’’ served by independently owned 
and managed telephone companies. From a dial 
exchange with only a few hundred customers to 
companies serving hundreds of thousands. . . Inde- 
pendents together make up a 3 billion dollar in- 
dustry. Today, they operate 10 million telephones, 
will add another half-million this year . . . to help 
you reach all America. 


Write for free booklet, ‘An American Story”— illustrated facts about America’s Independent telephone industry. Address Dept. 933, 
U.S. INDEPENDENT TELEPHONE ASSOCIATION, Pennsylvania Building, Washington, D. C. 
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phone business for 67 years, has re- 
tired as chairman of the board, but 
continues as a director. 

Kern entered the telephone busi- 
ness with the New York Telephone 
Co. in 1927 upon graduation from 





WILLIAM A. KERN 


Colgate University. He joined Ro- 
chester Telephone Corp. in 1935 as 
a district traffic superintendent. In 
1944 he was made traffic superin- 
tendent. He was elected vice-presi- 
dent in 1945 and executive vice- 
president in 1952. 

George S. Beinetti was elected 
senior vice-president — operations, 
a newly created office of the corpo- 





GEORGE S. BEINETTI 


ration. Beinetti, a native of Albany, 
joined the New York Telephone Com- 
pany’s engineering department as a 


clerk in 1927. 


Later Beinetti worked as a student 
engineer while studying at Rensselaer 
Polytechnic Institute. He graduated 
from R.P.I. in 1933 with an E.E. 
degree. Beinetti held various posi- 
tions in New York Telephone Com- 





F. MARK CLARK 


pany’s plant and engineering depart- 
ments in Albany until 1944 when he 
went to Elmira and served, first, as 
plant chief, then as _ construction 
supervisor. 

Beinetti was appointed district 
plant superintendent at Olean in 
1949. He returned to Albany in 1950 
as supervisor and assumed the same 
position for the western area at Buf- 
falo in 1955. 

F. Mark Clark, commercial super- 
intendent, was elected a vice-presi- 
dent. Clark, who has been with the 
Rochester Telephone Corp. for 30 
years, started as a salesman and later 
became sales manager. In 1945 he 
was made commercial engineer. Since 
1955 Clark has been commercial su- 
perintendent. 


Gen. Tel. of Ohio Names 


Winn, P. R. Director 
CLARE E. WILLIAMS, president 


of the General Telephone Co. of 
Ohio, Marion, has announced two 
organizational changes within the 
company’s general offices in Marion, 
Ohio. 

G. T. Winn has been appointed pub- 
lic relations director succeeding Leon 
E. Brookhart. Brookhart has been 
named marketing and sales manager 


for the General Telephone Co. of In- 
diana, with headquarters in Ft. 
Wayne. 

A native of Huntsville, Mo., Winn 
began his telephone career in the 
plant department of the Southwestern 
Bell Telephone Co. in 1937. 

Brookhart has served as public re- 
lations director since June, 1957, 
when he relocated his family to Mar- 
ion from San Bernardino, Calif. Be- 
fore coming to Ohio, he held a num- 
ber of positions with General Tele- 
phone Co. of California. 


Leon Brookhart Named 
To Marketing Post 

LEON E. BROOKHART has been 
appointed to the newly created posi- 
tion of marketing and sales manager 
with General Telephone Co. of In- 
diana, Fort Wayne. Brookhart had 
been public relations director of 
General’s Ohio company since 1957. 

A native of Perry, Okla., Brook- 
hart started his telephone career in 
1939 as a paystation collector with 
General Tel. of California. He 
became a commercial representative 
in 1945 and was transferred to the 
marketing and development section 
in 1946. In 1947 he was promoted 
to supervisor of the section. 

From 1948 to 1957, he served as 
an exchange manager in California, 
first at Laguna Beach, then at Hunt- 
ington Beach and later at San Bernar- 
dino. He then moved to Ohio as pub- 
lic relations director. 


So. Nevada Tel. Names 
Thomas Acting Chief Exec. 

DIRECTORS of the Southern 
Nevada Telephone Co., Las Vegas, 
Nev., have designated Gilbert O. 
Thomas to serve as acting chief execu- 
tive officer until a new president is 
named to succeed the late Allye Law- 
son. 


Thomas will continue as vice presi- 
dent and treasurer of the company 
but relinquishes the post of secretary. 
Board Director Charles C. King was 
appointed secretary. 

Lawson died of a heart attack in 
his office on April 13. He was the 
son of the late Sam Lawson, founder 
of the company, and had been with 
the company for 28 years. He was 
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named president of the company last 
December. 

Lawson was born August 6, 1907, 
in Riverside, Calif. He attended Las 

: Vegas High School and was graduated 

from the University of Nevada in 
1931 as an electrical engineer. 

He is survived by his widow, Vir- 
ginia and two children. 


Schroeder Re-elected Pres., 


Illinois Telephone Assoc. 
APPROXIMATELY 400 telephone 


officials from Illinois and a few from 


‘ nearby states attended the 54th An- 

ee a. _ Members of this Illinois Convention group are (I. to r.): R. H. BURFEIND, 
nual Cony eens of the Illinois Tele Chicago; HARRY A. JOSLYN, director, DeKalb-Ogle Telephone Co., Sycamore; 
phone Association at the Pere Mar- BEN B. BOYNTON, general counsel, Illinois Telephone Association, Springfield. 


quette Hotel, Peoria, on April 20 and 
21. All sessions were presided over 
by K. L. Schroeder of Freeport, 
Illinois, president of the Illinois Tele- 
phone Association. 

The new officers and directors of 
the association are as follows: Presi- 
dent, K. L. Schroeder, vice president, 
Northwestern Telephone Co., Free- 
port; Vice President, Daniel Schaefer, 
general manager, DeKalb-Ogle Tele- 
phone Co., Sycamore; Treasurer, Ray 
J. Alter, general manager, Intra State re 
Telephone Co., Galesburg; Secretary, ey ee . 
J. G. Hardy, Springfield ; and Gen- DPDONALDSON COOMBES (left), connecting company agent, Southwestern Bell 
eral Counsel, Ben B. Boynton, Spring- Telephone Co., St. Louis, Mo., and W. M. DRIGGS, operating vice president, 
field General Telephone Co. of Ill., Bloomington, discuss Illinois convention with 

a MAYME WORKMAN, executive secretary, Independent Telephone Pioneer 

Directors elected to serve for a pe- Assoc., Springfield. 





re. 4 














Officers and directors of the Illinois Telephone Association. Back row (I. to r.): J. G. HARDY, secretary, 
Illinois Telephone Assoc., Springfield; R. A. LUMPKIN, president, Illinois Consolidated Telephone Co., 
Mattoon; A. T. RENN, Bell-Independent relations manager, Illinois Bell Telephone Co., Chicago; G. W. 
TROUT, acting staff engineer, Illinois Bell Telephone Co., Chicago; BEN B. BOYNTON, general counsel, 
Illinois Telephone Assoc., Springfield; DON ANDERSON, manager, Geneseo Telephone Co., Geneseo; 
DONALDSON COOMBES, connecting company agent, Southwestern Bell Telephone Co., St. Louis, Mo.; 
W. R. McGREW, district manager, Middle States Telephone Co. of Ill., Park Ridge, Ill.; GORDON ALLER, 
general manager, state area, Illinois Bell Telephone Co., Chicago. Front row (I. to r.): DANIEL SCHAE- 
FER, general manager, DeKalb-Ogle Telephone Co., Sycamore; K. L. SCHROEDER, vice president, 
Northwestern Telephone Co., Freeport; RAY J. ALTER, general manager, Intra State Telephone Co., 
Galesburg; ROLAND SCHMIDT, president, Home Telephone Co., St. Jacob; BURTON W. SAUNDERS, presi- 
dent, General Telephone Co. of Ill., Bloomington; RUSSELL LOGUE, vice president, C. T. & N. Telephone 
Co., Casey; and convention speaker, LEON ROBERTS, director of information, U. S. Independent Tele- 
phone Assoc., Washington, D. C. 
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riod of three years are: Ray J. Alter, 
general manager, Intra State Tele- 
phone Co., Galesburg; Don Anderson, 
manager, Geneseo Telephone Co., 
Geneseo; Donaldson Coombes, con- 
necting company agent; Southwestern 
Bell Telephone Co., St. Louis, Mo.: 
M. A. Kugler, president, Okaw Com- 
mercial Telephone Co., Okawville; 
and James Stice, general manager, 
National Trail Telephone Co., Alta- 
mont. 

Headline speakers were: Dr. Delyte 
Morris, president, Southern Illinois 
University, Carbondale, Ill.; W. C. 
Giller, equipment engineer — dial 
equipment, Illinois Bell Telephone 
Co.; Leon Roberts, director of infor- 
mation, U. S. Independent Telephone 
Association, Washington, D. C.; Dr. 
Murray Banks, New York, N. Y., 


humorous and inspirational speaker. 


Safety Award Presented to 


General’s N. Y. Companies 

THE NATIONAL Safety Council 
has announced that the New York 
Companies of the General Telephone 
System with General Offices located 
at 6 Church St., Johnstown, N. Y., 
has been presented the National Safe- 
ty Council’s Award of Merit for its 
excellent safety record. The Award 
is the highest recognition obtainable 
for an outstanding safety record pre- 
sented only where an establishment 
satisfied rigid requirements laid down 
in the Council’s Award Plan for re- 
cognizing good industrial safety re- 
cords. 

Mayor Donald Bellinger, acting on 
behalf of the National Safety Coun- 
cil, presented the Award: Plaque to 





¥ A’ ¥ 2 
LEPHONE COMPA 


RONALD CARRUTHERS (left), chief equipment engineer of Commonwealth 








Telephone Co., explains to FRED RUNDLE, Kellogg sales promotion manager, 

how four channels of K-31 carrier reduced the line fill of two subscriber lines 

from 36 to a maximum of six parties per line and eliminated all 20-party 

lines in the Benton (Pa.) exchange. The K-31, fully transistorized subscriber 

carrier with plug-in components, was engineered, furnished and installed by 
Kellogg Switchboard & Supply Co. 


C. E. McCormick, president, K. A. 
Loske, general plant training super- 
visor and H. Hillier, vice president 
Local 1891, IBEW, representatives 
of the company employes in a cere- 
mony held at the Johnstown City 
Hall. Mayor Bellinger noted that the 
Award of Merit has been presented 
to the New York Companies of the 
General Telephone System for the 
operation 1,256,007 man 
hours without a disabling injury. 
Mayor Bellinger stated that this 
excellent safety record has been ac- 
complished from November 26, 1957 
to December 31, 1958, over 13 


of over 





Rochester (N. Y.) Tel. Corp. has announced the following organization changes: 

JUSTIN M. WILLIAMS (left), promoted to traffic superintendent; WILBERT 

LIGHTFOOT (center), promoted to assistant to the vice president-plant, and 
RICHARD W. BOOKINS, promoted to buyer. 


months. The Mayor further remarked 
that since January 1, 1959 the 600 
employes of the New York Compa- 
nies have worked an additional 266,- 
056 hours, with the first lost time 
injury occurring on April 4, 1959. 

C. E. McCormick, president of the 
New York Companies of the General 
Telephone System stated, “I accept 
this Award for the employes of the 
General Telephone Company who 
have established this excellent safety 
record by their observance of safe 
practices. This signifies that work in- 
juries can be prevented and safe op- 
erations can be made safer. More im- 
portant is the fact that the men, 
women and families of General Tele- 
phone Co., with observance of safe 
practices, live healthier lives, free 
from unnecessary pain and suffering 
caused by accidents.” 


Gen. Tel. Service Corp. 
Names Defense Coordinator 
W. J. HAMM, commercial director 
in General Telephone Service Corp., 
New York City, has been appointed 
defense facilities coordinator, accord- 
ing to an announcement by Donald 
C. Power, chairman of the board 
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and chief executive officer of Gen- 
eral Telephone & Electronics Corp. 

Hamm will report to the vice presi- 
dent — operations in the service cor- 
poration. His headquarters will be at 
Colorado Springs, Colo., and_ his 
primary responsibility will be to act 
as liaison with the Defense Depart- 
ment in providing facilities within 
the operating areas of General Sys- 
tem which are required by the mili- 
tary forces in connection with the 
defense effort. 

R. D. Kingston, commercial engi- 
neer in the service corporation, will 
replace Hamm as commercial direc- 
tor, Mr. Power also announced. 


Carolina T. & T. Cited By 
Department of Defense 


THE “Department of 
Award,” given for outstanding co- 
operation with the Armed Forces Re- 


Defense 


serve, was recently presented to Caro- 
lina Telephone & Telegraph Co., Tar- 
boro, N. C., at a luncheon meeting 
of the Tarboro Rotary Club held at 
Hilma Country Club. 

On hand to make the presentation 
was Colonel Thomas G. Keithly, Com- 
mander North Carolina Sector Com- 
mand, XII U. S. Army Corps (Re- 
serve). Rotarian H. Dail Holderness, 
president of Carolina Telephone, ac- 
cepted in behalf of the company. 

The presentation was made in three 
parts —— an award certificate signed 
by the secretary of defense; a De- 
partment of Defense pennant; and a 
citation. 

Colonel Keithly read from the cita- 
tion, “Carolina Telephone is cited for 
outstanding cooperation with the re- 
serve program of the Armed Forces. 
By pursuing policies which do not 
discriminate because of reserve affili- 
ation and which grant military leave 
in addition to regular vacation pe- 
riods, its employes have been encour- 
aged to participate in reserve activi- 
ties. Further, compensation for any 
pay differential during reserve duty 
tours has enabled employes to fulfill 
reserve obligations without loss of sal- 
ary. In addition, close contact has 
been maintained with employes on 
extended active duty through the me- 
dium of its house organ. The excellent 
cooperation of Carolina Telephone, 








Carolina Telephone & Telegraph Co. 
President H. DAIL HOLDERNESS re- 


ceives the “Department of Defense 


Award” from Colonel THOMAS G. 
KEITHLY, Commander N. C. Sector 
Command, XII U. S. Army Corps (Re- 
serve). The award was given for out- 
standing cooperation with the Armed 
Forces Reserve program. 


in support of the reserve program, is 
worthy of commendation and reflects 
great credit upon its management at 
all echelons.” 

Special guests attending the meet- 
ing were Lt. Col. Paul F. O’Haran, 
U.S.A.R. Unit Advisor, 
Area Commander; Lt. Col. Beverly 
Brockdorff, U.S.A.R. Area Command- 
er, Greenville; Major Carl E. Gilmer, 
U.S.A.R. Unit Advisor, Rock Mount; 
William P. Carpenter,, Jr., Informa- 
tion Officer, N. C. Sector Command, 
Raleigh. 

Telephone company officials pres- 
ent were Vice President J. K. Avent: 
Vice President J. F. Havens; Vice 
President and Chief Engineer C. R. 
Jones; Secretary and Treasurer J. R. 
Fowler; General Plant Manager A. 
N. Mason; Auditor E. B. Gammons; 
Assistant Auditor G. W. Lewis; 
Assistant Chief Engineer R. E. Law- 
Employment and _ Training 


Greenville 


rence; 
Manager E. M. Friar; Personnel Re- 
lations Manager P. J. Long; and 
Supervisor of Information and Ad- 
vertising H. N. Simpson. 


Dean Barnes To 


Retire on July 31 
THE CULMINATION of an im- 


pressive 37 years with General Tele- 
phone Co. will take place July 31, 
when Dean M. Barnes, operating 
vice-president of General Telephone 
Co. of Calif., Santa Monica, retires. 

Like a page from Horatio Alger, 
the popular vice-president began his 








telephone career in 1922 as an in- 
strument shop repairman in Long 
Beach, where he repaired instruments 
and installed dials on telephones. In 
1935 he became general plant engi- 
neer and six years later received the 
promotion to vice president and chief 
engineer. In 1953 Barnes assumed the 
position of operating vice-president. 

Avidly interested in the field of 
telephony, Barnes established a mu- 
seum in 1956 on the sixth floor of 
General’s headquarters bu ldng_ in 
Santa Monica, featuring various types 
of telephone instruments dating from 
1876 to the present day. Also in- 
cluded in this collection is a replica 
of the first commercial switchboard 
and an 1897 pay station with a slot 





DEAN M. BARNES 


The 


the realization of an 


for silver dollars. museum 


marked idea 
conceived by Barnes more than 25 
years ago. Through the cooperation 
of the company’s employes and the 
generosity of friends, Barnes has been 
able to accumulate an interesting as- 


sortment of telephone relics. 


W. J. Moore Honored 


MARCH was an important month 
for W. J. Moore, who celebrated 
his 40th anniversary as manager of 
the Boone County Telephone Co., 
Harrison, Ark., and was top guest 
at a party honoring his 87th birth- 
day. 

A “This Is Your Life” skit, con- 
ducted during the party by Mrs. Etta 
Poynor, chief operator, featured let- 
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HOW TO SAVE MONEY 
IN BRUSH DISPOSAL 





Read how foresters, tree surgeons, high- 
way and park commissions, telephone, 
power and gas companies cut brush dis- 
posal costs up to 50% with a Fitchburg 
Chipper. 


See cut-away color drawings of the 
Fitchburg Chipper—the exclusive 
Fitchburg spring-activated feed plate — 
pictures of different models in action. 


FREE — write for your copy of 
“Chip Dollars from Your Over- 
head.” Address Dept. TEM-69. 


UE LT el 


FITCHBURG. MASSACHUSETTS 





SOFTEX 


FOAM RUBBER 


HEAD SET PADS 


prevents . 





SORE EARS 
HEADACHES 


HEAD BAND PRES- 
SURE AND SLIPPING 


— — which cause absenteeism and in- 
efficiency. Doctors too, recommend use 
of our patented foam rubber Head Set 
Pads. Such tremendous benefits at so 
slight a cost. 


USED BY HUNDREDS 
OF TELEPHONE COMPANIES 


DeLuxe Set — Head Band Pad can be worn 
6 ways, plus earpiece — $1 

Regular Set — Small size Head Band Pad, plus 
earpiece — 65¢ 

Quantities of 100 — 5% discount, 500 — 10% 
discount, 1M — 25% discount. 


ART ANSON, INC. 
1901 S. 12th St., Allentown, Pa. 
® Tt. Mm. 






© 198 


100 







“TELEFATIGUE” 






ters from friends of Mr. Moore who 
had known him for several years, and 
Mr. Moore’s son, Carl, traced the 
history of the organization and 
growth of the company since 1913. 
Mr. Moore was elected vice president 
in 1917 and became president on 
February 1, 1918, which position he 
still holds. He became manager in 
1919. 

The company had 584 phones in 
service in 1919 and now serves 3,500 
phones at Harrison. During the same 
period, the company’s investment has 


grown from $12,500 to $800,000. 


Promotions Announced By 
California Interstate Tel. 
WILLARD WADE, president of 
California Interstate Telephone Co., 
Victorville, Calif., has announced the 
promotion of Donald Wrysinski to 
the newly created position of public 





DONALD WRYSINSKI 


relations director. Wrysinski began 
his career with the company as per- 
sonnel manager when the newly 
formed California Interstate Tele- 
phone Co. acquired the holdings of 
the Interstate Telegraph Co. in 
March, 1954. 

George P. Atmore succeeds Wry- 
sinski as personnel manager. Prior 
to this appointment Atmore was per- 
sonnel administrator. He will also 
handle the company’s publication, 
“The Communicator,” and the duties 
of safety coordinator. Atmore was re- 
cently elected treasurer of the com- 
pany’s employe credit union. He was 
formerly associated with the Bank 
of America in Victorville. 











GEORGE P. ATMORE 
Willard Whittaker was promoted 
from supervising engineer to super- 
vising toll wire chief. In this capacity 
he will have complete supervision of 


- 


WILLARD WHITTAKER 


the company’s San Bernardino toll 
office including the microwave sys- 
tem and other toll facilities terminat- 
ing in the San Bernardino office. 
Whittaker began his career with the 
company in 1949 as installer-repair- 
man. 


B. C. Tel. Co. Elects 
Two New Directors 

FRED B. BROWN, well-known 
Vancouver businessman, was one of 
two new directors elected to the board 
of B. C. Telephone Co. at the com- 
pany’s annual meeting. The other is 
Don G. Mitchell, president of Gen- 
eral Telephone & Electronics Corp., 
New York City. Their election fol- 
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when your plans include microwave . . 


get your equipment from the recognized 


quality source 





NEW 


3/4 ton 
model 


Versatile 
Lightweight 





BEES 





FEATURES 


e Lubricated for life 


e Hooks 


are drop-forged 
e Special alloy- 


steel chains 


e Chain sheaves 
of drop-forged 


alloy steel 


e Gear teeth cut 
to precision limits 


e Load brake 
is dependable 
and safe 

e Weights: 


34-TON, 14 lbs. 
1% -TON, 23 Ibs. 
3-TON, 36% lbs. 


6-TON, 63 Ibs. 


Write to York, Pa., office for 
complete information 
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If relocation of outside plant facili- Ask Collins to evaluate your needs 
ties is in your plans for the future, and make a proposal to fit them. 
you will be wise to consider Call or write Collins Radio Com- 
Collins Microwave. pany, Texas Division Sales, 1930 


Collins offers one-source supply, Hi-Line Drive, Dallas 7, Texas. 
undivided responsibilty from a 
company known to back its prod- 
ucts for complete customer satis- 
faction in microwave. 








































COLLINS RADIO COMPANY 
DALLAS e CEDAR RAPIDS « BURBANK 


You can add 7 of these 
Profitmakers 


where there’s I now 






pyres without additional cable! . . . without 
more open-wire lines! . . . without impairing 
or interfering with existing service! 









Offers Seven Carrier 
Channels on « Single 
Physical Circuit — 
Existing or New 


TYPE 46-A POSTPAY 
PAYSTATION CARRIER 







The ideal, low-cost way to provide additional high-quality 
postpay paystation service — where wire facilities are not 
available — where plant expansion for such facilities must 
be postponed — where additional seasonal postpay paysta- 
tions don’t warrant expensive plant installation. 


@ Low first cost — simple, with minimum components 


@ Low operating cost — a complete channel uses only 9 
tubes of 2 types, available at any radio or tv store 


@ 100% Recoverable, and easily. 
Write or call us for Bulletin 359-A 
BUCKEYE TELEPHONE & SUPPLY CO. 
\er 1250 Kinnear Road @® Columbus 21, Ohio 
Telephone — HUdson 8-0655 (Area Code 614) 

















ITT CABLE 


RINGS THE WORLD 








DEPENDABLE LIFETIME SERVICE 


proven by more than 8 billion feet in USE in U.S.A. 


—_—_—. 


e Used by the country’s largest single telephone system 
e Unit and layer construction 

e Highest quality copper conductor and paper insulation 
¢ Disposable reels—no return charges 

e Exceeds all standards of modern telephony 

e Backed by both Kellogg and ITT 


Ask your Kellogg representative for complete details. 


Basic Specifications 26 AWG 24AWG 22 AWG 19 AWG 


Sheath: lead with 1% antimony 
Conductor: pure copper wire 


Conductor Resistance 
max. ohms/mile @ 20°C 230 145 92 


Mutual Capacitance 
900 cycles A.C., mfd/mile, max. 0.080 0.080 0.090 


Capacitance Unbalance * * 

900 cycles A.C.,micro-microfarads at 22 AWG: up to 1000’—100; 1001’ to 
2000’—150; 2001’ and longer—200 
at 19 AWG: up to 1000’—100; 1001’ to 
2000’—150; 2001’ and longer—200 

Dielectric Strength: 

60 cycles A.C., for 2 sec., volts rms 

conductor-to- conductor-to- sheath 355 355 355 500 

core-to- sheath : 850 1000 1000 1000 


Insulation Resistance: not less than 1,000 megohm-miles at 60°F 
measured with a D.C. potential of 100 to 550 volts. 


*not required, except if adjacent pairs are found with like lengths of 
twist when the 900 cycle A.C. capacitance unbalance shall not exceed 
400 micro-microfarads. 


KELLOGG fe 





Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue 


Chicago 38, Ill. Communications division of 
international Telephone and Telegraph Corporation 


For complete list of Kellogg offices, see pages 6-7. 








lowed the retirement of Frank §S. 
Spring, Palm Beach, Fla., and Cam- 
eron Hough, Montreal, Que. 

In addition to selecting the two 
new directors, shareholders re-elected 
the following: Harry M. Boyce, Gor- 
don Farrell, Gilbert A. Kennedy, Cy- 
rus H. McLean, Winfield S. Pipes 
and Col. the Hon. Clarence Wallace, 
CBE, all of Vancouver; Theodore S. 
Gary and Donald C. Power, both of 
New York, N. Y., and Arthur S. Tor- 
rey of Montreal, Que. 

Following the shareholders’ meet- 
ing the directors re-elected the fol- 
lowing officers: Gordon Farrell, 
chairman; Cyrus H. McLean, presi- 
dent; Harry M. Boyce, vice presi- 
dent and treasurer; Gilbert A. Ken- 
nedy, vice president — amounts and 
revenue requirements; Winfield S. 
Pipes, vice president and general 
manager; Earl T. Squire, vice presi- 
dent — marketing; Ronald W. J. 
Angus, secretary; Wilmar D. Stevens, 
comptroller, and George Wragg, as- 
sistant treasurer. 


J. D. Kratz Dies 
JAMES D. KRATZ, 73, president 


and manager of the Footville (Wis. ) 
Telephone Co. for 20 years, died sud- 
denly May 6 at his home. 

Mr. Kratz had been connected 
with the Wisconsin telephone indus- 
try since 1911. He was a member of 
the Wisconsin State Telephone Asso- 
ciation and the Independent Tele- 
phone Pioneer Association. 

The son of George W. and Ellen 
Bryson Kratz, he was born Novem- 
ber 2, 1885 at Beaver, Pa. He mar- 
ried Pauline Thielau, October 1, 
1916, at Waco, Tex. 

Surviving are his widow; two 
daughters, Mrs. George Kjelland, 
Brodhead, Wis., and Mrs. John An- 
tonuk, Steelville, Ill.; a son, James D., 
Jr., Footville; a sister, Miss Elizabeth 
Kratz, Richmond, Va., and _ nine 
grandchildren. A brother, Arthur, 
preceded him in death. 


Universal Controls Announces 
Two Executive Appointments 

UNIVERSAL Controls Corp., 
Dallas, Texas, has announced the ap- 
pointments of K. J. Paul as telephone 
division sales manager and C. G. 
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MacLelland as administrative assist- 
ant. 


Paul has been associated with Uni- | 


versal Controls Corp. since 1957 as 


sales engineer. In his new position | 


he will assume complete charge of 
sales activities and customer rela- 
tions. 

Universal’s new administrative 
assistant, C. G. MacLelland, is a vet- 
eran member of the telephone indus- 


try. Prior to joining Universal he | f 


was a commercial engineer with the 
Southwestern States Telephone Co. 


McMichael Elected V.P. 
& Gen. Mgr. of AE Int'l 
ROBERT W. McMICHAEL has 


been elected vice president and gen- | 
eral manager of Automatic Electric | | 


International at Northlake, Ill. 


McMichael joined Automatic Elec- i 


tric in October, 1936 and has since 


served in a wide variety of executive | | 





R. W. MeMICHAEL 


posts within the company and its af- 
filiated organizations. 
During his 23 years of service, 





| 





McMichael has served as an execu- | 
tive assistant in the domestic sales | 


organization; district sales manager, | 


commercial manager, and vice presi- | 


dent and sales manager of the export | 


sales organization. 

McMichael is a graduate of the 
University of Illinois and holds a 
Master’s degree from the Harvard 
Graduate School of Business Admin- 
istration. Prior to joining the com- 
pany, he served as news editor of the 
Daily Record, Lawrenceville, II. 
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The NEW LOWER Resistance 
Extra-High Tensile Line Wire 


a * ee mom 


Longer Spans Mean | 
Lower Costs Per Mile 


You can cut the number of pole structures to a 
minimum when you use Crapo HTL-195 in building 
rural telephone lines. Extra long span construction, 

made possible by the high physical strength of this 
new wire, means marked savings in 
material and installation costs. 


The voice transmission quality of Crapo 
HTL-195 is equal to that of Crapo 
HTL-135 and superior to older 
grades of ferrous wire. 


Pertinent technical data have been 
prepared to assist engineers in 
designing and building extra long 
span lines with Crapo HTL-195. 










VRITE TODAY for FREE GOPY 
of the CRAPC TL-195 

ual of Enc g ta’’ 

N & i95 


| ND i ANA STEEL & WIRE COMPANY, INC. 


MUNCIE, INDIANA 
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Hubbard Names Verock 
To Engineering Post 
ANDREW C. VEROCK has been 
appointed chief engineer, pole line 
hardware by Hubbard and Co., Chi- 
cago manufacturer of pole line hard- 
ware and electrical apparatus. He will 
operate out of the new Hubbard re- 
search laboratory at McCook, Ill. 
Verock was with Commonwealth 
Associates, Inc., Jackson, Mich., 
where he was in charge of the trans- 
mission line design section. His work 
on overhead transmission systems has 
made Verock a well-known figure in 
the electrical utility industry. He cur- 
rently serves as secretary of the Edi- 
son Electric Institute Line Hardware 


Task Force. 


W. E. Stoffregen Retires 
From Automatic Electric 

W. E. STOFFREGEN, Automatic 
Electric Sales Corporation’s sales rep- 
resentative in Detroit, has retired 





World famous Golf Professional GENE SARAZEN (left) has entered the 
telephone industry with WARREN BOHNSACK, (right) president of Bohn- 
sack Equipment Company. Sarazen’s position is sales and promotion adviser 
of products being manufactured for U.S. and foreign trade. Other than a 
golf champion, Gene is a very talented businessman and host, and looking 
forward to some convention work. Look for him and that famous smile. 
Bohnsack Equipment Company for the past ten years has majored in recondi- 
tioned equipment along with nationally advertised supplies. 


pany in 1912. After completing the 
company’s student training course, 


after 42 years of service with the he went on the road as installation 
company. and service man. He became a sales 


Stoffregen first joined the com- representative in the New York office 





Automatic Electric Company executives view Department of Defense Reserve 
Award Pennant which company recently received for “outstanding cooperation 
with the Armed Forces Reserve Program.” The pennant and a citation certificate 
were presented in a ceremony held at Northlake, Illinois by Major General 
Joseph H. Harper, Deputy Commanding General, Fifth United States Army. 
Automatic Electric was commended for cooperating with the Reserve Program 
through its personnel policies and publicity programs which are designed to 
encourage employe participation in reserve activities. From left are ROBERT 
J. GRESSENS, vice president in charge of production; JOHN J. DOUGLAS, vice 
president and treasurer; WILLIAM L. McGUIRE, vice president and general 
commercial manager; D. H. DEAVER, Automatic Electric Sales Corporation 
president; HERBERT F. LELLO, president of Automatic Electric Company; 
and General HARPER. 


in 1917, but left in 1918 and joined 
the U. S. Coast Artillery Corps dur- 
ing World War I. . 

He returned to the company in 
1923 as a salesman for the Cleve- 
land office, and in January 1925 
opened the present Detroit sales of- 
fice. 


Drafting Equipment Catalog 


NEW PRODUCTS and important 
improvements in established lines 
feature the new 1959 Stacor general 
catalog, just published by Stacor 
Equipment Company, 295 Emmet 
Street, Dept. TE&M, Newark, N. J. 
Lifetime quality equipment for the 
drafting room, artist and school is 
illustrated and described in this 24- 
page book. 

Newest member of the Stacor line 
is the Staktube Roll File, a “file & 
find’’ storage system for large rolled 
blueprints, charts, drawings, maps 
and tracings. Also included are the 
Stacor Inter-Master and Planmaster 
flat drawer files, as well as Draft- 
master, Stacor-Matic, Thriftmaster 
and Woodmaster drawing and draft- 
ing tables and equipment. All Stacor 
equipment is constructed of steel and 
selected woods. 

Copies of the new 24-page catalog 
are available on request from the 
manufacturer. 
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Reliable Electric Announces 


New Appointments 

RELIABLE Electric Company has 
announced the appointment of Arthur 
C. Kelley as district manager for Re- 





ARTHUR C. KELLEY 


liable’s Eastern District. Kelley’s dis- 
trict includes the states of Pennsyl- 
vania and the District of Columbia. 
Prior to assuming his new position, 
he was assistant to the manager of 
Telephone Sales. 

Reliable also has announced that 
Victor G. Ritter has been appointed 





VICTOR G. RITTER 


to assume Kelley’s duties in the Chi- 
cago office. Ritter started with Reli- 
able in July 1957 as salesman in the 
southern Ohio, Kentucky and West 
Virginia area. Since June 1958, he 
has been assigned to the engineering 
staff at the plant as a design and 
field consulting engineer. 
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A. B. Chance Company 
Purchases Starline Co. 

LAST MONTH the A. B. Chance 
Co., Centralia, Mo., announced the 
purchase of the Starline Co., Dayton, 
Ohio, a plastic manufacturer. The 
Starline Company will be operated as 
a wholly-owned subsidiary of the A. 
B. Chance Co. with the sales of Star- 
line products to be handled by the 
marketing division of the parent com- 
pany. 

Products manufactured by Star- 
line include transformer bushing cov- 
ers to prevent squirrel and bird out- 
ages and plastic cutout covers used 
in line maintenance work. 

Cyrus B. Newcomb, of Dayton, 
will continue as a vice-president of 
the Starline Co. Other officers will be 
Chance company executives. 


Kaiser Named Installation 
Head For Automatic Electric 
KENNETH G. KAISER has been 


appointed superintendent of installa- 





KENNETH G. KAISER 
tion for Automatic Electric Sales 
Corporation. 

Formerly supervisor of exchange 
engineering, Kaiser joined Automatic 
Electric in 1929 as an installer. He 
has served in a wide variety of super- 
visory positions including plant super- 
intendent, installation foreman, pat- 
ent engineer, plus several equipment 
engineering posts. 

Prior to joining the company, 
Kaiser was employed by Peninsular 
Tel. Company of Florida, now Gen- 
eral Tel. Company of Florida, of the 
General Telephone System. 





Ask yourself these questions— 
and the answer you get will be an 
emphatic “YES” for COMMERCIAL 
on all counts! 










VY Are they highest 
quality? 

V Do they provide noise-free 
conductivity? 

Y Will they prove to be 
economical by providing long, 
trouble-free service life? 

¥ Can we expect prompt 

deliveries? 


















When you sum up all these 
points, don’t they add up to 
about everything you de- 
mand of the cords you put 
into service? Then why not’ 
specify COMMERCIAL CORDS 
the next time you order. An “on- 
the-job” service test will provide 
convincing proof. You can now get 
Instrument Cords in color too! 


e NYLON SWITCHBOARD AND 
OPERATORS’ CORDS 

e SPIRAFLEX 
RETRACTILE CORDS 


e STRAIGHT NEOPRENE-JACKETED 
INSTRUMENT CORDS 


e NEOPRENE HANDSET CORDS 
WITH MOULDED STRAIN RELIEFS 

















Write for catalog, 
samples and 
prices 


COMMERCIAL CORD 
COMPANY, INC. 


CLIFTON SPRINGS, N. Y. 
Phone: HOward 2-2311 


QUALITY CORDS FOR ALL MAKES AND 
TYPES OF TELEPHONE INSTRUMENTS 
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‘ro Limeral 
ices 


WASHINGTON 
1625 Eye Street, N.W. 
NAtional 8-1990 









ALLEN KANDER 
AND COMPANY 


NEGOTIATORS FOR THE PURCHASE, SALE 





NEW YORK 
60 East 42nd Street 
MUrray Hill 7-4242 






AND FINANCING OF INDEPENDENT CHICAGO 
35 East Wacker Drive 
TELEPHONE COMPANIES RAndolph 6-6760 















UTILIT? 


Davis...’ 
ae. ST RUCT eo) 


Construction Ce 


TUDOR AND YAGER 


INC. 
TELEPHONE CONSTRUCTION 
TIPTON, INDIANA 
Phone OSborne 5-2267 


CARL C. CRANE, INC. 


Consulting Engineers 


121 S. Pinckney, Madison 1, Wis. 
Telephone CEDAR 3-4210 





McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 





SLOAN, COOK & LOWE 


CONSULTING ENGINEERS 
SUITE 1344 120 South La Salle Street 
CHICAGO 
Appraisals—Original Cost Studies 
Investigations 
Depreciation, Financial, and Other 











PROFESSIONAL ENGINEERING 
AND CONSTRUCTION SERVICES 


Plant Construction Crews @ Installer Repairmen 
Cable Splicers 


CENTRAL OFFICE INSTALLATION 
HENKELS & McCOY 


PHILADELPHIA 
1806 Johnson St. Elkhart, Ind. Tel. 3-2915 


Atlanta, Ga. CE-7-4153 Ocala, Fla. MA-9-1284 
Ashland, Ohio .3-7543 St. Johns, Mich. 966 
Bloomington, til. 6-1850 St. James, Minn. 492 
Lebanon, Ky. 660 Wausau, Wis. .2-2356 


PERFORMANCE Has Built Our Business 















Communication Systems, Electric Transmis- 
sion and Distribution Systems 
ASSOCIATED ENGINEERS, INC. 
CONSULTING ENGINEERS 
1127 Alderson Ave. 

Billings, Montana 
TEL. 2-4113 









POLES * CROSSARMS 


RAIL or TRUCK DELIVERY 







Pressure-treated to vow epotiuties. 16 sales 
offices, 34 plants rerving You rae” Pages, 
write or call Pittsburgh EXpress 1-3 
KOPPERS COMPANY, INC. 
Wood Preserving Divisi 
777 Koppers Blidg., readicael 19, Pa. 
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C. D. EHINGER, P. E. 
Consulting Engineer 
Telephone Utilities 


Mail Address: 


639 W. Madison 
Decatur, Indiana 











Telephone CEntral 2-2358 


DIALS DIALS 


Reconditioned 


DIALS 





Any make, Any quantity 
Exclusive processes and 
materials 


Dial Haven Iuc. 


P.O. Box 655 MONROE, N.Y. 
Code 914 = Story 3-2221 





INSPECTION SERVICE 
“AT TIMBER TREATING PLANTS” 
Of poles, crossarms, and preservative 
treatments. Analysis of wood preservatives 


Consultation and specification writing. 


A. W. WILLIAMS INSPECTION CO., INC. 


MOBILE, ALABAMA 
New York . Louis Portiand 
Inspectors stationed throughout the U.S.A 


Reach The Top! 


Your card in the “Profession- “Professional” advertisers al- 
al Services” Department of most invariably report 
“Telephone Engineer & prompt and satisfactory re- 
Management” will bring sults. 

your services to the atten- BE CONVINCED — 
tion of the men who specify send your advertisement 
and order the services, equip- TODAY! 


aes amaswpPlies TELEPHONE ENGINEER 
and MANAGEMENT 


7720 N. Sheridan Rd. 
Chicago 26, Ill. 








3,890 ‘Telephone Companies 
21,439 Central Offices 
18,065 Exchanges 











ADVERTISING, DIRECTORIES — General 
Telephone Directory Co., 1800 Oek- 
ton Street, Des Plaines, Ill. 





For Central Office Maintenance On 
Contract Or Otherwise Installations 
With Factory Trained Specialist On All 
Types Of Dial Equipment Call Us. 






BELTS — CLIMBERS — COMPLETE LINE- 
MEN’S EQUIPMENT, W. M. Bashlin 
Co., Bashlin Bidg., Grove City 1, Pa. 









a BOOTHS — Telephone — Outdoor — 
ee _ sen — Stainless Steel — 
. Sherron Metallic Corp., 1201 Flush- 
Always On The Job To Save You Time & Money ing Ave, Brooklyn 37, N.Y. 
& 





BORING MACHINES, EARTH — High- 
way Trailer Co., Edgerton, Wisc. 


All Work Guaranteed 


(T E & T Corp.) 
Telephone Engineers And 


Technicians Corporation 


OF 
AMERICA 


Pioneers In Elegant Telephone Servicing 


Herreid, S. D., Tel.: HEmlock 7-3303 
If No Answer Phone: HEmlock 7-2233 
Plain Dealing, Louisiana, Tel.: EAst 6-5251 






CORDS, Switchboard (with or without 
plugs), Instrument (straight and re- 
tractable) in eleven colors. — Com- 
mercial Cord Co., Inc., 26 Main St., 
Clifton Springs, N. Y. 








CORDS, Switchboard & Telephone — 
Runzel Cord & Wire Co., 4727-31 
Montrose Ave., Chicago 41, Ill. 







POLES, Creosote & Creosote Penta- 
Treated, Southern Yellow Pine — 















i 
é rf ; P.O. Box 700, Augusta, Georgia. 
' . 
‘Send A Copy To Your Friends! : 
4 q 
4 @s 
' : POLES, Southern Yellow Pine — Taylor 
i i Colquitt Company, 217 E. Main St., 
' TELEPHONE ENGINEER PUBLISHING CORP. : Spartanburgh, S. C. 
' 7720 N. Sheridan Rd., Chicago 26, Ill. ' 

' 
- Please send a free copy of the June 15, 1959 issue of TELEPHONE . 
5 . . r POLES, Southern Yellow Pine — Texas 
: ENGINEER & MANAGEMENT with my compliments to the persons ‘ Creosoting Co., Orange, Texas. 
- listed below: : 
: 2 

é 
Se Le AE Se OF eet Renee OY Sisco cl ee on le ta ' PROTECTIVE EQUIPMENT — Reliable 
; . Electric Company, 11333 Addison St., 
g Address on... sess seseeeseeessnnsssnesseeccenesenseenee TIE. Ssicicc ee ee H Franklin Park, Ill. 
: S State : 
: HRY nnorneenererencrnreceresecenerne SUID soeeen-ee-neeneeonee aE aT aed DOI diets . 
| 6 e e q 
. is ° . ; TELEPHONE EQUIPMENT AND SuUP- 
FO cnnnevoeennenvvsovereensnnenscronnnranssaeernnanecnsccenennnece ' PLIES — Telephone Repair & Supply 
Sadie FO evveeeeeesnsnsssnneennsnnnnnsnnnnnnnceeeeeeesennnnenennnnneenes ‘ Company, 1760 Lunt Avenue, Chi- 
: Oe ecw cence cceceesecwcesceseeescceeesceesscsccssesseseces aie : cago 26, Mi. 
. a es Se eae tan FOSS wnenennenesenreensnnnennsnsnssenensnnensneanenensenens ! 
; w * a 2 Sa NEM ee State i 
eH Lee - 2 : WIRE, INSULATED — DATED DROP 
: i WIRES and all types of telephone 
¥ Address seseseseneseneasasaseenenanesrssssesnemensnnnsesesenens : wires — Alphaduct Wire & Cable 
- i ee State ' Company, New Brunswick, N. J. 
: a oe 1 
‘ 1 
_ renee Is Lie ee a 
‘ t WIRE, Insulated Drop and Bronze or 
. ee ae Fea tS ee See . Copperweld — Acorn Insulated Wire 
s } Co., Inc., 36 Freeman St., Paw- 
BE City ee ee ee eo : tucket, R. I. 
err rrrreeteTLLeLLLLLeLLeLLELCLeLLeLLeLLILLILLiLiLiLiLiLitiiteese 
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HELP WANTED 


MAINTENANCE MAN — Between ages 
of 26 and 30 to work for expanding dial 
telephone company in Fox River Valley 
area of Wisconsin. At present, company 
has 460 stations but plans to expand to 
600 stations shortly. Permanent job with 
good benefits for the right man. Send 
photograph with resume to Box 66, c/o 
Telephone Engineer & Management. 


PERSONNEL MANAGER: Excellent op- 
portunity with a fast-growing telephone 
company in the Southwest area. Submit 
outline of education, employment history, 
telephone experience and list references. 
Salary open, commensurate with experi- 
ence and qualifications. Replies confi- 
dential. Write: Box No. 65, c/o TEM. 


CABLE SPLICERS. Station Installers, 
Equipment Installers. Linenien. Experi- 
enced men needed. Steady work, good pay. 
Henkels & McCoy, 1800 Johnson Street, 
Elkhart, Indiana, or 6100 N. 20th St., 
Philadelphia, Pa. 


EXPERIENCED CABLE SPLICERS and 
central office equipment installers for 
work on large cable projects in the United 
States and overseas. Write Box No. 54, c/o 
Telephone Engineer & Management. 











EXPERIENCED telephone central office 
switchman. Experience on A.E. stepDby- 
step, North CX, and Stromberg XY de- 
sired. Reply c/o Box 72, TE&M. 











SITUATION WANTED 





MANAGER with heavy sales background. 
Can handle all phases of ‘Telephone Com- 
pany operations. University training in 
engineering and business administration. 
Will build your station count and revenue 
from services. Resume on request. Box 
70, c/o TEM. 


FOR SALE a 


WESTERN ELECTRIC No, 634C Sub- 
sets, metal box, straight line ringers. West- 
ern Electric 202 telephones with F-1 hand- 
sets, less dial with blank. 400K Magnéto 
sub-sets, make offer. F.O.B. Blythe, Cali- 
fornia. Southwestern Telephone Co., Box 
488, Blythe, California. 


MAGNETO TELEPHONES — Leich 901 
wall or desk magneto telephones. Cleaned, 
tested and guaranteed, $16.50 each. As re- 
moved from service, $15.00 each. Turtle 
Lake Tel. Co., Turtle Lake, Wisc. 


AUTOMATIC ELECTRIC step by step 
dial switchboard, 100 lines, equipped with 
4 toll trunks, 6 pay station lines, 2 ringing 
machines, battery rack, and 6 amp. charg- 
cr. This board is in excellent condition. 
Almond Tel. Co., Almond, Wisconsin. 


400 LINES of North Electric CX 1000 
dial switchboard, 1948 or later. Write 
Box 71, c/o TE&M. 
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» Switchboard: used Povears, 


FOR SALE 


25 A, E. Co. H-73368 ring down toll line 
equipments, sleeve supervision, used with 
#3 toll switchboard, mounted on 19” 
mounting plates. Chenango & Unadilla 
Tel. Corp., Norwich, N. Y. 


~ WANTED TO BUY _ 


TELEPHONES — ALL TYPES — Candle- 
stick, magneto wall sets, etc., any condi- 
tion. Write advising quantities available. 
Our trucks will pick up. Reply Box 68, 
c/o TEM. 


WANTED — Old W. E. magneto switch- 
boards with drop door type combined 
drops and jacks — #22C or equivalent. 
Call collect. Bohnsack Equipment Com- 
pany, Germantown, New York — 213. 




















LOUD RINGING 
EXTENSION BELLS 
With 6-inch gongs & non-magnetic 
aluminum cases 
Available in straight line & all 
frequency ringing 


SPECIAL RESISTANCE QUOTED 
ON REQUEST 


TELEPHONE REPAIR & 
SUPPLY CO. 


1760 W. Lunt Ave. RO 4-3817-8 
Chicago 26, IIl. 


——$—$—$——————————————— 
=evvnuvevnuensuucesvonevanuevnvocenovensnueesceeessvoeesssueennuceraveegnueeaaueeassesenqosegnneesteesuueessQeeesteeuggnensoeeesneensueeeaseneaQUneOMuNOOtUenN ueaauonsuuensauocanandconeedanensonseadaeedanenetity 


RECONDITIONED 
SWITCHBOARD LINE ADDITIONS 


z JACKS “cae” RELAYS : 
: 258 25 2029-SAH and 2048-SR : 
E 261 34 2029-SAH and 2048-SFG : 
z 267 41  2093-CEA and 2058-CDG_~ : 
2 6.269 26-D : 
: 261-A : 
: 369 : 
'_-—------- STROMBERG-CARLSON -——_-__ : 
= JACKS LAMPS RELAYS : 
z 130 on 80 121 on 80 194-A and 193-BB : 
E 130 on 81 121 on 81 on 105-L Mtg. 5 
: 135 on 80 121 on 61 : 
: 109 on 63 : 
Ine aaa meni —— WESTERN ELECTRIC-———————— : 

JACKS LAMPS RELAYS z 

141 on 112 12 on 137 AB-1 and AB-2 z 

295 on 112 12 on 102 : 

275 on 217A 12 on 136 : 

265 on 136 : 


Dept. T., 1250 Kinnear Rd. 
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TELEPHONE DIRECTORIES FROM 
SUTTLE — WILL SAVE YOU MONEY! 
A complete service-planning, ad _ sales, 
compiling, printing. Guaranteed to bring 
higher revenue at lower cost. Write or call 
for full details. Suttle Directory Company, 
Division of Suttle Equipment Corporation, 
Lawrenceville, Illinois. Lawrenceville 782. 


BIG SAVINGS! 


#10 HEMINGRAY GLASS IN- 
SULATORS. Brand New. Export 
packed. Per 1050. 















(lots of 5000 or more $30. ths.) 
Prices f.o.b. Sacramento 


P.0.Box 1896-TM 


LORIS SALES .tromonto, ‘ca 





BUCKEYE TELEPHONE & SUPPLY CO. 


HU 8-0655 


SL stilt dala Uta eaten 










DECALS 


Made for trucks and equipment 
Small or large quantities 
Write for free catalog. 


MATHEWS COMPANY 


827 S. Harvey Oak Park, Ill. 


i HYDRA 3 NTROLLED 
STERLING 


EARTH BORING MACHINES 








WYOMING VALLEY EQUIPMENT DIV 
Vv 114 WYOMING AVE., KINGSTON, PA 





Columbus 21, Ohio 
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1218 Venice Blvd. 





PLAN TO CONVERT 
Magneto To Dial 


Start now by using CB phones in 
town — one of these coils con- 
nected to each drop, thru con- 
denser to common battery will 
provide CB service on that line. 
Subscriber signals operator by 
lifting handset and rings off by 


restoring it. 


KELLOGG C-111 New $1.50 Used—A-1 $1.00 


Mounting—10 coil for 19” rack 


Condensers for use with above 2.MF. Stromberg-Carlson 


TELEPHONES 


(completely reconditioned) 


Western Electric #302 with F-I handset, 5-H dial. Ringers; 
St. Line, Synchromonic 16, 30, 42, 54, 66 cycle. 


Ready for service—immediate delivery .............. $12.50 
#302, as above, equipped with F-4 handset with T-1 
transmitter—U-1 receiver (500 type) .............-.. $15.00 


#302, as above, but blanked for dial (F-1) ........ $10.00 

A.E. type 40, St. line, 16, 30, 42, 54, 66 cycle ringers, 

with #24 or later type dial (fully reconditioned) $12.50 
(coiled handset cords, add 50 cents) 


Brand New $12.50 each in std. package 8 or 10 


Kellogg #5812 MX - 


5 bar, 1600 ohm, anti-sidetone cir- 


cuit. Complete with F27 handset 
coiled cord. Oak cabinet, painted 
dull green. New and perfect—origi- 
nal factory pack $12.50 each 
5812 MX Less than 8 or 10 $13.50 each 





PIECE PARTS 


Kellogg #83-B (48 ohm) capsule type re- 
ceivers to replace diaphram receivers in 


F-27, etc., handsets, New .................------- $ 1.00 Each 
Receiver Caps P-69426-3 (required for con- 

Aang sid ctaiitahstascheeatenasnnguetaiaeniaie .20 Each 
Kellogg Transmitters, New .........................-.- .50 Each 


Handsets, W.E. E-1, F-1, F-3, A.E. 41, Kellogg 

F-27, etc. ee 
Long Receivers, W.E., A.E., Kellogg, New ..... 1.50 Each 
Modern Transmitter fronts with capsule, New 1.50 Each 
Kellogg Housing for #925 (P-58724), New.. 1.00 Each 


All New Material (unless otherwise noted) priced F.O.B. Los Angeles 


Shipped on Approval—Satisfaction Guaranteed 


TELECTRIC CO. 


Los Angeles 6, Calif. 





Richmond 8-2249 
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ADDING POSITIONS or 
LINES to your manual 
exchange? 


Kellogg - W.E. - Stromberg-Carlson 
(New or good used) 
LINE—LAMP JACKS 
TRUNK EQUIPMENT 
CORD CIRCUITS 
REPEATING COILS 
SWBD CABLE, braid-plastic-lead 





COMPLETE POSITIONS 


CB - Universal - Magneto 


Kellogg - W.E. - Stromberg-Carlson 
also 
PBX, cord & cordless 
quoted “‘as removed from service” 
or “completely reconditioned” 
Tell us what you need— 
let us quote from stock on hand— 


Our Low Prices on A-1 equipment 
will astound you. 





MDF PROTECTION 


Western Electric (fully equipped) 
#C 50 A, 50 pr. group, new ........ $40 


Ce 25. 
C 52 A, 52 pr. new ........ iiemiaes 42. 

(ene 27. 
C 25 A, 25 pr. (2 of C50), new.... 20. 
12668 A, 20 pe. GOW ......-.0..c00-..-.ck0 10. 
1268 B, 23 pr. new ...................... 12. 
1269 A, 20 pr., new ......... .......... 10. 
1435W(1269-A-wood base), new 10. 
1435 U, Fuse group, new ............ 5. 
Heat Coils. 76A, new ................ 10¢ 


Frames, MDF, W.E. & Cook 
6 & 8 ft., single or up to 5 verticals 

in unit—save over half. 
FUSES, 35A, B, C, H, S. New, 10¢. 
($9 hund., $80 thousand) 75,000 in 
stock (standard W.E. pack, 10 or 50) 





OPEN WIRE 
PROTECTION 


WE #83A (#84A in wp. mtg. box, 
5 pr. block equipped with #26 & 
#30) 

New $5.00—Reconditioned $4.00 

Cable Terminals—Most Types 









I bau! 

NOW-AT LAST 

A MEASURING 
WHEEL THAT 
MEASURES 
ACCURATELY 

TO A FRACTION 
OF AN INCH! 


Rolatape’s 
amazing new 
Model 415 meets 
all your measuring 
needs — measuring 
quickly and surely over 
the most uneven and 
irregular terrain with no 
risk of human error. This 
time-saving instrument is cali- 
brated to measure accurately in 
full view of operator as it is rolled 
along, giving measurements in 
inches (to 1 inch) on one side of 
measuring wheel, and tenths of 
a foot (to .5 of a foot) on the 
other. Sturdy and lightwight, 
it is equipped with auto- 
matic brake and built-in 
stand. Handle folds 
compactly. See one 
at your dealer's 
today. 


Pee 
<a 


MEASURES ACCURATEL 
ON IRREGULAR SURFACES 


SEND TODAY FOR FULL DETAILS 


ROLATAPE Inc. 
1741 14th Street, Dept. TE-6 
Santa Monica, Calif. 


| 
| 
| 
| Send me free details on ROLATAPE: 
| 
| 
| 


EIEN aa 
j CITY, STATE | 





John H. Agee Dies 
At Palo Alto, Calif. 

JOHN H. AGEE, member of the 
board of directors and formerly vice- 
president and general manager of 
The Lincoln (Nebr.) Telephone & 
Telegraph Co., died May 15 at Palo 
Alto, Calif., at the age of 75. 

Mr. Agee was a pioneer in the 
telephone industry in Nebraska. He 
organized the Adams Telephone Co. 





JOHN H. AGEE 


in 1904 and built the first exchange 
there. Later he merged this company 
with the Johnson County Home Tele- 
phone Co. at Tecumseh and operated 
all exchanges in that county until the 
company was sold to LT&T in 1912. 

After graduating from the Univer- 
sity of Nebraska College of Law in 
1910, he engaged in general practice 
for the following 16 years. During 
that period he was attorney for the 
Southern Nebraska Power Co., and 
in 1923 became general counsel for 
the United Telephone Co. and the 
United Power & Light Co. of Kansas 
with headquarters at Abilene. 

He joined LT&T in 1926 when he 
was elected by the board of directors 
as a director and general manager. In 
1932 he was made vice-president and 
general manager and in 1948 he re- 
tired. 

After his retirement he lived at 
Lincoln and at Menlo Park, Califor- 
nia. 

Mr. Agee’was elected a director of 
the United States Independent Tele- 
phone Association in 1926 and at the 
time of his retirement had held that 


office longer than any other director 
of the association. In 1937 and 1938 
he served as president of the associa- 
tion and was a member of its execu- 
tive committee. 

He was a past president of the In- 
dependent Telephone Pioneer Asso- 
ciation and a charter member of the 
Frank H. Woods chapter of that or- 
ganization. 

Mr. Agee was active in the organ- 
ization of a number of Independent 
telephone companies. He was one of 
the original organizers and officers 


of the United Telephone & Electric 


. Co., the United Telephone Utilities 


and the Continental group, and 
served as a director of the Peninsular 
Telephone Co. of Tampa, Fla. 

He took an active interest in the 
University of Nebraska, serving as 
president of the University Founda- 
tion and Alumni Association. In 
1941 he was the first recipient of the 
distinguished service award of the 
University which was presented to 
him in recognition of his many years 
of effort and loyalty to the interest 
and development of the University. 

He was chairman of the board of 
directors of the Securities Acceptance 
Corp. of Omaha and a director of the 
Security Mutual Life Insurance Co. 

He held offices or directorships in 
numerous civic, professional and 
fraternal organizations. He was a 
Mason and a member of the Scottish 
Rite and Shrine. 

Surviving are his widow, Fairy; 
sons, Howard H. of Omaha and Rich- 
ard W. of Lincoln, and five grand- 


children. 


H. A. Bishop, Sr.. Retires: 
Started Career in 1903 

H. A. BISHOP, Sr., president of 
the Starke Telephone Co., Starke, 
Fla., retired last month. 

Bishop started his telephone career 
with the Bell System in 1903. He 
worked as a cable splicer and man- 
ager of several Florida exchanges un- 
til 1919, when he bought the Starke 
Telephone Co. At that time the com- 
pany served 97 telephones through a 
magneto exchange. Today the com- 
pany serves 1600 telephones through 
dial exchanges located at Starke, Law- 
tey and Kingsley Lake, Fla. 
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ORT, SENTINEL 


STROMBERG-CARLSON 


News and views of Independent telephone people. 


Two new answers for expansion of service... . 


No. 565 Transistorized Trunk Carrier and a 


VOLUME 8, NO.3 @ 


A DIVISION 
OF GENERAL 
DYNAMICS 


JUNE 1959 CORPORATION 


New Secretarial Telephone-Answering System 


Stromberg-Carlson announces the ad- 
dition of the 565  Transistorized 
Trunk Carrier to its widely accepted 
line of high-quality carrier equip- 
ment. Now, as an integral part of 
the program to modernize carrier 
systems in keeping with the results 
of research in this field, the 565 
Trunk Carrier increases the flexibility 
of systems application by providing 
economical extended area and short- 
haul toll service between central of- 
fices. It supplements the low-cost 
rural expansion of subscriber phone 
service made possible with 561 Sub- 
scriber Carrier. 

The 565 Trunk Carrier has been 
designed as a “twin” to the 561 
Subscriber Carrier. Both systems are 
transistorized and their performance 
and physical arrangements are sim- 
ilar with the exception of the signal- 
ing methods used. The terminal 
housings are identical, and in each 
case the circuits are divided into 
functional units, self-contained on 
plug-in type printed circuit cards. 
Seven of the cards used with the 
565 Trunk Carrier are identical to 
those used for the 561 Subscriber 
Carrier Terminal. Thus, an adequate 
inventory position affording flexibil- 
ity can be maintained with a mini- 
mum of spare parts. 

As in all carrier and central of- 
fice equipment, versatility of applica- 
tion is a primary objective of the 
Stromberg-Carlson Engineering Staff 
and the new 565 Trunk Carrier is no 
exception. The variety of signaling 
options offered makes it completely 
compatible with all existing systems. 


Advertisement 


Individual channels can be installed, 
disconnected or replaced as required 
without affecting circuit operation. 

You may obtain complete informa- 
tion and technical specifications on 
the 565 Trunk €arrier by sending for 
Bulletin T-2032. 

* * a 

Specific requests for low-cost tele- 
phone-answering service systems have 
been on the increase. More and more 
telephone companies are finding it 
is profitable business to provide a 
telephone answering service for “sub- 
scribers-on-the-go.” Some companies 
operate this service themselves as part 
of their commercial office routine; 
others are gaining this additional 
revenue by leasing telephone-answer- 
ing systems to private answering 
bureaus. To meet these demands, 
Stromberg-Carlson offers a new Sec- 
retarial Answering System. Flexible 
in design, this new system is eco- 
nomically attractive to the smaller 
telephone company as well as the 
large organizations in meeting their 
answering requirements. 

This telephone-answering system 
consists of two major equipment 
units: the concentrator, located at the 
central office, and the cordless tele- 
phone-answering turret, located wher- 
ever the service will be rendered. The 
concentrator accepts calls from cus- 
tomer lines (each concentrator serv- 
ing as many as 100 lines) and 
routes these calls to trunks for trans- 
mission to the answering-service tur- 
ret. An automatic signal counting 
circuit releases the incoming call to 
the answering turret after 3, 4, 5 
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ringing signals (choice is optional 
with the customer and accomplished 
by simple strapping). This delayed 
signal gives the client the opportunity 
to answer his own phone if he is at 
his office and eliminates the neces- 
sity for the operator to count the 
number of incoming signals before 
answering. This unique feature great- 
ly improves operator efficiency. 

The Secretarial Answering Turret 
is housed in a modern walnut fin- 
ished cabinet that will complement 
any business or professional office. 
The cabinet is just 1’ 2” high, 2’ 34” 
long and 1’ 234” deep. (For those 
who are familiar with the Stromberg- 
Carlson #121 Cordless PBX, the 
cabinets are similar in size and 
shape.) A privacy feature of this 
new system permits the answering 
of incoming calls only during the 
ringing period. 










The mechanical design of the new 565 
Trunk Carrier is directed toward simpli- 
fied installation and maintenance pro- 


cedures. Each trunk terminal 





mounted on a standard relay rack. 


can be 
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STROMBERG-CARLSON 
TRANSMITTER 


“The best that money can buy” 


Crescent City, California 


Mr. Walter Reinemer, Crescent City 
manager for the West Coast Tele- 
phone Company, was describing the 
XY® Dial equipment that would soon 
be serving them, to his subscribers — 
his fellow citizens. This was back 
in February. He hadn’t the slightest 
reservation in saying this, for his 
company has had a 10-year experi- 
ence with XY Dial in exchanges, 
large and small, all over their 3-state 
operating area. And now, after con- 
version, he sticks with his statement. 

It was easy to have confidence in 
the equipment, in the company be- 
hind it, and of course in the installa- 
tion crew — West Coast personnel 
all — who have become thoroughly 
experienced over the years in the in- 
stallation, operation and maintenance 
of this system. 

Crescent City was one of the last 
large offices to convert. The impor- 
tance of the event brought top of- 
ficials of the West Coast Company: 
Mr. L. Gray Beck, vice president 
and general manager; Mr. Dan 
Tompers, chief engineer; Mr. Leo 





wave. 


A very short-distance call! Gor- 
don Mathews (above) and Ken 
Heikhe, West Coast Installers, 
check circuits. 


Toll Room at Crescent City con- 
tains smart 16-position No. 3 
Toll Board, connecting Crescent 
City with Coos Bay*via micro- 


mgr., shows mayor, his wife 
and Mrs. McBride toll position. 
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West Coast personnel with Stromberg-Carlson sales representative Ernie Larson, right, 
relax after successful cutover: John Whittaker; Dan Tompers, chief engineer; Leo Mc- 
Guire; and L. Gray Beck, vice president and general manager. 


McGuire, Mr. John Whittaker, Mr. 
Ernie Stephenson, Mr. Norman Dov- 
ing all from headquarters at 
Everett, Washington — and Mr. 
George McBride, district manager, 
from Coos Bay, Oregon. Many per- 
sons prominent locally watched in 
amazement as West Coast installation 
experts deftly prepared for the “zero” 
hour, cut out the old manual switch- 
board and turned the now very-much- 
alive dial equipment and new toll 
board over to Mr. Reinemer and his 





George McBride, district 


operating force. 

The company has spent about 1 
million dollars for the total pro- 
gram, including building, outside 
plant, and a microwave link to the 
impressive XY MDO at Coos Bay. 
The new cable alone would stretch 
from Crescent City to San Francisco 
and then clear across the country 
to Miami, Florida. Nearly 3,500 sta- 
tions are now being served, and toll 
traffic is abnormally heavy for a 
city of this size. 
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“9,300 new terminals in just 32 seconds” 








Mr. Fuerst, with phone, gives signal for 
disconnecting manual system. 





Record thirty seconds later these operators 
had completed dial system cutover. 


“Mr. Telephony” in Nebraska, Otto 
Fuerst, with two principal assistants 
—Vernon Allan (left) and August 
Burkhardt (right). 





Advertisement 


Scottsbluff, Nebraska 


Another first for Otto Fuerst, “Mr. 
Telephony” in Nebraska. When he 
recently gave the countdown to con- 
vert — not one but two large ex- 
changes, physically separated by sev- 
eral miles and the Platte River — 
it was all over in 32 seconds! And 
at least one official clocked the race 
in 30 seconds even. Mr. Fuerst be- 
lieves this could well be a national 
record. So do the visiting representa- 
tives from Northwestern Bell and 
Mountain States Telephone Company. 
If so, it simply adds another to 
a long line of firsts. Mr. Fuerst was 
one of the early settlers in western 
Nebraska — Scottsbluff hadn’t been 
homesteaded then — and for years 
he had been seeing that telephone 
(or telegraph) service kept out in 
front of the Union Pacific as it raced 
westward toward the Rockies. One 
of his jobs was the first toll line, 
built in 1918, from Chadron, Ne- 
braska, through the Black Hills to 
Edgemont, South Dakota. This line 
is still in use today. Two years ago 
Mr. Fuerst’s company — the United 
Telephone Company of the West — 
put in the first XY® MDO in the 
State of Wyoming, at Torrington. 
Now Scottsbluff and Gering have had 
their record-breaking cutover to XY 
Dial and soon will have the first 
DDD in this region as the XY Toll 
Ticketing system is installed and 
activated early this fall. 
Ingenious planning preceded this 
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ceremony, master-minded by Mr. 
Fuerst and Mr. August Burkhardt, 
plant superintendent, at the Scotts- 
bluff office, and Mr. Vernon Allan, 
assistant general manager, at the Ger- 
ing office. The photos show the clever 
arrangement for “pulling picks” — 
with the operators setting in motion 
the XY Switches that were going to 
replace some of them. In Scottsbluff 
4,220 lines were put into service; in 
Gering, 1,240 lines, for a total of 
5,460 lines and 9,300 terminals. 

This reporter well remembers visit- 
ing these offices in August, 1957. 
Torrington had just been converted 
to XY Dial, and Charles Williams 
and Paul Johnson were replacing the 
old manual board, a section at a 
time, with new toll positions. Particu- 
larly remembered is the ride over 
to Scottsbluff. Torrential rains had 
made every wash a river, and ele- 
vated irrigation canals had burst their 
banks, sending a wall of muddy water 
several feet deep over low spots in 
the road. 

Like a fox before hounds, Mr. 
Fuerst darted up side roads, back- 
tracked, skirted — always looking 
for elusive higher ground. At last 
beyond danger, we were flagged 
down by a haggard looking trooper. 






“Don’t try to drive west . . . there 
isn’t a car made that can get 
through.” 


“IT know,” replied Mr. Fuerst, 


“we've just done it.” 











Typical bays of Stromberg-Carlson Type 40 
(LID) Toll Ticketing System show Rate In- 
terpreter (left) and Readout Bay. 
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Production Engineers are never satistied 


Engineers are always alert to new 
and better ways of making things 
faster and better; and we're glad of 
it. 

Among the most recent accom- 
plishments are some unique machines, 
either designed by production engi- 
neers or under their supervision, 
which are producing parts critical 
to the manufacture of high-demand, 
quality telephone equipment. 

Everyone expects nearly flawless 
operation from relays. Jerry Sands, 
production engineer, is making sure 
Stromberg-Carlson relays always op- 
erate that way. He’s designed a ma- 
chine that, operating automatically, 
welds precious metal contacts to the 
spring, coins them (that is, rounds 
them out to exact specifications) , pre- 
forms them (shapes exact amount of 
gram weight into the spring for cor- 
rect contact pressure), inspects each 
spring and, if not within tolerances, 
rejects them. 

The several operations performed 
on this one machine are no different 
from those made separately on small 
one-step machines. The difference is 
in the consistent new quality of the 
springs manufactured at a faster rate 
and, compared to the slower one- 
step-at-a-time method, with an as- 
tonishingly low number of rejects. 

Another unique machine is the 
dial casting transfer machine that per- 
forms operations on the precision 
mounting base equivalent to fifteen 
machines. 

According to Bob Ogden, produc- 
tion engineer, the machine performs 
33 cutting operations from four di- 
rections on each zinc cast dial front. 
Once the loader places the piece on 
the machine, it is advanced auto- 
matically to each succeeding posi- 
tion for one or more of the follow- 


ing operations: drilling, tapping, 
milling, reaming, counterboring, 
countersinking, chamfering and slot 
milling. 

Normally, if these operations were 
made on the 15 separate machines, 
the same consistent quality could not 
be maintained at the speed of the 
dial transfer machine. 

From time to time Stromberg- 
Carlson has found that a few of the 
parts it has purchased or attempted 
to purchase have fallen below its 
high standards of quality. Such was 
the case in the purchase of the pinion 
gear for the dial. The small pinion 
gear (which is on a shaft) is the 
transfer instrument within the dial, 
which helps set up the pulses. If 
this gear is faulty, the dial, when 
dialing, could operate in a rough man- 
ner, or erratic, sticky and even noisy. 

The gear shaper machine has 
avoided all these faults. In just 26 
seconds, operating at 3000 strokes 
























Woman operator (photo above) shows only 
manual operation on otherwise completely 
automatic machine which performs 33 dif- 
ferent operations on precision dial front. 
Men in background, maintenance man, fore- 
man and setup man, inspect the part. 


per minute, this machine can cut the 
complete precision gear. Results: 
quality never before thought possible 
in such a miniature component. 
Another critical component vital 
to smooth and accurate operation is 
the cog roller, an important part of 
every XY® Universal Switch. The 
complexity of operations necessary to 
produce one complete cog roller are 
too numerous to mention here. How- 
ever, one of the final operations be- 
fore the cog roller becomes a part 
of the switch, has helped cut down 
production time and speeded the flow 
of cog rollers to keep pace with de- 
mand for XY Universal Switches. 
The new process, which has re- 
placed two operations, uses _ the 
Brush-o-matic machine. In just 20 
seconds this machine removes the 
steel burrs and other roughnesses 
which are normally left after the 100 
teeth have been precisioned-hobbed. 
The old manual two-step process was 
much too time-consuming. Now, auto- 
matically, while the cog roller is spun 
in one direction for 20 seconds, a 
wire brush, held against each part, 
rotates at high speed first in one 
direction for 10 seconds and then 
the other direction for another 10 
seconds, removing all roughness and 


Operator positions cog roller for 
new Brush-o-matic machine. 
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assuring a smooth-operating switch. 
We’re glad our engineers are never 
satisfied. They’ve found more an- 
swers to problems of improving qual- 
ity and meeting increased demand for 
Stromberg-Carlson products. 


At right is a close-up showing the inside of 
the precision dial front. 


Double Salute: New Head of Signal Corps; Telecommunication Award 


At about the same time Major Gen- 
eral Ralph T. Nelson was appointed 
as the 18th Chief Signal Officer of 
the U.S. Army, Stromberg-Carlson’s 
Telecommunication Division received 
a Signal Corps Quality Award. 

The Telecommunication Division 
became the second organization in 
New York State to be placed by the 
Signal Corps 100 per cent on RIQAP 
(Reduced Inspection Quality Assur- 
ance Plan). 

The award is given as a result 
of consistently meeting or exceeding 
quality requirements and makes it 
possible for Telecommunication to 
ship to the Signal Corps all products 
ordered without waiting for detailed 
Signal Corps inspection. With few 
exceptions the telecommunication 
products provided for Signal Corps 
use are the same as those used com- 
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Automatic spring pre-forming machine 
(left) and control console make relay 
springs of a consistent high quality and 
at a faster rate. Only manual opera- 
tion is loading “cartridge” of relay 
springs to be pre-formed. Below, gear 
shaper machine is ready to cut teeth 
of pinion gear used in precision Strom- 
berg-Carlson dial. Gear blank is at end 
of tweezers held by operator. 


mercially by Independent companies. 

According to Howard Strassner, 
manager of manufacturing, being 
placed 100 per cent on RIQAP is 
an honor which is a direct tribute 
to the men and women on the job. 

General Nelson’s appointment cli- 
maxes a military career of more than 
30 years with the U.S. Army. In- 
cluded among his many Signal Corps 
assignments are: Director, Officers’ 
Department, the Signal School, Ft. 
Monmouth, N.J.; Signal Officer, X 
Corps; Signal Officer, 8th Army; 
Chief of Staff and Deputy Post Com- 
mander, Ft. Monmouth; Command- 
ing General, Signal Corps Training 
Center at Ft. Gordon, Ga., and later 
of the U.S. Army Electronic Prov- 
ing Ground, Ft. Huachuca, Ariz.; 
Deputy Chief Signal Officer, Wash. 


ington, D.C. Major General Ralph T. Nelson 
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Stretching your equity through a 


Two-Step Financing Program 


A two-step program, with dial as the 
eventual goal and improved manual 
service as the intermediate stage, ob- 
viously takes longer than a direct 
conversion to dial. However, some 
companies have insufficient equity to 
qualify immediately for the full dial 
program, Ways and means must be 
found to “stretch” this equity before 
the goal can be attained. 

As*part of its complete counseling 
service for”'smaller telephone com- 
panies, the Stromberg-Carlson Credit 
Corporation tries to find some 
method which best suits the individ- 
ual situation. Two-step financing is 
only one of the several approaches 
which may be considered. Some dis- 
tinct advantages may be expected: 

1) The bulk of the initial loan can 
be spent for outside plant re- 
habilitation — this has to be 
done anyway. 

2) The next largest portion of fi- 
nance money usually goes for 
modern telephone instruments. 
The manager who places new 
instruments with dials installed 
in his subseribers’ homes has 
moved another long step toward 
his goal — and made a very 
important contribution to good 
customer relations by proving 
that dial service is more than 
a vague promise. (Average fig- 
ures indicate that about half 
the cost of the dial is saved by 
eliminating a second installa- 
tion call.) 

3) If it then becomes necessary to 
change out the switchboard to 
provide common battery serv- 
ice, there is used equipment 
readily available at bargain 
prices to meet this short-term 
requirement. Usually such a 
change-over can be made by 
the manager and present per- 
sonnel without hiring outside 
help. 

4) The manager can then apply 
for better rates; if this is pre- 
sented to the Commission as a 
bona fide two-step program, 
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rates will be obtained that per- 
mit building up equity for the 
future dial conversion. 

5) It is simpler to proceed a line- 
at-a-time under this two-step 
plan, concentrating time and 
money in those areas where it 
will produce highest return on 
investment. 

There are many cases in the file 
where Stromberg-Carlson has helped 
an ambitious, hard-working young 
manager build himself a strong com- 
pany with an assured future. We have 
selected just one — the Avery 
(Texas) Telephone Company — be- 
cause on the day you read this ar- 
ticle, Avery will complete the last 
step of the program as it cuts over 
to XY® Dial. 

Calvin and Ruby Johnson had a 


Continued progress for 


lot more ambition than plant when 
they bought the Avery Telephon 
Company in 1951. The operation wa: 
a “grounded system” — much of it 
literally! Necessary repairs Calvi: 
could and did make himself. He knew 
that he’d have to have a modern dia! 
office to make it a profitable busi 
ness. But hard work, by itself, doesn’t 
produce the kind of equity that re- 
places worn out magneto with dial. 
Three years ago the Credit Corp. 
and the territory salesman talked it 
over with Mr. and Mrs. Johnson. Th« 
suggestion was “two-step.” It wasn’t 
easy for the Johnsons to accept this 
slower method; but about their only 
alternative was to sell out. Now that 
it’s over, and they have reached thei: 
goal, the result has more than justi- 
fied the “period of consolidation.” 


two in Texas: 


Fort Bend — Quinlan Companies 





. 





These two larger Texas companies have recently cut over additional XY Dial exchanges. At ‘eft 
is Mr. John Callender, plant manager of the Fort Bend Telephone Company, in the new Beasley 
exchange. At right Mr. Dee Cole (center), president of the Quinlan Telephone Company, shows off 


exchange No. 6 to Mr. Frank Davis of the General Telephone Co. of the Southwest. In background q 


is John Blair of the Quinlan company. 
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TEXAS TELEPHONE AND TELEGRAPH COMPANY 
4001 WESTHEIMER 
HOUSTON 27, TEXAS 


April 29,°1959 


he. Carl Price 

Stromberg-Carlson Manufacturing Co. 
925 W. 10th Street 

Tyler, Texas 

Dear Mr. Price: 

I want to express to you our appreciation on the way 

yow installers handled our Franklin Exchange X4-Y 
installation, as well as the way the equiprent functioned 
immediately following the cutover. 


Adjustments and trouble following a cutover create a 
rather delicate vroblem with the operating company with 
respect to its customers, especially if there is a rate 
increase involved. The absence of these troubles and 
adjustments, as was the case in the Franklin X-Y cutover 
where a rate increase was involved, made it possible for 
our company to increase its rates without criticisn fron 
our customers and left both our company and our custoners 


TELEPHONE 
MO 7-907! 





hapovy. 


TTT/l1c 


Presidents and managers of telephone 
companies are always busy people. 
Perhaps one of the busiest these days 
is Mr. W. G. Winters, president of 
the Texas Telephone and Telegraph 
Company, of Houston. The conver- 
sion of even one exchange can keep 
a man fairly well occupied — Mr. 
Winters had an even score, in vary- 
ing stages of completion, all going 
at the same time. That’s why his fine 
letter was least expected but most 
appreciated. 

Hundreds of subscribers in and 
around Franklin had been looking 
forward to dial service; their fullest 
expectations were met when the XY® 
Dial equipment was cut over. Other 
subscribers by the thousands over a 
wide area in east-central Texas served 
by this company will soon be just as 
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President 


pleased when they, too, have their 
XY Dial service. 

The cutover at Franklin continues 
the XY Dial program started by the 
Texas Telephone and Telegraph Com- 
pany with the conversion of Fairfield 
and Lake Whitney. Nineteen more ex- 
changes are now being installed un- 
der the direction of Stromberg- 
Carlson Installation Foreman W. H. 
Whitlow. Assisting him at the Frank- 
lin exchange were Installers C. C. 
Smith and R. N. Hudgen. 

Franklin has a 370-line exchange. 
To Stromberg-Carlson installers the 
degree of quality built into an in- 
stallation is not determined by size; 
whether an installation is large or 
small, the goal is always that sym- 
bolized by the performance at Frank- 
lin: a satisfied customer. 











































STROMBERG-CARLSON Br 
TRANSMITTER ae 


SC 


Thank you, 
Mr. Winters 


Shown at Franklin, Texas, cutover with Mr. 
Winters, third from left, are: Mr. Robert 
Tallen, Texas Tel. and Tel.; Mr. E. Me- 
Donald, REA Field Engineer; Seaborn Lip- 
sey, vice president of company, and Clar- 
ence Trent and Carl Scott, also of Texas 
Telephone and Telegraph Co. 
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At Fillmore, N. Y. 


Spring was about three weeks old 
when we drove south from Rochester, 
N. Y., to the small farming commu- 
nity of Fillmore. The town, near the 
southern edge of the Letchworth 
State Park, is served by the Fillmore 
Telephone Company, a subsidiary of 
the Independent Telephone Corpora- 
tion. Manager J. B. Matthews and 
his staff were preparing for the com- 
ing cutover to XY® Dial. 

Mrs. Florence Sprowl, who is in 
charge of the business office, gave us 
a warm welcome. She was at the of- 
fice that was soon to be “retired” 
along with the two-position manual 
switchboard; both had served the 
company faithfully for many years. 
Taking over will be the 400-line, 
1200-terminal XY Dial equipment 
housed in an up-to-date central office 
building. 

That's where we met Mr. 
Matthews; knee-deep in+new Strom- 
berg-Carlson telephones earmarked 
fer his 1000 subscribers. Busy 
though he was, he took time out to 
tell of the increased activity in tele- 
phone service in and around Fill- 
more. A Stromberg-Carlson No. 121 
switchboard serves 60 employees in 
three separate buildings of the power 
company’s district office in Fillmore. 
Houghton College, just a few miles 
away, now has a No. 120 switch- 
board, 6 trunks and 30 extensions. 

Mr. Matthews was right: wherever 
we went — to the college, to nearby 
Centerville, or to the power com- 
pany’s district office — we saw that 
the coming of dial service to Fillmore 
was anxiously being awaited by its 
enthusiastic subscribers. 





Administration Building, Hough- 
ton College. 


“Hats off’ to Mr. and Mrs. 
Lewis, who havo brought prog- 
ress to Crown Poin?, N. Y. 








STROMBERG-CARLSON 


Subscribers were anxious for dial service 


We found Mgr. J. B. Matthews (above) 
busy preparing for the coming cutover 
to XY Dial. Also busy were these 
operators at the 2-position manual 
switchboard. Mr. Sprowl, in charge of 
the business office, welcomed us. 
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Hats off to the “Green Mountain Boys” 


When the “Green Mountain Boys” 
captured the fort at Crown Point, 
N. Y., during the Revolutionary War, 
little did they realize they had paved 
the way for the start of a community 
by the shore of Lake Champlain. 


Crown Point today is surrounded 
on three sides by dairy farms which 
are the mainstay of the area; and 
yet you could follow this community’s 
progress by the steady increase in 
subscribers served by the Crown 
Point Telephone Company since its 
fourling in 1895. 

Eleven years later the company 
had 120 subscribers listed — all 
without numbers. The directory in- 
cluded all outside towns and cities 
and covered an area of about 100 












miles. By 1934 the company had 
grown to 194 stations, 79 of which 
are subscribers today. 

When Herbert and Dorothy Lewis 
took over operation in 1954, the 
company, reflecting Crown Point’s 
progress, had grown to 330 stations. 
They wasted no time in planning a 
conversion from magneto to dial. 

Just four years later Mr. and Mrs. 
Lewis had completed construction of 
a modern central office, cut over to 
XY Dial, and increased the number 
of stations served to 450. 

Hats off to the “Green Mountain 
Boys” for starting Crown Point's 
history and to Mr. and Mrs. Lewis 
for continuing its progress. 


Stromberg-Carlison 


Transmitter 


TELECOMMUNICATION DIVISION 


STROMBERG-CARLSON — 


A DIVISION OF GENERAL DYNAMICS CORPORAT!-©" 


Rochester 3, New York 


A. L. CARCHEDI, Associate 


§ GEORGE B. FORBES, Editor :@: 


registered trademark s Stromberg-Car! 0" 
















Bast 
Benr 
Berr 
Blaw 
Bohr 
Buck 
Burg 


Cabl 
Calet 
Chan 
Char 

Chas. 
Chish 
Collir 
Colur 
Comn 
Comm 
Comn 
Cook 
Coppée 


Crane 


Davis 
Dial | 
Diamo 


Donne 


Ehinge 
Exide, 


Fanner 
Fitchbu 


Generc 









RN NN ci scnccedeccnainns commiigianecpsaceians 86 
National-Standard Co. ........2...---cesseeeeceeeeeee 
National Telephone Supply Co. ................ 
NMacle Construction C0. nccccevcinssvercsicseses 
RT OOEEE. IF.” BK. ° saccotmtukeatacioumniememmminie 
mentite NT Ceo cask ceeateunbect caseedermioiens 


Orangeburg Mfg. Corp. ..........-.--ee--eecs-eeee 


Wie Oy aN asc cpt a senncnincinesoraes 88 
I NN alec cceihdiausirvecinsniecoweconscnsaeiplionin 

Pennwood Numechron Co. .........--..--20----- 84 
Phelps Dodge Copper Products Corp. ....20-21 


Piedmont Wood Preserving Co. ................ 107 
Kalin Clactte Caleta ee , Chath “teihemnell- Wai Welaild Wl L3. Preformed Line Products Co. ............--.-.:--+-++ 
Acme Visible Records, Inc. ..........--:---sse--+ 83 General Machine Products Co., Inc. ........ tah 1 a iniciandat cal aaeee eres 
Acorn Insulated Wire Co. .......-.-:-:00+-- 107. General Telephone Directory Co. 
Airtronics International Corp. ............ccc20 900 stitteeeeesesceeceseeceenececeneenseeeeenes 107, Back Cover Railway Communications, Inc. ......--.0-0-------« 81 
Alphaduct Wire & Cable Co. ............91, 107 Gladwin Plastics, Ime. -.....-.-----.+---s-see0- 49, 51 Raytheon Mfg. Co. ..cccececseecsveescnesesneeeeenees 89 
Aluminum Co. of America (ALCOA) ........ Gould National Batteries 2.20.20... 32 Reliable Electric Co. ..ncc-ce-ccec-cecee-------35, 107 
American Chain & Cable Co. Greiner Tlectrie Ce. ncaa neenesccseeeees et | ap Ce es (eee 
Oe > 2 ee 101 RPI TROON CIS catecceciincecsescuscPiscsccsacne 70 Reynolds Metals Co. ..........c-e-sesscesseeseesneees 33 
ee PSC Ot Len tana ie Sts ai teeta 54 
Anaconda Wire & Cable Co. ...................- 6-7 Hallamore Electronics Go. .......ccceeccceeeeeeee EY Nt PSS lee aR Act 110 
Andrew Corp. encnececcencneccceceserseeseneceesoee eeeees 12 Harris-McBurney CR 1nd eS SS Runzel Cord & Wire Co., Inc. .....-----0000---- 107 
Didi SR, BAO an Aa aiccc td etes A nitthvsate aks TOG ‘Henkele: @: MeGew 02... 106 
Associated Engineers, Inc. .........2....:00000+- TOG: Pies Tinie Cee... es ed 107 
Auburn Machine Works .........0s-ssc-sssesesesnees olen = Clete sis sn hi ck 34 Schauer Mfg. Corp. ...----c-eoo----s-eeecsssneeeeessee 72 
Automatic’ Electric Co. bheiluty. Inebuateies, Ines icsnccesicseesncc cepa ccsse, g5 Seymour Smith & Son, Inc. ......--..---c----0e- 
scat ad sounibeicaiedimsaeiles 8-9, 28-29, 55, 77, 60-61 pie i Oe Bo Sherron Metallic Corp. ..................--...-1, 107 
: OS ee eee eee 106 
Beshllin Con, We Me wnsneceevsonevvnncenernerennnee 17 Independent Telephone Repair Co. ........ Stahl Manet: Products Co. «...:.....0:2.4..-.0.5. 
ee ee a ka os ee ne ee 103 Stewart Brothers .-evnenwevveveeeeevsrsenene 86 
oP Rey 4) a Instrument Laboratories ...............-ccec0e----- 86 Sa ee BORE: 2-3, 111-118 
Siteotinels: Meeliiditinte Mi ed naar International Business Machines (IBM) ...... —s ene He ae “_— we 
Buckeye Telephone & Supply Co. ....101, 108 RE Convection Ga 3 .. uitie Equipment Corp. ..............2........ ’ 
DOIN ODE ones ickc sven nccesicccncansins 
Johns Manville Corp, ...........scssssssceessseense Taylor-Colquitt Co. cccccc-ccccscccceccecnseoou 79, 107 
Cable Spinning Equipment Co. ............... Weide (GR 2 ee 109 
Caleulagrinn Ge). «scsseccccciccgasceccssctanconssescn TH. lander & Co, Allee ...ku be 106 Telephone Engineer Publishing Corp. ....26-27 
Nay Ma. apes eee da ean SG. Ce Cie paket rckccinccence Telephone Engrs. & Technicians 
Charles Machine Works, Inc. ..........-:+-+++ Kellogg Swbhd. & Supply Co. ee SE eS ee ee 107 
Chase Brass & Copper Co. ...ecceccccccccncccncne 90||=~*taetetonsensenssessensensensensenesensenees 10-11, 14-15, 102 Telephone Repair & Supply Co. ................107 
Chisholm-Moore Hoist Division .................... Kennecott Wire & Cable Corp. ................ Texas Creosoting Co. ......c:ceseccecseecessesseee 107 
iii WE Ri ee el 101 Keystone Steel & Wire Co., Inc. .....-.----.-++ Thornhill Publishing Co. .....-ssco-c----ee---- 84 
Columbus McKinnon Chain Corp. ...........- Klein & Sons, Mathias ..............-ccoe---cevsssee 66 Transandean Asseciates, Inc. ......-.-c---c------ 92 
Commercial Cord Co., Inc. .........----+-- 105, 107 Kleinschmidt Div. of Truck Equipment Co. .....s..ccccsssseecsecccsseeeeee 
. : Smith-Corona Marchant, Inc. .....0200....-.- 
COPIER oars se scivaninsencnnsace i li ae ee ee 106 
Conteaiteiiian, Gadaiait A tiidie, Co. . WCE a Ns gn 4 
nat Ce cS TERE Cig UNG salsa sw bcp ees eeoseeancincs 106 
Commorwelt See! CO. casei wonsnniccccase 17 pe pnecrgy oot 95 
Sie ee Oe 106 elle: Gale Gant too a 46-47 piscine é saa 
Lindsay Telephone Supply Co. ..-cccc0------ U. S. Industrial Chemicals .................22...-- 53 
Davis Construction Co. .............c--ce-cecceseeceoee 106‘ Loroin:. Produele: Cares «ss sc 13 Uz S. Instrument Corp. ....---..---s---seneeseneeesnnes 
Sel Hone, Ga Lola. SS ee 10g U.S. Meteors Corp. --------eecseceeeeeeennnnnnsnss 80 
Diamond Expansion Bolt Co., Inc. ............ U. S. Steel Corp. ; 
Donnelley & Sons, Ro Ro» -ncen Si cinecis OU... SI Cia t  ess ecc eeaaes 108 shasdanecbieapsnatealtdapediuemen: esa: * 
McGrath Engineering  ~...............-..:.:0---00-+- 106 seni ain tik to neamnar eens 
Ehinger, C.D. sevvesnseseeerneeeeneeeeneeeeneeeecnee 106 Mine Safety Appliances Co, ............200.22--.--- 25 
Exide, Industrial Division ..........-----.----------- 23 Minnesota Mining & Mfg. Co, ....----------.-- Western Elietric Co. .............-...:.... 4468 
ee AD. ee eR Oe ce gz Monsanto Chemical Co. ........----e-svnssersseene Whitaker Reel Mfg. Co. ......-.---:0--e-0-ceese-+ 
Finehiloure, Engreg.. Cog cecenereeceneeceneecneneees 100 Waseleon- Valine Cob nora ccinccigteoe Writeey fee C6. 22. 93 
RI TUN Ro sscnsbocotist ss, orsveteaccttuaedone Williams Inspection Co., Inc., A. W. .......- 106 
General: Cable: Corp. 5462.22. SenGs.2 Murphy Engrg. Laboratories, Inc. .............. Wyoming Valley Equipment Div. ...............- 108 
YOUR JUNE 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 119 





|=): \@] GO) s 8 i 5 | a 1 @l@) 





By JOHN G. 


“Strictly For Ducks” 

W* UNDERSTAND an engineer at Southwestern 
Bell who is a duck hunter recently noticed that 

when his decoys moved in the water, they appeared to 

be more attractive to real ducks. 

That little observation made the engineer reach for 
his slide rule, and after a little figuring, he put together 
a few stray parts from his work shop and created 
Herman, the transistorized duck decoy. 

A small transistor radio inside the duck decoy con- 
trols two toy electric motors — which push Herman 
through the water — apd a rudder to steer him. The 
engineer controls Herman’s movements from a small 
transmitter on shore. 

Now we hear, there’s a new problem. How can the 
engineer be sure other duck hunters won’t be fooled 
by the decoy’s realism and blast Herman — head over 
transistor — out of the water? 


Directory Saver 
ewe Copenhagen comes word that two Phillips 


Radio Company workers recently shared a prize 
of 200 kroners ($30) for inventing a felt hammer to 
bang on television sets. 

Previously, company workers had smacked the sets — 
testing for loose connections — with a Copenhagen 
telephone directory. Company officials said the di- 
rectories wore out too fast under the pounding. 


“Head of The Class” 
W* GAINED a new respect for “fast answers” last 
month, when we heard of the operator who 
answered a call from an outdoor telephone booth and 
asked, “What number are you calling from? It’s right 
there on your dial.” 
After a moment’s hestitation, the voice replied, 


“1 -2-3-4-5-6-7-8-9-0 . . .” 


“You Don’t Say!” 
Qu Texas correspondent’s favorite story of the 


month concerns two Texans who were discussing 

their holdings. 

“I’ve got a spread of 14,000 acres, about 6,000 head 
of cattle, and 187 oil wells,” said one. ’ 

“My spread’s a little one, too,” said the other, “about 
21,000 aeres, 12,000 head, and 263 gushers.” 

Then they noticed a little fellow alongside them. 
“Where you from stranger?” asked one. 


REYNOLDS 


“Born in Brooklyn,” said the little guy. “Live i: 
” 

Dallas now. 

“You got a spread?” 

“Yea, just a little one — 21 acres.” 

“Twenty-one acres! What could anybody do wit! 
21 acres in Texas? Where’s it located?” 

“Downtown Dallas,” said the little fellow apologeti: 


ally. 


“The Karlsson’s” 
CCORDING to Long Lines magazine the 1959 Stock 


holm telephone directory is confusing to a foreigne: 

Take the Karlsson family, for example. It is also 
spelt Carlson, Carlsson, Carlzon, Carlssohn, Karlsohn, 
Karlson and Karlzon. All together, they take up 40 
pages in the volume. 

They are listed as a bloc under Karlsson which is 
in its proper place among the K’s. But within the group 
there appears to be chaos, for Carlson follows Karlson 
and Carlsson, Erik comes after Carlsson, Hugo. 

Nevertheless, they are all in proper alphabetical 
order since they are also listed according to occupation. 
A full page of Karlssons are “company officials.” Ap- 
parently it is easier to locate a person if you know 
what he does. 





“Rufe brought it home one day .. . Said he found 
it on a corner in town.” 
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From Aerial to Direct Burial 


..-it S ALL available from 


Whichever serves your purpose best... aerial, duct or direct burial 
cable or wire... you can get it from SUPERIOR! 





All SUPERIOR Cables and Wires are quality-engineered to the same 
high standard, quality-controlled during manufacture, in the same 
plant and readily available to you through the same sources of supply. 


From aerial to direct burial . . . you can get it from SUPERIOR... 
and be assured of maximum performance at minimum cost. 


For details and specifications, write 


SUPERIOR CABLE 


SUPERIOR CABLE CORPORATION, Hickory, North Carolina 





Directory 
earnings climb 


when our “Revenue Men’ 
move in 


UR DIRECTORY “‘Revenue Men’’—working from 
32 strategically located sales offices— 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render a 
Complete and Quality Directory Service. 


These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 
training—imagination—ideas—leadership— 

and hard work, produce results which more than 
measure up to accepted directory revenue standards. 


Yes, the “Yellow Pages” revenues in the more than 
800 directories we now produce for large and small 
Independent Telephone Companies prove the 
statement: “DIRECTORY EARNINGS CLIMB WHEN 
OUR ‘REVENUE MEN’ MOVE IN.” 


Write or phone our office nearest you for our 
Complete Directory Service Plan. 
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Find It Fast P ite 
In The 
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GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street « 


Divisional Sales Offices: 


BLOOMINGTON, Ill. © 410N. Prairie St. * 
COLUMBIA, Mo. ° 811 Cherry Street ° 

DURHAM, N. C. ° 108 E. Parrish Street ° Tel.: 5133 
ERIE, Penna. ¢* G. Daniel Baldwin Building *  Tel.; 2-4187 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 
HONOLULU 14, Hawaii * 1236 Waimanu St. « Tel.: 504-231 


Tel.: 3-8095 
Glbson 2-6907 


DES PLAINES, ILLINOIS «+ 


VAnderbilt 4-2164 


LEXINGTON, Kentucky * 157 Walnut Street ¢  Tel.: 4-7626 
LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
MADISON 3, Wisconsin * 214 .N. Hamilton St. * Alpine 7-1667 
MANILA, Philippine Islands ° P. O. Box 673 
SAN ANGELO, Texas * 110 South Taylor St. * Tel.: 6738 
SPOKANE, Wash. * South 11 Monroe ¢* MaAdison 4-4336 





